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New Federal Law 
On Employe Auto 
Use Responsibility 


WASHINGTON—President Ken- 
nedy has signed H. R. 288, which ap- 
pears to relieve a federal government 
employe from personal liability from 
the operation of any automobile on 
government business. The law, which 
goes into effect March 21, 1962, is iden- 
tified as public law 258, 87th Con- 
gress, and also as U. S. Code 75:539. 

The new statute provides that the 
Attorney General shall defend any 
civil action brought in any court a- 
gainst any employe of the federal gov- 
ernment under those circumstances, 
shall have authority to compromise or 
settle the claim, shall remove any suit 
in a state court to the federal court of 
that district and treat the matter as a 
claim against the U. S. under federal 
tort claims act. The law also provides 
that this remedy shall “be exclusive 
of any other civil action or proceeding 
by reason of the same subject matter 
against the employe or his estate. . . ”, 
meaning, in effect, that the employe is 
relieved of personal liability. 

The law refers to operation of “any 
motor vehicle.” Hence, it applies 
whether the automobile is owned by 
the employe, by the government or by 
anyone else. It obviously also applies 
to any type of motor vehicle—private 
passenger automobile, truck, motor- 
cycle, “mailster,” etc. 


Previous Bill 


A similar law passed both houses of 
Congress last year, but with an addi- 
tional provision that this action could 
be taken only if the claimant consent- 
ed to it. This feature—undoubtedly 
promoted by plaintiffs’ attorneys— 
would have given the injured party 
the option of suing the government 
employe personally, if he had insur- 
ance or other assets, or of proceeding 
against the government. Plaintiffs’ at- 
torneys often prefer to deal with an 
insurance company if possible, parti- 
cularly where liability is clear cut, 
since they can frequently make a set- 
tlement much more quickly than by 
going through the federal court claims 
act procedure. President Eisenhower 
vetoed the 1960 bill, specifically be- 
cause of this feature, which would 
have let the claimant “eat his cake and 
have it,” but his message stated that 
he would “gladly sign” similar legisla- 
tion without that provision. It was left 
out of the 1961 bill. 

The principal effect of this bill will 
be to lessen the need for drive other 
cars or broad non-owned automobile 
coverage on the part of federal em- 
ployes. Prior to this law, the federal 
tort claims act provided no personal 
protection for government employes, 
and automobile liability insurance— 
under the basic, family or special form 
and under most independent forms— 

(CONTINUED ON PAGE 61) 
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Conn. General And Aetna Ins. Co. NAII President 
‘Affiliation’ Move Gets Boards’ OK Criticizes Bureau 


HARTFORD—Directors of Connecti- 
cut General Life and Aetna Ins. Co. 
in separate board actions Monday ap- 
proved a plan of affiliation. 

The plan calls for a two-for-one 
split of Connecticut General stock, 
with a reduction in its par value from 
the present $10 a share to $5 and the 
offer to Aetna stockholders of 1.2 
shares of the new Connecticut Gen- 
eral stock for each share of Aetna 
stock. 

Directors of Connecticut General in- 
dicated an intention to declare an in- 
itial quarterly dividend of 20 cents a 
share on the new stock. This represents 
a 14% increase in the dividend rate, 
since the current dividend, adjusted 
for the stock split, is 17% cents. 

The exchange proposal requires ap- 
proval by the insurance commissioner 
of Connecticut as well as by Connecti- 
cut General stockholders. The exchange 
offer will also be conditional on ac- 
ceptance by holders of at least 80% of 
Aetna stock, receipt of a Treasury De- 
partment ruling that the exchange is 
tax-free, and satisfactory audits. 

Connecticut General directors will 
call a special meeting of stockholders 
for Jan. 3, 1962, to approve the plan 
and authorize the formal offer to Aetna 
stockholders. Directors of Aetna en- 
dorsed the plan and will recommend 
its acceptance by its stockholders. 

Aetna stockholders who elect to 
make the exchange will become stock- 
holders of Connecticut General, and 
Connecticut General will become 
owner of 80% or more of presently 
outstanding Aetna stock. 

First Boston Corp. is acting in an 
advisory capacity to both companies 
and will assist in carrying out the ex- 
change plan. 

The affiliation plan does not involve 
any change in the management, cor- 
porate structure, location or agency 
arrangements of Aetna, the announce- 
ment stated. 

Commenting on the plan, the Con- 
necticut General’s letter to its stock- 
holders said: “For many years your 
directors and officers have studied the 
desirability of broadening our invest- 
ment base so that Connecticut General 
may benefit from the writing of all 


$17 Million Stock 
Sale In One Day 


Public offering of 300,000 shares of 
common stock of Combined of Chicago 
at $57 per share was all taken the first 
day. The offer was made by an under- 
writing group headed by Smith, Bar- 
ney & Co. The offering did not repre- 
sent new financing by Combined. The 
shares were already outstanding and 
were acquired by the underwriting 
group from a numbr of stockholders 
who after the sale owned 1,143,490 
shares of the 300,000 shares outstand- 
ing. 

Principal purpose of the sale was to 
broaden the market for the common 
shares of the company and to provide 
diversification of the selling stockhold- 
ers’ investments. 





forms of insurance coverage. The New 
York law has been clarified by the 
highest court of that state, so that this 
plan is now feasible. We believe the 
proposed affiliation with Aetna Ins. Co. 
will be beneficial to the future of both 
companies and is in the best interests 
of our stockholders.” 

The letter was signed by Henry R. 
Roberts, president, and Frazar B. 
Wilde, chairman. 

The letter from Aetna’s board to its 
stockholders was signed by President 
H. M. Mountain and says in part: 

“Your directors and management be- 
lieve it is definitely to your advantage 
as an Aetna Ins. Co., stockholder to 
accept the exchange offer when it is 
formally made. This plan will provide 
the Aetna Ins. Co., with an outstanding, 
aggressive life insurance associate. It 
will also provide our stockholders with 
the opportunity to become owners of 
a company that will have active and 
major interests in all areas of the in- 
surance business. 

“Aetna Ins. Co., including its man- 
agement, agency representation, office 
and field personnel, will continue to 
operate as a separate company with 
the benefit of affiliation with Con- 
necticut General.” 

The projected affiliation will result 
in a group which, on the basis of Jan. 
1, 1961, figures, will have assets of 
$2,547,000,000, capital and surplus of 
$257 million and premium income of 
$510 million. Connecticut General is 
the sixth largest life company in the 
country in insurance in force, with 

(CONTINUED ON PAGE 4) 





Bleichner Joins Security General 
Everett Bleichner, formerly with 
National Farmers Union, has joined 
Security General of Sioux Falls and 
will travel Kansas as state agent. 





Manual Program 


Copyright, Assessment 
Threatens Interchange 
Of Ideas, Gentry Charges 


Copyrighting of the National Bureau 
manuals and 


imposing the type of 
assessment that 
has been made for 
them is “contrary 
to the spirit of 
the rating laws 
and creates an un- 
satisfactory situa- 
tion to which solu- 
tion must soon be 
found,” members 
of National Assn. 
of Independent 
Insurers were told 
by their outgoing 
president, Fenton 
A. S. Gentry, president Southern Fire 
& Casualty, in his address at the 
opening of the NAII meeting in Los 
Angeles this week. 


F. A. S. Gentry 


Impact Varies 


The practical impact of the bureau 
program on the pocketbooks of NAII 
members varies considerably, depend- 
ing on a number of factors, Mr. Gentry 
noted, but the entire association is 
greatly alarmed by the long-range im- 
plications. The NAII board and a 
special committee have had the matter 
under careful consideration. It was 
decided as a preliminaty step to 
seek to confer with the bureau man- 
agement and appropriate committee. 
This has been done, first by invitation 

(CONTINUED ON PAGE 5) 








Richard Emerson, sales manager of Springfield, left, with three agents dur- 
ing the Springfield-Monarch conference committee meeting at Wagon Wheel 
Lodge, Rockton, Ill. The agents, from left, are Robert M. Penner, Batrice, Neb.; 
Wayne R. Bowsher, Terre Haute, and Nels E. Olson, Stock Yards agency, South 
St. Paul. The meeting was the first in a current series being conducted by the 
group. The informal seminars were led by Charles M. Fish, vice-president at 
the midwestern regional office. Agents expressed views on automobile, pack- 
age policies, field service, homeowners, agency-company relations and trends 
in the business. Attending from the home office were Frank S. Vanderbrouk, 
president, and Raymond C. Swanson and Wilfred G. Howland, vice-presidents. 
Mr. Vanderbrouk emphasized the group’s intention of strengthening lines of 


communications with agents. 
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FROM THE AMERICAN BANKER’S POLL: 





Many Insurers Favor Larger Bond 
Denominations Than Usual $1,000 


Many insurance investment men be- 
lieve the customary $1,000 face amount 
on municipal bonds and some corpor- 
ates should be supplemented by lar- 
ger denominations. In a sampling of 
opinion taken by Howard Carswell, 
executive editor of American Banker, 
84% of those responding favored a 
$10,000 or $25,000 trading unit, while 
most of the rest were in favor of a 
$5,000 unit. Only one respondent want- 
ed to leave the face amount as it is. 

Mr. Carswell himself has been wag- 





Home Names Sales 


Manager In Texas 


Home has appointed Richard L. 
Urban sales manager for the territories 





Richard L. Urban 


Wm. J. Sachse Jr. 


served from the Dallas and Lubbock, 
Tex., offices. William J. Sachse Jr. 
has been named sales manager for 
Houston and San Antonio office ter- 
ritories. They are the first two men 
to be named sales managers under the 
company’s revamped marketing pro- 
gram. 

The service and operational func- 
tions of the Dallas office will continue 
to be supervised by Earl M. Holt as 
administrative manager. These func- 
tions in the Houston office will be 
under Wesley P. Nabors, administra- 
tive manager, who has been state 
agent. 

Clark M. Estes, state agent, con- 
tinues in charge of the Lubbock serv- 
ice office and in supervision of the 
allied field. The service office in San 
Antonio and its field activities will 
continue under Everett C. DeWolfe, 
state agent. 

The appointment of Mr. Urban and 
_Mr. Sachse as sales managers reflects 
reorganization of marketing activities 
in line with the growing volume of 
Texas business and future potentials 
there. Mr. Urban will direct all mar- 
keting efforts in north and west Texas 
Mr. Sachse will have similar respon- 
sibilites in the south and southeast 
sections. 

Mr. Urban joined the company in 
1948 as an adjuster at Houston. He 
was later special agent at Lubbock 
and most recently state agent in 
charge of north Texas. Mr. Sachse was 
with Standard Accident at Houston 
before joining Home there last June 
as casualty manager. He has also had 
local agency experience. 

Mr. Holt, who has been manager at 
Dallas since 1947, has been with the 
company since 1936. He was special 
agent at Lubbock and later state agent 
at Dallas before assuming his present 
duties. Mr. Nabors, who is advanced 
to administrative duties at Houston, 
has been with the company since 1936 
as special agent and then state agent 
there. 


ing something of a campaign against 
the $1,000 bond, on the basis that 
$1,000 has become too small an amount 
of money to be handled economically 
as a separate piece of paper. For in- 
stance, he points out, when California 
issues 100 million in bonds it must 
print and banks must handle 100,000 
separate peices of paper. It should be 
noted that this is primarily a prob- 
lem for the banks and that not all 
insurance companies consider it a dif- 
ficulty. Some leave the handling of 
securities entirely to banks and some 
through private placements receive 
whatever face amounts they wish on 
securities. 

Should the practice of the U. S. 
Treasury of issuing securities of vary- 
ing amounts be followed? 

Woodmen Accident & Life reported 
that “the market for bonds seems to 
become more and more of an insti- 
tutional market and this _ practice 
should reduce handling costs.” 

Of those answering 77% said “yes.” 
A negative vote came from Western 
Casualty & Surety, which responded 
that the variable approach depends on 
the existence of unsold bonds which 
can be used to exchange for bigger 
bonds. In the case of municipalities 
this would be impractical, the respond- 
ent feels. 

Kansas City Life reported that vault 
space is a constantly worsening prob- 
lem. General of Seattle and Gulf Life 
stated that all their bonds are handled 
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e] IN THE BEST 
‘y TRADITION 


In the past few years, great 
changes have taken place in in- 
surance procedures which have 
profoundly affected the conduct 
of your business. We at Leslie H. 
Cook have dealt with these 
changes on a day-to-day basis, de- 
veloped workable techniques to 
help you prosper and grow. We 
like to call it creative selling .. . 


“in the best tradition.’” 
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in a custodian’s account at a bank. 
What kind of decrease in bulk could 
be effected by raising the face amount 
to $5,000? Estimates range from 25% 
to 75%. 

‘“‘We would purchase only the $5,000 
denominations if they were in gen- 
eal use and considered ‘good delivery’,” 
the Employers Liability group respond- 
ent stated. 

Would investment men prefer mu- 
nicipals in various multiples of $5,- 
000? Here four answered that unless 
they were allowed the option of free 
exchange, they would be against the 
idea, while 56 were in favor. 

New Hampshire Ins. Co. felt that 
a $10,000 multiple would work better 
than $5,000. Maccabees Mutual Life 
was in favor of $100,000 as a maxi- 
mum denomination. “We would like 
to see this apply not only to munici- 
pals but also to corporate bonds,” Mac- 
cabees said. National Life of Vermont 
“rarely buys in less than $100,000 lots 
and would like at least $50,000 cou- 
pons. However, the proportion of large 
coupons would be governed by the 
type of buyers.” 

Provident Life & Accident is not 
interested in small denominations.” 
Berkshire Life thought that the $1,000 
face amount bonds are only useful in 
cases where there are sinking fund 
calls. 

On the question of the relative at- 
tractiveness of coupon as against reg- 
istered bonds, 61 respondents felt that 
if the registered bonds were traded 
as actively as coupon bonds, they 
would prefer them. Five said they 
preferred coupons. American Ins. Co. 
stated that the advantage of receiving 
a check for interest, rather than having 
to clip coupons, would be a major 
consideration. 
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Bradford Smith Hits 
Rating Inequities 
At AMA Fall Meet 


700 Buyers Hear Panels, 
Speeches Covering Every 
Phase Of Risk Management 


By JAY KOBLER 


Close to 700 insurance buyers ex- 
changed ideas on the rapidly evolving 
field of risk management, attended 
speeches and panels on that subject, 
and heard Bradford Smith Jr., presi- 
dent North America, lash out at the 
inequitable competitive advantage en- 
joyed in the U. S. by non-admitted in- 
surers. The occasion was the lively fall 
insurance conference of American 
Management Assn. at the Drake Hotel 
in Chicago. 

“In today’s climate of dynamic 
change and intense competition, ad- 
mitted fire and casualty companies are 
hamstrung by an expensive, restricive 
and time-consuming system of regul- 
ation,’ Mr. Smith charged. Every 
change in policy wording or variation 
in rate must be submitted individually 
to the departments of most of the 50 
states before it can be effected. It gen- 
erally happens that the forms finally 
approved will vary from one state to 
another, destroying uniformity. 


Filing Is Difficult 


The filing of required data is diffi- 
cult, he pointed out, in the case of u- 
nique and unusual risks which by 
their nature do not lend themselves to 
statistical appraisal on past experi- 
ence. Further, the designation of rat- 
ing organizations as aggrieved parties 
makes possible a majority attack on 
the initiative of an individual insurer. 

In considering the problem, Mr. 


’ Smith said, it must be recognized that 


surplus lines business is no longer lim- 
ited to lines of insurance difficult or 
impossible to place in the American 
market. A few years ago when Lloyd’s 
was virtually alone in the field, the re- 
ference to surplus lines had definite 
meaning. Now, however, non-admitted 
foreign insurers compete not only for 
true surplus lines business, but also 
for classes commonly written by ad- 
mitted companies. 

More recently, this competitive 
pressure plus the lure of freedom from 
regulation and taxes has brought forth 
a number of U. S. companies who op- 
erate in the same field as non-admit- 
ted insurers by becoming licensed in 
only one or two states. Other promin- 
ent insurers are writing business 
which used to be handled exclusively 
as surplus lines. This latter develop- 


_ ment has occurred in areas where re- 
| gulatory authorities are more relaxed 
' in their interpretation of the law and 
_ in the rules they impose. 


. | 30-Odd Non-Admitted Insurers 


Notwithstanding the modest success 
of admitted companies in these areas, 
Mr. Smith said he could list 30-odd 


| U. S. companies operating on a non- 
-_ admitted basis. The principle reason 


for the growth of the non-admitted 
market, he believes, arises from its 
comparative exemption from regu- 
lation. He reviewed regulatory differ- 
ences regarding rates, forms, counter- 
signature laws and taxation, which 
(CONTINUED ON PAGE 46) 
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A el Q. Mr. Kersten, what do you think of the 
Insurance Company of North America? 


A.1 believe in INA! As the leader in the design 
of new products and in the effective 
merchandising of package policies, INA has no peer! 
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Q. What new product impresses you most? 


A.| think the Apartment Owners Policy rates 
highest with me, because as the leading 
property management firm in the Rocky Mountain 
area, we find it so exactly fitted to our needs. 





Ss are 

icive 

gul- - . . . 

very | Q. And the Office Buildings Policy helps, too? 
ation | 

lally | A. Yes sir! These new package concepts were long 
e 50 | overdue — and now that they are here we can 


ens use them to the benefit of a large number 


e to | of our insureds. 





INA field service is impressive. You have a staff 
of young men, and | know something of your 
training program that brings knowledgeable, 


aggressive guys to your Service Offices to help agents. 


As a leading real estate and mortgage loan firm, 

we find the Homeowners Policy a perfect adjunct 

to our service. We pioneered the Homeowners when 
it first reached Colorado six or seven years ago. 





Q. Could you expand on these opinions? 


A.I'd be glad to. Why not ask agents who 
want more information to write me, Bill Kersten, 
CPCU, Vice President, Van Schaack & Company, 
1706 Welton, Denver 2, Colorado. 
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® Auto Bodily Injury 
© Property Damage 
® Comprehensive 

®@ Collision 


© Financial Responsibility 
Filings 

® General Liability 

® Fire & Extended Coverage 


PREMIUM FINANCING 


if it's hard to place . . . write, wire or call 


Kurt HITKE & COMPANY. INC. 


175 W. Jackson Bivd., Chicago 4, Ill. 
1776 Peachtree St., N.E., Atlanta, Ga. 








430 N. Fifth Street, Springfield, Ill. 
1090 N.E. 79th St., Miami 38, Fla. 























PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 

%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 








NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS « « « « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
e « e e LARGE SINGLE RISK CAPACITY « « « « 

















HIDEUTY GENERAL 


RAndelph 64060 





A STOCK COMPANY Chicage 6, Minois 





INSURANCE COMPANY 


222 West Adams Street 


A testimonial 
banquet for Di- 
rector Joseph S. 
Gerber of Illinois 
at the Ambassador 
West Hotel, Chi- 
cago, last week 
was attended by 
approximately 500 
persons. In his five 
years in office, Mr. 
Gerber has become 
a national figure 
in the insurance 
scene; at the same 
time he is one of 
the most popular 
commissioners in 
the country. 

Seymour B. Or- 
ner, president La- 
Salle Casualty, and 
Lawrence A. Ber- 
man of the Chica- 
go law firm of 
Berman & Wood- 
ruff and former 
deputy to Mr. Ger- 
ber, were co-chair- 
men of the affair. 
Pictured at the 
banquet are: 

Top — Messrs. 
Berman, Gerber 
and Orner. 

Center—Mr. and 
Mrs. Gerber and 
Mrs. and Mr. Ber- 
man. 

Bottom—Philip 
W. McDonald, as- 
sistant director; 
Mr. Orner; Vestal 
Lemmon, manager 
National Assn. of 
Independent In- 
surers, and George 
Connors of LaSalle 
Casualty. 
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Conn. General, Aetna Ins. Co. In ‘Affiliation’ 


(CONTINUED FROM PAGE 1) 

$11.4 billion. Insurance sold last year 
was $1.6 billion, capital and surplus 
was $157 million, assets were $2,232,- 
000,000 and net reserve stood at $1,- 
564,000,000. Total premium income was 
$340 million. 

Aetna Fire showed assets of $314.3 
million, policyholders’ surplus of $99.9 
million, $168.7 in direct written pre- 
miums, and a combined loss and ex- 
pense ratio of 98.8%, representing a 
considerable improvement over pre- 
vious years. The combined ratio 
produced an underwriting profit of 
$317,000. The gain for the year, in- 
cluding investment income, was $8,- 
371,000. Connecticut General had a net 
gain after taxes and dividends to 
policyholders of $14.6 million. 





THACHER GIVES VIEWS 


NEW YORK—Asked for comment 
on the proposed acquisition of Aetna 
Ins. Co., by Connecticut General Life, 
Superintendent Thacher of New York 
indicated that the department will 
study the proposal and then decide 
what action, if any, should be taken. 

While Mr. Thacher would not say 
more than that about the specific pro- 
posal, he has indicated in statements 
since the department lost its fight to 
block Connecticut General from buying 
a fire-casualty company that he be- 





lieves there are other grounds than 





those in Connecticut General’s suit on | 


which a life company could be barred 
from New York for buying a fire- 
casualty insurer. 

For example, at the recent hearings 
held by the New York legislative com- 
mittee on insurance rates and regula- 


tion, there was discussion of the ad- | 


visability of amending the New York 
law to permit domestic companies to 
do what the Connecticut General 





Lin-Burn, inc. 





Representing Lloyds, 
London and other 
Fine Carriers. 


ONE Specialty ... 
MALPRACTICE for 
Hospitals, Nursing Homes 
and Associations of 

Doctors and Dentists . . . 
Contact Ralph Williams, Vice Pres. 


Lin-Burn, Ine. 
141 W. Jackson Blvd., Chicago 4, Ill. 








WEbster 9-3267 TWX CG 589 
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decision now permits out-of-state com- 
panies to do. Mr. Thacher emphasized 
the problem created by the lack of 
legislative standards as to what con- 
stitutes doing a prohibited class of 
business through a_ subsidiary and 
what doesn’t. 

Said Mr. Thacher to the legislative 
committee: “The only suggestion of 
standards offered by the court to this 
department is in the court’s opinion, 
reading in pertinent part, ‘if the time 
comes that appellant, through the guise 
of a subsidiary, actually engages in 
that business, that will be time enough 
to refuse to renew appellant’s license.’ 


Would Impose Serious Problem 


“Such a standard would impose a 
serious administrative problem on the 
insurance department—a burden that 
would be alleviated by more meaning- 
ful standards. Without them, there is 
real danger of erosion of the New York 
concept that a life insurer should not 
be permitted directly or indirectly to 
do business which is not related to the 
business of insurance on human lives.” 

Mr. Thacher suggested to the com- 
mittee that the legislature should first 
consider public policy “with respect to 
the scope of permissible distraction 
from the essential business of life in- 
surance that can be permitted in the 
case of a domestic insurer” and that 
when that is done it should be a 
simpler a task to delineate the reach 
of New York’s requirement that out- 
of-state insurers must comply sub- 
stantially with insurance law require- 
ments applicable to domestic insurers. 

Last June, shortly after the final 
decision in the Connecticut General 
case, Mr. Thacher said at a meeting of 
the National Assn. of Attorneys Gen- 
eral that the court of appeals ruling 
did not cover such matters as the 
possible anti-trust impact of the ac- 
quisition of one insurer by another. 
He laid down no general rules but said 
each acquisition would be viewed on 
the basis of the facts involved. 


Criticizes Bureau 
Manual Program 


(CONTINUED FROM PAGE 1) 
to their general manager to attend an 
NAII board meeting, which was ac- 
cepted, and then, recently, by means 
of a conference between the staffs and 
a small committee from each organ- 
ization. 

NAII’s general position on the basic 
questions involved, Mr. Gentry ex- 
plained, begins with unequivocal op- 
position to anyone in the business— 
bureau, company or  individual—to 
assert a property right in any so-called 
“work product,” whether in the form 
of rates, rules, classifications, coverages 
or supporting data. Any information 
or material developed by anyone, in- 
cluding NAII, and filed with the state 
regulatory authorities, is and should 
be a part of the public domain—and 
therefore available for all to see, copy 
and use without restriction. 

“We believe” he added “that one of 
the biggest factors underlying the tre- 
mendous growth and progress that has 
occurred in the casualty insurance 
business in the post-SEUA era has 
been the relatively uninhibited flow 
of ideas, information, concepts and 
material back and forth among the 
independents and between the inde- 
pendents and the bureaus. That healthy 
climate is now jeopardized by the ac- 
tion of the National Bureau.” 

Mr. Gentry commented that if the 
National Bureau can enforce a copy- 
right in any or all of its filed material, 
then other bureaus as well as individ- 
ual companies in the fire and casualty 
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field are likewise entitled to enforce 
a copyright in the material they file, 
and many may feel motivated to do so. 
This can create an intolerable state of 
affairs, in which the first company or 
bureau to copyright its “work pro- 
duct” can assume a monopolistic posi- 
tion and any whose subsequent filings 
overlap will be in fear of infringement 
actions or demands for royalties. The 
small and medium sized companies 
will be placed in greatest jeopardy. 

“It has been my sincere hope,” he 
said, “that our good friends in the 
National Bureau, with whom we have 


always enjoyed the most harmonious 
and constructive relationships, and 
with whom we currently work side by 
side on a host of common industry 
problems, will be constrained to re- 
consider the course which they are 
pursuing. 

“We do not suggest that companies 
which want the convenience of re- 
ceiving a manual and reprint service 
from the National Bureau or any 
organization should receive that con- 
venience without cost. It is one thing, 
though, to impose a reasonable charge 
for the accommodation of furnishing 
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copies of a manual, and quite another 
to copyright the manual and impose 
the type of assessment that has been 
made. This is contrary to the spirit of 
the rating laws and creates an un- 
satisfactory situation to which solution 
must soon be found.” 

Automobile Claims Assn., New York, 
at its dinner meeting there Nov. 21 will 
hear Solomon Bendet, principal insur- 
ance examiner in the complaint bureau 
of the insurance department, discuss 
the department’s relations to claims 
adjustments. 


“Just our symbol is new™ 


THE ST. PAUL 


INSURANCE COMPANIES 





Serving you around the world...around the clock 


We're wearing a new suit, but beneath the fabric there is no change. The things we 
have stood for remain unaltered and unchallenged. For 108 years we have been 


supplying the American public with the kind of insurance it wants... 


with the tools to sell it. 


and our agents 


We have pioneered many new forms of coverage. We have refined and improved many 
of the old. We have frequently taken the good and made it better. And we shall 
continue to do so. Because in so doing we not only better serve our customers, but 
give you—our agents—a distinct competitive edge with which to sell. 


Thus, our new group symbol is not a reflection of change in company policy; but, 
rather, more clearly defined expression of scope and purpose. They give the St. Paul 
a goal to live up to. They give the St. Paul agents a goal to live up to. And together 
we shall make them the most meaningful forms of communication in the general 
insurance business today. 


THREE GREAT COMPANIES NOW WITH ONE GROUP SYMBOL: 
THE ST. PAUL INSURANCE COMPANIES: ST. PAUL FIRE AND MARINE 
INSURANCE COMPANY « ST. PAUL MERCURY INSURANCE COMPANY 


WESTERN LIFE INSURANCE COMPANY 
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“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. You take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We're like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me... what 
about profits? 


CG: You may have an increase in 
your profits of 15% or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
... right now! 


CONNECTICUT 
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Life Insurance Company, Hartford 
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Points To Pitfalls In Unorganized 
Insurance Buying, Cites Remedies 


A surprising number of business or- 
ganizations do not have a definite plan 
for purchasing and administering in- 
surance, according to Bruce H. Suter, 
senior consultant of the insurance sec- 
tion of Ebasco Services’ management 
consulting division. In a talk at the 
annual seminar in St. Louis for buyers 
of business insurance, he noted that 
the lack of planning has deleterious 
effects. The meeting was sponsored by 
St. Louis chapter of CPCU in cooper- 
ation with Associated Industries of 
Missouri and the University College of 
Washington University. 

Mr. Suter recalled a case where a 
manufacturer had a long list of camer- 
as insured for full value in one policy, 
yet his contents were subject to a 
$25,000 deductible in another policy. 
Another company did not insure build- 
ing values under $20,000 but carried 
full coverage on damage to its autos. 


Inconsistency Cited 


Too often company policies are es- 
tablished by past practices, Mr. Suter 
noted. One $300 million industrial con- 
cern has been providing full insurance 
coverage for “doctor and home calls” 
under its group policy ever since the 
president’s son broke his arm and the 
father had to pay the full bill, yet 
daily benefits for hospitalization re- 
main at only $6. Still another company 
has been carrying broad form water 
damage because 15 years ago the water 
tank on the roof developed a small 
leak and most of the water came to 
rest on the chief executive’s desk. 
While these are only a few examples, 
they indicate inconsistencies which 
may develop in the absence of any 
over-all guiding principle in the pur- 
chasing of insurance, Mr. Suter de- 
clared. 

Although many companies have cen- 
tralized their insurance program ac- 
tivities, many others have not. A re- 
cent survey of 189 multi-unit com- 
panies revealed that 34% carried on 
insurance administration at local lev- 
els. Another survey of 65 single-unit 
companies indicated that less than 80% 
centralized their insurance function. 
A third survey of 23 companies, se- 
lected at random, indicated that only 
five handled all of their insurance 
functions through a single department, 
Mr. Suter said. 

Because corporate insurance oper- 
ations include a considerable element 
of the purchasing function, there has 
been a tendency to include insurance 
in the over-all decentralization of pur- 
chasing activities. This, plus a carry- 
over from the days of regarding insur- 
ance as a subsidiary function of some 
office or division, probably accounts 
for the degree of decentralization 
found today. 


Centralization Vital 


Mr. Suter emphasized that insurance 
purchasing must be centralized in or- 
der to realize maximum economy. In 
this connection he noted that the in- 
surance function of one of the world’s 
largest electrical manufacturers is the 
only operation in the company that 
continues as a single centralized de- 
partment. 


Administrative problems brought 
about by decentralized insurance ac- 
tivities were illustrated by the situa- 
tion which existed in a company in 
Oklahoma. In this instance, workmen’s 
compensation and employe benefit in- 
surance were administered by the per- 


sonnel department; crime insurance 
was handled by the secretary-treas- 
urer; claims were processed by the 
legal department; and the president 
handled all fire prevention work. The 
insurance manager was responsible to 
a vice-president for all remaining 
coverages, and over-all coordination of 
the program. Yet he was expected to 
report to five bosses and still do an 
effective job. 


Uncoordinated Efforts 


Mr. Suter cited the disadvantages of 
a lack of coordination by examples. A 
small South Carolina corporation and 
its subsidiary company had separate 
employe benefit programs. At Ebasco’s 
suggestion, both programs were com- 
bined and coverages broadened, with a 
$19,000 savings in premiums. A Penn- 
sylvania manufacturer, whose plants 
arranged their own insurance, main- 
tained $3 million liability limits at the 


November 17, 196] 


main plant but some of the branch 
managers carried only $500,000. In an- 
other case, one division of a company 
carried fidelity insurance on its em- 
ployes while another division carried 
none but purchased theft coverage on 
its petty cash. 

These administrative considerations 
and examples show that responsible 
and economical insurance program- 
ming requires a qualified professional 
buyer who has a complete set of rec- 
ords and is given the freedom of oper- 
ations that his responsibilities justify, 
The most efficiently managed and 
economical insurance program thus 
contemplates centralized control, ad- 
ministration on a corporate-wide basis 
and a uniform insurance philosophy 
determined by top management, Mr. 
Suter explained. 

For some reason, conferences and 
inspections are not fully utilized by 

(CONTINUED ON PAGE 50) 





Have Control Over Commissions, 


McConnell Tells Cal. Agents 


LOS ANGELES—The theory that 
he has no authority over commis- 
sions is a falsehood, California Com- 
missioner McConnell told the annual 
meeting of California Assn. of Insur- 
ance Agents here. 

As reported in last week’s issue of 
THE NATIONAL UNDERWRITER, Harry 
R. Schroeter Jr., Oakland, was elected 
president and state national director; 
C. H. Reifenrath, Redwood City, was 
appointed president, and Lyle Huggins, 
Long Beach, secretary-treasurer. 

Mr. McConnell said that under the 
McBride-Grunsky rate regulatory act, 
the commissioner has jurisdiction over 
the gross rate and if that rate con- 
tains the element of commission to 
agent and broker, correspondingly he 
has regulatory authority over that 
commission. 

A second point made by the com- 
missioner was that at the present time 
the California department is of the 
opinion that the new experience and 
schedule rating plan of National Bu- 
reau is unlawful in California. He 
said, however, that he is interested in 
giving the plan additional study. 


Register Opposition 


Organized agents in the state have 
registered opposition to the plan part- 
ly on the grounds that it would per- 
mit employes of large organizations, 
chain stores, etc., to use their private 
automobiles in the business, to be re- 
imbursed by their employers, and to 
have their automobiles insured under 
the employer’s master policy. This, the 
agents contend, would mean the loss 
of a large volume of individual auto- 
mobile insurance business now served 
by them—and with the bulk of this 
business going to the larger broker- 
age companies specializing in the larg- 
er commercial risks. 

Commissioner McConnell also at- 
tacked what he termed a trend toward 
socialism in the insurance business by, 
generally, the government. He said the 
good name of insurance is. being 
“stolen” by the federal government’s 
Health, Welfare & Education Depart- 
ment—which apparently, he said, has 
as its objective the destruction of in- 
surance as a private enterprise. He 
said it was time the insurance industry 


became active in stemming this tide. 

H. H. Hendren, Sacramento, was 
presented with the Ramsden memorial 
award “for meritorious service to in- 
surance in California” at the banquet. 
The award was created in 1959 by 
the Oakland association to _ be 
awarded to an individual either in or 
outside of the insurance industry. 

Mr. Hendren was president of CAIA 
in 1941 and has long been active in 
association work as_ chairman of 
CAIA’s legislative committee. He has 
been instrumental in developing the 
“key man” program upon which the 
agents association’s political and leg- 
islative activity is based. So effective 
has this grass-roots program become 
that in 1961 a separate “key man” 
committee was established to work 
in cooperation with the association’s 
legislative unit. 

Mr. Schroeter’s father, the late Har- 
ry R. Schroeter Sr., was president 
of CAIA in 1927 and three of the 
new president’s current business part- 
ners also are past presidents of the 
association. They are Elmer White 
(1938), Neal Harris (1944) and George 
O. Johnson (1953). In addition, two 
early CAIA presidents—I. H. Clay 
(1908-1910) and L. S. Hotchkiss 
(1918)—came from the _ Schroeter, 
White & Johnson agency. 

Mr. Schroeter has been in the ag- 
ency business since 1946. He is past 
president of Oakland Assn. of Insur- 
ance Agents and has been chairman 
of two CAIA committees—the fire and 
allied lines and finance groups. He 
was named _ §secretary-treasurer in 
1959 and moved up to vice-president 
at last year’s convention in San Fran- 

Vice-president Reifenrath has been 
a partner in the Boring-Werder-Reif- 
enrath-Greenwold-Vreeburg agency 
since 1952. He has been secretary- 
treasurer of the Redwood City asso- 
ciation since 1954 and has served on 
CAIA’s board since 1957. 


Mr. Huggins is a past president of 
the Long Beach association and has 
been on CAIA’s board since 1958. 

As president last year, Mr. Schroe- 
ter headed the California association’s 
most successful fund raising effort in 
the five year history of the Big I 
advertising campaign. 
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Some of the criticism leveled at the 
New York workmen’s compensation 
system is doubtless deserved; some of 
it is constructive; much of it is fanciful. 
A close examination will reveal that 
some of the criticism is misguided and 
uninformed, Benedict T. Mangano, 
Albany attorney, stated in an article 
prepared for the New York State Bar 
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Eyes WC And The Litigation Bogey; 
Puts Rehabilitation In Perspective 


Journal. 

Mr. Mangano said that a New York 
University “study team,” while speci- 
fically disavowing any mandate to 
make recommendations concerning the 
problem of controverted cases, never- 
theless, went out of its way to conclude 
“that the main purpose of much litiga- 
tion is to secure the bargaining ad- 


vantages inherent in the delays and 
controversies over causal relationship 
and in litigation.” The report asserts 
that these considerations result in 
severe economic pressure upon claim- 
ants, and underlie many settlements,” 
thus evincing a total lack of under- 
standing of the nature of the litigation 
and the legal basis of settlements. One 
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may be pardoned for expressing the 
wish that the study team had stayed 


within its mandate, Mr. Mangano ob- 


served. 
Disputes Doctor’s View 
He recalled that a noted physician 


in a recent column in the New York — 


Times concluded that there is a con- 
flict between the monetary aspects 
and medical and rehabilitation aspects 
of workmen’s compensation, stating; 


“This conflict can be resolved only | 


through making the provision of med- 
ical care and rehabilitation the primary 
aim of compensation, in accordance 
with the need of each claimant and 
irrespective of the effect such care 
may have upon the monetary settle- 
ment of the claim.” 

Dr. Alexander P. Aitkin, professor 
of orthopedic surgery, Tufts University 


School of Medicine, has been equally — 
outspoken. He has said that it is axi- 


omatic that rehabilitation is not com- 


patible with litigation and that both ™ 
cannot flourish under the same com- ¥ 


pensation system. 


Throughout these comments there 


is an implied assumption that the only 


thing that stands between a claimant” 
and rehabilitation is litigation. This” 
attitude toward the administration of 7 


WC is of special significance to the 
bar in view of the widespread interest 
in proposals to substitute a WC type 
system for the processing of automo- 


bile negligence claims, Mr. Mangano © 


said. 
Clarifies Litigation 

But litigation is not by any means 
the devil it is so often made out to be, 


he continued. Much litigation occurs 
long after the need of treatment or 


rehabilitation has terminated, even ~ 
years after. It may involve a claim 


of continuing disability. Not infre- 


quently it may involve testimony to ~ 


prove work activities in the face of 
persistent denials of employment. It 
may involve issues of rate, earnings or 
liability of the special funds. 

The undeniable fact is that where 
the litigation is between the claimant 
and insurer most, if not all of it, in- 
volves nothing more nor less than a 
claim for monetary benefits. The per- 
centage of cases controverted on the 
issue of compensability in the first 


instance is relatively small. It is wholly © 


unwarranted to suppose that injured 
workmen are languishing helplessly 
awaiting “rehabilitation” while their 
claims for benefits are being “litigated.” 


Some Aspects Over-Emphasized 


It may be that some aspects of the 
litigation process have in the past been 
over-emphasized. This is now being 
corrected by changes in organization 
and procedure calculated to avoid un- 
necessary hearings, Mr. Mangano re- 
ported. 

Reduction and elimination of un- 
necessary hearings is something quite 
different from abolishing litigation, he 
observed. “So when we hear complaints 
from the ‘social scientists’ about the 
system being too litigious, we had 
better take a long look at the other 
side of the coin. When we do, we 
shall find that there is more than a 
casual flirtation with what they choose 
to call the ‘clinical’ system, under 
which rehabilitation will be the pri- 
mary goal, with the sordid monetary 
aspects subordinated.” 

Objections which have been leveled 
at the proposed implementation of 
some current thinking on rehabilita- 
tion have been based upon the con- 
stitutional grounds of due process and 
the right to cross examination. These 

(CONTINUED ON PAGE 55) 
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Tells Buyers They Need Ingenuity, 
Thought, Care To Handle Risk Problems 


Handling insurance for a corpora- 
tion, whether as risk manager, insur- 
ance manager or part-time buyer, re- 
quires ingenuity, thought and constant 
reivew of the corporation’s operations 
and of the coverage provided, “with a 
dash of dreaming thrown in.” This was 
the view expressed by Ernest L. 
Clark, president Corporate Advisors, 
New York, at the fall insurance con- 
ference of American Management Assn. 

The buyer should frequently study 
changes in hazards, insurance markets 
and in the corporation’s financial posi- 
tion to be sure the insurance program 
takes advantage of new coverages and 
amendments, Mr. Clark said. Too often 
a program is decided upon, accepted 
and then regularly renewed without 
reviewing the possibility that it needs 
changing. 


Some Principal Problems 


Mr. Clark discussed some of the 
principal problems giving rise to the 
need for study and up-dating of insur- 
ance plans and most often overlooked. 

The decision whether to insure re- 
placement values of buildings and 
machinery, for instance, is one which 
the risk manager usually makes, based 
on his estimates of whether advantages 
offset the cost of carrying this insur- 
ance. There is no doubt that such 
coverage simplifies the adjustment of a 
loss, Mr. Clark said. The amount an 
insurer wants to deduct for deprecia- 
tion has caused great trouble and disa- 
greement in settling losses. 

As far as state institutions, school 
buildings and similar properties are 
concerned, replacement value is im- 
portant, he stressed. If there is a loss, 
the building must be replaced. These 
institutions rarely have funds avail- 
able to pay for a new building, the cost 
of which is invariably greater than the 
sound or depreciated value of the 
building it is replacing. Insurance is 
the best source of funds to cover this 
need. 


Must Weigh Risk Assumption 


In the case of commercial properties, 
the insuring difference between de- 
preciated value and replacement cost 
is as important as the sound value, 
Mr. Clark pointed out. To insure only 
sound value is a form of assumption of 
risk which must be weighed with the 
consideration of whether a part of the 
corporation’s program should involve 
self-insurance and, if so, how much. 
A corporation with many locations and 
plenty of liquid funds may readily de- 


cide to carry only sound value insur- 
ance. But when a corporation’s liquid- 
ity is depleted by business conditions, 
expansion or other situations, then 
replacement insurance is the answer, 
Mr. Clark opined. 

Today’s market offers possibilities of 
buying insurance with a deductible or 
franchise for almost any form of fire 
coverage. Even the small or medium- 
sized business can afford to self-insure 
or self-assume some part of its risk. 
The range of deductibles offered 
changes quite often, and Mr. Clark 
advises buyers to find out what is 
available for each kind of risk and 
how much saving it will effect in the 
immediate market. 


To Appraise Or Not Appraise 


A common subject among risk man- 
agers, he said, is the source of values 
used for building and machinery in- 
surance. Often a buyer will say he is 
not interested in having appraisals 
made of his buildings or machinery 
because he has blanket coverage with- 
out coinsurance adequate to meet the 
biggest single loss that can be sus- 
tained. 

However, Mr. Clark warned that 
when it comes to settling a loss, it is 
important that records be available 
that will fix the exact details and 
values of buildings and machinery be- 
fore the loss. The appraising may be 
done by the corporation’s own engi- 
neers, an independent contractor, one 
of the standard appraisal companies, 
or the appraisal department of an in- 
surance company. This is one angle 
many buyers overlook until they are 
unfortunate enough to have a loss and 
find the insurer insists on the claims 
being substantiated with facts and 
figures, Mr. Clark observed 


Should Reflect Changes In Plant 


The record kept should reflect 
changes in plant, which usually occur 
frequently, he said. Some buyers de- 
pend on appraisals made 10 or 12 years 

Mr. Clark described use and occu- 
pancy insurance as a line requiring 
constant study and a great deal of 
imagination. The whole operation of a 
plant, from raw materials to finished 
product, must be carefully considered 
to make sure the possibilitites of U&O 
loss are fully covered under various 
policies. 

Some of the questions a buyer must 
consider are: Are raw materials read- 
ily available from more than one sup- 

(CONTINUED ON PAGE 52) 
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YOU DON'T HAVE TO BE A GROUP EXPERT 
TO SELL THIS MAJOR INA “FRINGE BENEFIT” 


Ten employees, or ten thousand— voluntary contract is easy to sell 


Since the Insurance Company of North America’s 
OK Accident Policy was announced recently, 
agents and brokers have sold it with ease to 
organizations of all kinds and sizes. 


The reasons for the success of this unique 
accidental death and dismemberment group con- 
tract are simple: 


1. Management wants it. This new contract is so 
ideally suited to the requirements of so many 
concerns that it meets zero sales resistance. 


2. It costs management nothing yet it gives man- 
agement a big chance to help their employees, 
after machinery is geared to make a payroll 
deduction. The employee assumes the full cost, 
pays all premiums. 


3. ‘‘Voluntary” is the key word. In companies 
which have adopted it, an average of 60% of 
those to whom it was offered have signed up. 


4. It is flexible. The OK Policy can be written for 
groups as small as ten, as big as 20,000 or 
more. Its coverage limits span the spectrum 
from $5000 to $100,000. 


The market starts with firms which employ ten 
or more people, also includes federal, state and 
local government agencies, plus many associa- 
tions and educational institutions. 


Participating companies have found interest at 
all levels of their organizations, not only among 
those with hazardous jobs. As one executive 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America 
Life Insurance Company of North America 
World Headquarters: Philadelphia 


commented, ‘‘Stenographers trip over open file 
drawers, too, we’ve found.”’ 


The OK Policy has all of the advantages of 
group accident and sickness contracts with none 
of the limitations. Outstanding features are: non- 
underwriting of individuals, no participation re- 
quirements and the simplicity of the contract itself. 


Best of all, the OK Policy is a prime income 
producer for the agent or broker who sells it. 


The professional A & S man in your nearest 
INA Service Office is the best source of further 
information on the OK Policy. He can also describe 
INA’s facilities for Business Travel and Salary 
Continuance. Or, send the coupon direct to INA. 
Either way, don’t wait to claim your share of this 
promising new market. 


For the best in A & S—INA. 


INA, Dept. N11 
World Headquarters, 1600 Arch St., Philadelphia 1, Pa. 


Gentlemen: | have commercial accounts and pros- 
pects who would be interested in INA’s OK Accident 
Policy. Please send me full details. 


Name - : — — 


Firm 


Address 


City Zone State 
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Gallagher Suggests Agents Agree On 
Fundamentals In A ‘Bill Of Rights’ 


There may be reason for agents to 
consider drawing up a “bill of rights,” 
because apparently some of their in- 
herent rights are being disregarded in 
the present conduct of the insurance 
business, Eugene F. Gallagher, man- 
ager Chicago Board of Underwriters, 
suggested in his talk at the annual 
meeting of Kentucky Assn. of Insur- 
ance Agents at Louisville. 

Some of the fundamental points on 


which agents might agree, he said, 
would include: 

1. An understanding with companies 
that they would exercise judgment 
in the appointment of agents. The 
business, Mr. Gallagher declared, is 
replete with cases of individuals who 
are entirely unqualified, without know- 
ledge of the business, appointed by 
companies in certain areas only even- 
tually to cause so much trouble that 


the company must cancel them with 
all of the expense which has been in- 
curred in their appointment and hand- 
ling their business. The agents’ chief 
concern is not only that it constitutes 
an unwarranted expense against the 
business as a whole but that the ap- 
pointment of every unqualified and 
incompetent agent reflects adversely 
upon the entire agency system. 

2. Agents have a right to expect the 
company they represent to be in the 
insurance business. That is to say, the 
company’s object should be to write 
insurance in such a way that it pro- 





N 
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SELL MOTELS FIRST WITH THE POLICY THAT GIVES MORE FOR LESS! 


Phoenix of Hartford is one of the first again — with an all-in-one Motel Package Policy that gives you first 
crack at the profitable motel market — and gives your prospects more coverage at less cost. You sell new ease 
of payment with the Phoenix Monthly Premium Plan. You sell the very latest policy to motel owners first. See 
how it almost sells itself - ask your Phoenix of Hartford Fieldman or write for your Motel Package Kit today. 


For information about representing a Phoenix of Hartford Company, write J. D. Taylor, President. 


oenix of Hartford 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
THE PHOENIX INSURANCE CO. @ THE CONNECTICUT FIRE INSURANCE CO. © EQUITABLE FIRE AND MARINE INSURANCE CO, 


The PROFIT IDEAS come first from Wy Dh 


Get the PROFIT IDEA from your Phoenix of Hartford Fieldman.. . 





NEW 
MOTEL 
PACKAGE 
POLICY 
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duces a reasonable and acceptable 
underwriting profit and not to disturb 
the market simply to obtain premiums 
to place in the investment portfolio, 

3. Agents have a right to insist that 
companies discuss commissions on the 
basis of private contract and have a 
right to resent a mere mimeographed 
notice that commissions on certain 
lines are being cut as of a certain date, 
Mr. Gallagher observed that agents 
on the whole are reasonable, “and these 
commission cuts, if explained properly, 
may be quite acceptable, but just to 
put them out without any discussion 
or consideration is not palatable.” 

4. Agents have a right to expect 
their companies to support the Ameri- 
can agency system. “That sounds el- 
ementary,” he remarked, “and yet 
sometimes one gains the impression 
that the company’s position is, We 
support the American agency system 
as long as it doesn’t cost us any op- 
portunity to get business,” 

5. “We believe we have a right to 
have a better degree of communication 
than now exists. Perhaps the answer 
is to have conferences at other than 
the summit level—with people who ac- 
tually know the agency business and 
who are aware of his day by day pro- 
blems.” 

6. Agents have a right to expect an 
understanding attitude on _ under- 
writing—an effort on the part of the 
company to find a way to write an 
offering rather than an arbitrary de- 
clination without any sound reason 
being offered. 

Obligations Are Imposed 


As with all rights, Mr. Gallagher 
said, certain obligations are imposed. 
The company has every right to look 
to the agent to produce a quantity of 
quality business—to do some under- 
writing at the source and not to ex- 
pect the company to accept lines which 
the agent himself feels should not be 
written. The company has a right to 
expect the agent to be qualified—to 
learn coverages available and to serve 
the public in such a manner as to re- 
flect credit on the business. 

“T think further that companies have 
a right to expect the agents to be co- 
operative in an effort to solve some of 
the serious problems which confront 
the business as a whole,” he added. 
“TI believe that most agents are reason- 
able in such matters and if they are 
shown that the ultimate good of the 
business will be accomplished only by 
some temporary sacrifice on their part, 
they would be willing to see that these 
sacrifices are made.” 

The many changes which insurance 

(CONTINUED ON PAGE 32) 


Carolina CPCUs Elect 


Mrs. Hilda H. Tucker of Durham 
Realty & Insurance Agency was elec- 
ted president of 
the Carolinas’ 
CPCU chapter at 
its annual in Ral- 
eigh. Mrs. Tucker 
is a former presi- 
dent of the Dur- 
ham Exchange. 
Other CPCU of- 
ficers are Frank 
J. Schwentker of 
of the school of 
business adminis- 
tration University 
of North Carolina, 
vice-president; A.H.A. Williams III, 
manager insurance department of Col- 
lier Cobb & Associates, Chapel Hill, 
secretary-treasurer. Directors are Ray 
Galloway of Raleigh, Fred Carleton of 
Columbia, S.C., and Robert H. King 
of Raleigh. 








Hilda Tucker 

















November 17, 1961 


FieNATIONAL UNDERWRITER 








WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning .. . 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire - Inland Marine - Ocean Marine 
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AGGRESSIVE! 


GF&C is people . . . who are aggressive in 
the best sense of the word . . . who are energetic 
in searching out better ways to serve you and your 
clients ... who give individual and personal atten- 
tion to your requirements. If you’ve tried every- 
thing else, why not try people? —our people! 

People in general 


do better with 
people in General! 


GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 


Home office: 1790 Broadway, New York 19, N. Y. 





Philadelphia Newark Chicago 
Pittsburgh Minneapolis Lexington, Ky. 
Jacksonville, Fla. Coral Gables, Fla. Ruston, La. 
/ 
3 ndependrnt 
Insurance /aGENT 


Insurance written through agents and brokers only 


“S80vEs/ TOU Pres 
em 
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Sales Jobs Must Have Management 


The “New Potentials in Salesman- 
ship” result from the management 
factors that have been added to the 
salesman’s job, according to Eugene 
B. Mapel, vice-president marketing, 
Chase Manhattan Bank. Capturing 


| these potentials—changing them from 


latent opportunities into authentic ac- 
complishments—will depend on the 


| ability of individual salesmen to use 


| ness. 


the management content in their jobs 
with precision, skill and resourceful- 
Another vital factor is the ca- 


| pacity of managements to give sales- 


| men easy access “0 


the rescurces they 


| must utilize to sell in today’s markets. 


Mr. Mapel, who spoke at the Boston 
Conference on Distribution, sponsored 
by universities in Massachusetts, said 
that selling practices inevitably res- 
pond to changes in markets, or that 
“they’d better respond.” Businesses 
which grow and prosper are the ones 
which first detect market changes and 
suitably shape their selling practices. 


Defines Features 


There is a management content in 
today’s sales jobs because it is neces- 
sary for survival. Today’s salesmen 
must use knowledge, information and 
resources beyond mere persuasion in 
order to consummate a profitable sales. 
There are, and there will continue to 
be many sales jobs with no manage- 
ment content but they are declining in 
relative importance, Mr. Mapel main- 
tained. 

© used as an example, the field of 
industrial equipment, where it isn’t 
enough for a salesman to be able to 


‘Slant, Especially For Young Men 


evaluate for this prospect the relative 
merits of buying, leasing or borrowing 
money to buy the product. There are 
probably more machine tools sold to- 
day by salesmen utilizing depreciation 
information and financing techniques 
than could be sold on the basic of cut- 
ting speeds, feed time, and output. 


What Purists Might Maintain 


The purist might say that these 
things are not management. They 
point out that management is the art 
of getting work done through others, 
and, therefore, the individual salesman 
who has no subordinates cannot have 
any managerial content in his job. If 
the purists want to restrict the use of 
the word to getting work done through 
organization subordinates, they may. 
But, today’s sales jobs do have an in- 
creasing management content because 
of the very fact that management is 
getting work done through the effort 
of others. The salesman must decide 
which of the business’s resources can 
be profitably applied to making a sale. 

Today’s prospects do not limit them- 
selves to evaluating a product’s de- 
monstrable, functional benefits. The 
prospect’s engineers will evaluate its 
life expectancy. His accountants will 
evaluate various financing alternatives. 
His production experts will consider 
the problems of integrating the in- 
dividual item into a total production 
system. His marketing or purchasing 
staff will undoubtedly want to know 
what reciprocity is involved. To meet 

(CONTINUED ON PAGE 56) 





PACIFIC 
EMPLOYERS 
GROUP 


OF INSURANCE COMPANIES 
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PACIFIC EMPLOYERS + MERITPLAN 
ALLIED + — CALIFORNIA UNION 
CALIFORNIA FOOD INDUSTRY 








...a source of 
SAVINGS 


Because foot injuries are among 
major causes of costly industrial 
accidents, our safety engineers 
concentrate on methods of preventing 
them. Protective shoes, loading 
techniques and machine safeguards 
are among many details given 
intimate attention to keep employees 
healthy and working. 


PRECISION SAFETY 
ENGINEERING 
PAYS DIVIDENDS 


Increased production and lowered net 
costs of insurance are among results. 
It’s a reason Pacific Employers Work- 
men’s Compensation policyholders 
have received more than $29,000,000 
in dividends! 
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Hospital Malpractice Is BIG Business! 


Leo B. Menner & Company offer outstanding 
Malpractice and General Liability Coverages. 


Today’s alert producers are “cashing in” on the sales oppor- 
tunities inherent in one of America’s biggest and fastest 
growing businesses — Hospitals, Nursing and Convalescent 
Homes. They spend over $15 billion annually, employ 1,- 
so people and have nearly 2 million beds available. There 
is a serious need for Malpractice and General Liability cov- 
erages with high limits due to catastrophe possibilities. We 
can provide complete coverage. 


Institutional operators will tell you that mounting costs 
are a constant challenge and that annual reviews of insurance 
portfolios are open to competitive quotations. With premiums 
ranging as high as $50,000, careful analysis, knowledgeable 
underwriting, as well as a long term financially stable market, 
are an absolute “must.” 


Leo B. Menner & Company are acknowledged specialists 
in the Malpractice field and can give immediate competitive 
quotations. 


Next time you have a new or renewal problem in the 
Malpractice or large lines field, contact Leo B. Menner & 
Company first! 


| We would like to give a quotation to , eta 
| Hospital/Nursing Home, Convalescent Home Practitioner 


| Name of Agency___>_-__— ; =— = 


| je , “ 


{ 
| 
| 
Please forward information to: | 
| 
| 
| 


We serve agents, brokers 
and insurance companies. 





REINSURANCE +1 EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, ie 


LEO B. MENNER IN KENTUCKY, INC. 
BOARD OF TRADE BUILDING | 141 WEST JACKSON BOULEVARD + CHICAGO 4 
PHONE * WEBSTER 9-7565 
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~ ROVAL-GLOBE'S 

APARTMENT HOUSE POLICY | 
PLUS BOILER & MACHINERY, 
WITH SAVINGS UP TO 20% 


Royal-Globe pioneered this new dimension 
in packaged coverage, FEATURING the 
boiler & machinery EXTRA, designed and 
introduced by Royal-Globe, tailored for 
apartment house owners and motels, and | 
subject to the same competitive rate reduc- | 
tions (up to 20%) as the rest of the policy. | 


ng 





Call your Royal-Globe fieldman for infor- 
mation about the BIG PLUS policy, now 
available in many states. 
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GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 


INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. | 


Conventions 


Dec. 4-8, National Assn. of Insurance Commis- | 


sioners, winter meeting, Adolphus Hotel, 
Dallas. 


annual, New York City. 


1962 


Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Hotel, Grand 
Bahama Island. 

Feb. 8-9, Conference of Mutual Casualty Com- 
panies, fire & inland marine, Conrad Hilton 
Hotel, Chicago. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 14-16, Michigan agents, annual, Sheraton- 
Cadillac Hotel, Detroit. 

March 22-23, Conference of Mutual Casualty 
Companies, underwriting, Conrad Hilton 
Hotel, Chicago. 


March 27-30, Pacific Insurance & Surety Con- | | 
ference, annual, El Mirador Hotel, Palm | /% 


Springs, Cal. 


April 8-10, Wisconsin agents, annual, Schroe- | 


der Hotel, Milwaukee. 

April 9-10, Ohio mutual agents, annual, Bilt- 
more Hotel, Dayton. 

April 11-13, Southern Claims Conference, an- 
nual, Sheraton-Charles Hotel, New Orleans. 

April 19-20, Missouri mutual agents, annual, 
Governor Hotel, Jefferson City. 

April 30-May 1, New York mutual agents, an- 
nual, Hotel Syracuse, Syracuse. 


May 3-4, Conference of Mutual Casualty Com- | 


panies, claims, Conrad Hilton Hotel, Chicago. 


May 3-5, Tri-State mutual agents of Pennsyl- | 
vania, Maryland & Delaware, annual, Du- | 


Pont Hotel, Wilmington, Delaware. 

May 6-8, Alabama agents, annual, Admiral 
Semmes Hotel, Mobile. 

May 6-8, Iowa agents, annual, Hanford Hotel, 
Mason City. 

May 7-9, Health Insurance Assn., annual, Den- 
ver Hilton Hotel, Denver. 


May 7-11, National Assn. of Independent Ad- 


justers, annual, Fontainebleau Hotel, Miami 
Beach. 

May 8, Assn. of Casualty & Surety Companies, 
New York City. 

May 13-16, New York agents, annual, Concord 
Hotel, Kiamesha Lake. 

May 17-18, Arkansas agents, Arlington Hotel, 
Hot Springs. 

May 17-19, Mutual agents of Virginia & D.C., 
annual, Thomas Jefferson Inn, Charlottesville, 

a. 

May 21, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 21-23, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 21-25, National Fire Protection Assn., 
Society of Fire Protection Engineers, and 


Fire Marshals Assn. of North America, an- | 


nuals, Sheraton Hotel, Philadelphia. 


| May 24, National Board of Fire Underwriters, 


annual, Commodore Hotel, New York. 


| May 27-39, American Assn, of Managing Gen- 


eral Agents, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

May 30-June 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 


| June 3-6, Insurance Accounting & Statistical 


Assn.. annual, Royal York Hotel, Toronto, 
Canada. 


| Dec. 27-29, American Risk & Insurance Assn., 











June 5-8, New Hampshire agents, annual, Mt. | 


View House, Whitefield. 


June 14-16, Mississippi agents, annual, Edge- 


water Gulf Hotel, Edgewater Park. 


June 17-20, Conference of Mutual Casualty 


Companies, management, Jackson Lake 
Lodge, Jackson Hole, Wyoming. 


| June 18-22, National Assn. of Insurance Com- 


missioners, annual, Queen Elizabeth Hotel, 
Montreal. 

June 20-22, Georgia agents, annual, Corsair 
Motel, Jekyll Island, Ga. 

June 20-24, National Assn. of Public Insurance 
Adjusters, annual, French Lick-Sheraton Ho- 
tel, French Lick, Ind. 

June 21-22, Wisconsin mutual agents, annual, 
Alpine Hotel, Egg Harbor. 

June 24-27, Insurance Advertising Conference, 


annual, The Lido Hotel, Long Beach, Long 
Island, New York. 


June 24-27, International Assn. of Health Un- | 
derwriters annual, Fontainebleau Hotel, | 


Miami Beach. 


June 25-28, Virginia agents, annual, Cavalier 
Hotel, Virginia Beach. 


July 12-14, International Assn. of Insurance 


Counsel, annual, Greenbrier Hotel, White | 


Sulphur Springs, W. Va. 

July 29-Aug. 4, NACCA Bar Assn., annual, 
Denver Hilton Hotel, Denver. 

July 31-Aug. 3, Federation of Insurance Coun- 
a annual, Hotel Vancouver, Vancouver, 
nh ll 


Aug. 19-22, West Virginia agents, annual, 
Greenbrier Hotel, White Sulphur Springs. 
Sept. 9-12, Pennsylvania agents, annual, Pocono 
Manor Inn, Mount Pocono. 

Sopt. 10-12, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 12-13, Utah agents, annual, Newhouse 
Hotel, Salt Lake City. 

Sept. 13-14, Conference of Mutual Casualty 
Companies, sales & agency, Conrad Hilton 
Hotel, Chicago. 
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He has enormous influence 


on a great many people. As | 
a matter of fact, he can make 
or break our reputation with | 
an agent or a policyholder. 
He’s our claims adjuster... 
a key man. 

People expect his services to 
be fast, friendly and above 


all, fair. And they 

can always count "= 
on that kind of ron I sc 
performance pone | mag 
from the hag 
Trinity 
Universal 
adjuster. We’re 
proud of his record. 
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| SNAP COURSE? 


It depends. For example, in our training course, the new agent studies in- 

surance from its basic concepts to its fine print. First, there are 6 to 12 
) | months of private instruction during which his manager provides personal 

tutoring in both theory and field practice. Then, there are weeks of full- 
time classroom instruction by the agent's regional office. There are hun- 
dreds of hours of homework. And written tests--58 in all-+--covering auto, 
life, and fire insurance. It all takes about 24 years, a healthy supply of 
energy, and a good deal of black coffee. Yet this is just the beginning. Many 
State Farm agents go on through C.P.C.U., L.U.T.C., and C.L.U. programs. 
y Snap course? No. But any State Farm agent will admit he's glad that 
f it wasn't. Because it's helped make him Mr. Auto Insurance for 19 
years straight, with a new world record of 6,000,000 policyholders. 


y STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies State Farm Life Insurance Company and State Farm Fire and Casualty Company » Home Offices: Bloomington, Illinois 


STATE FARM 








INSURANCE 
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IAC Midyear Focus 
On Communications 


Insurance Advertising Conference 
will hold its midyear meeting Dec. 7-8 
at Hotel Delmonico in New York. 
Theme of the meeting is “ccommuni- 
cations in depth.” 

First day speakers will be Herbert 
Kirschner, San Francisco advertising 
and public relations man; Jerry Fried- 
land of Look magazine, who will dis- 
cuss that  publication’s automotive 
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survey as it relates to insurance; Eu- 
gene Mapel, vice-president Chase 
Manhattan Bank. Kenneth Crawford 
of Newsweek; A. Arthur Cullman, 
Ohio State University, and C. D. Jack- 
son, publisher of Life. 

Appearing on the second day will 
be John P. Kelley, advertising director 
Goodyear Tire & Rubber Co.; Frank 
Schaffer, vice-president Doremus & 
Co., and Samuel Boggs, ad and PR 
director North America. 


Phoenix of London has named Eu- 
gene W. Dressler state agent in Ohio. 


Program Ready For 
Teachers’ Annual 


American Risk & Insurance Assn., 
will hold its annual meeting Dec. 27-29 
at the Biltmore Hotel, New York. The 
first day will be devoted to an ex- 
ecutive committee meeting. On Dec. 28 
American College and American In- 
stitute will hold their annual break- 
fast. 

Has the life insurance company pro- 
duct become obsolete will be the sub- 





Business Builder... 


SMITH, WHILOCK 
AGENCY 


310 MAIN ST. JONESVILLE 


HARTFORD INSURANCE & 


YouR, 


lasurume 





The Hartford’s National Roadside Program works 
all day, every day for local Hartford Agents! 


Three years ago The Hartford Insurance Group launched its National 


Roadside Sign program. Today, 


Hartford Agents throughout the entire 


country are participating in it—forming a powerful and impressive net- 
work of advertising that can be seen along the nation’s busy highways. 


Through this program, Hartford Agents’ names — displayed prominently 
with the famous Stag trademark—are kept before the public’s eye on a 
round-the-clock basis. It helps build prestige. It helps build business. 


Another big plus, Agents say, is the ‘‘ 


tie-in’ value the program provides. 


The program gives Hartford Agents an opportunity to identify them- 
selves with The Hartford’s national advertising which appears regularly 
in Life, Look, the Post and other major magazines. 


Simply stated, The Hartford’s Roadside Sign Program is one more way 
The Hartford works for the benefit of Hartford Agents everywhere. 





THE HARTFORD 
SURANCE GROUP 


Hartford 15, Connecticut 


HARTFORD FIRE INSURANCE COMPANY «+ HARTFORD ACCIDENT AND INDEMNITY COMPANY + HARTFORD LIFE INSURANCE COMPANY + HARTFORD LIVE STOCK INSURANCE 


COMPANY « CITIZENS INSURANCE COMPANY OF NEW JERSEY «+ 


NEW YORK UNDERWRITERS INSURANCE COMPANY 


» TWIN CITY FIRE INSURANCE COMPANY 


2 
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ject of a panel Thursday morning, 
Kenneth W. Herrick of Texas Chris. 
tian University chairman. Panelists 


are Robert I. Mehr of University of | 
Illinois, Meyer Melnikoff of Pruden- | 


tial, and Robert W. Osler of Under- 
writers National. 
Temple University will preside over 
a discussion of research. 

The discussion of the emerging sci- 
ence of risk and insurance Thursday 
afternoon will have Edwin S. Over- 


John F. Adams of | 


man of American Institute as chair. | 


man. Contributions to risk and in- 
surance theory by the field of eco- 


nomics will be discussed by James L, | 
Athearn of University of Florida, by | 


philosophy by Donald R. Childress of 


University of Oklahoma, mathematics | 


by William M. Howard of University 


of Florida, and law by Oscar R. Good- | 


man of Northwestern University. To- 
ward a Psycho-Dynamic Theory of 
Risk and Insurance will be treated 
by Irving Pfeffer of University of 
California. That evening Mr. Adams 
will lead a round table on research. 


Auto Liability 


On Dec. 29 Grant M. Osborn of 
Arizona State University will be chair- 
man of a session on law, insurance, 
and the auto accident victim. John 
W. Cowee of University of California 
at Los Angeles will discuss the pro- 
blem, and William Knepper of Inter- 
national Assn. of Insurance Counsel 
will defend the present legal system. 
Arne Fougner of Christiania General 
will discuss rehabilitation, and Robert 


— a 


A. Rennie of Nationwide Mutual will | 


furnish the results of that groups’ 
family compensation coverage. Wil- 
liam McCrae of American Mutual In- 
surance Alliance will treat legal as- 
pects of alternatives to the present 
legal system, Mr. Adams will deal 
with social and economic aspects of 
alternatives, and Willis Rokes of Uni- 
versity of Omaha will discuss the 
Saskatchewan plan. 

Wilbur J. Cohn of the U. S. Depart- 
ment of Health, Education & Welfare 
will talk on health insurance and the 
government at the luncheon, where 
Michael Wermel of University of Ha- 
waii will be chairman. The annual 
business session will follow. 


l.efebvre To Rl. Assn. 
As Hughes’ Assistant 


Claude F. Lefebvre has joined Rhode 
Island Assn. of Insurance Agents as 
assistant to 
George C. Hughes, 
executive secre- 
tary and treasurer. 

Mr. Lefebvre 
has been a sales 
representative in a 
family-owned dai- 
ry feeds _ broker- 
age business in 
Rhode Island. A 
graduate of Provi- 
dence College, he 
is studying law at 
Suffolk Univer- 
sity, Boston. His experience includes 
administrative work in public infor- 
mation while he was in the army. 





C. F. Lefebvre 


Telephone Employees Buys 

Telephone Employees Ins. Co. of 
Baltimore has purchased Telco Ins. Co. 
of Atlanta. Both specialize in writing 
auto casualty for telephone company 
employes and other preferred risks. 
The Baltimore company had assets at 
last year end of $1.1 million and earn- 
ed premiums in 1960 of $27,600. Telco 
had assets of $331,889 and earned pre- 
miums of $60,559. 
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MEET MR. ALBERT PICK, JR., distinguished client of Nationwide Group Insurance. As president of the Pick Hotels 
Corporation, Mr. Pick directs the complex affairs of one of America’s best-managed chains, consisting of 33 
hotels and motels in 30 cities. A progressive-minded company, Pick Hotels rely on America’s most progressive 


insurance organization—Nationwide—for their group coverage. Again this year, a Nationwide group health and 











e welfare program covers executives and employees of the growing Pick chain. Join the distinguished company of 

udes 

for business leaders like Albert Pick, Jr. Why not check Nationwide 

_ for your client’s group needs? Your local Nationwide group 

of h P t f 1 . | di | dit P America’s most progressive insurance organization 

‘i. man has a variety of plans—including regular group, creditor s, 

, IATIONWIDE 

wm association, blanket, pension and profit sharing. For full de- 

S at ? : 3 

arn- tails on plans for your client, write: GROUP SALES, DEPT. N, 

Nationwide Life Insurance Company - Nationwide Mutual Insurance 
NATIONWIDE INSURANCE, 246 N. HIGH ST., COLUMBUS 16, OHIO. Company + home office: Columbus, Ohio 
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from these organizations who are among the more | 
progressive and dependable agencies and adjusters 
of Chicago and downstate Illinois. 
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800 Attend IIl. Agents Convention 





Parrish, Mullins Speak Out On Agent And 
Company Relations And Rate Regulation 


At the annual meeting of Illinois 
Assn. of Insurance Agents, both Harry 
C. Parrish, Paris, president, and H. W. 
Mullins, Rockford, state national direc- 
tor, in their annual reports, touched on 
the prior approval-no prior approval 
controversy and the stand of the Illi- 
nois association. This phase and other 
portions of their reports are handled 
jointly herewith. 

Mr. “arrish said that the year had 
been one of change and that next year 
will be another of the same. He said 
he wished he could tell the member- 
ship of some great thing the associa- 
tion accomplished during the year, 
but there was no single outstanding 
event of this nature. “We have at- 
tempted however, to develop a phil- 
osophy of production and _ progress. 
While we do not approve all policies, 
rate and commission changes, we rec- 
ognize that we cannot serve the mark- 
et of tomorrow with the products of 
yesterday and successfully stay in 
business. 


Must Stick Together 


“By the same token, although we 
think the companies have in some in- 
stances treated us harshly and with- 
out much forthought, we are aware 
that the survival of the agency sys- 
tem depends upon the agents and com- 
panies sticking together. For these 
reasons, at every opportunity we have 
attempted to follow a pattern which 
would assert our independence and 
professionalism and yet recognize that 
we are first of all salesmen and that 
we must not let our industry price 
itself out of the market, as a few 
others have done in the postwar years.” 

For example, he said that while 
many of the members are against di- 
rect billing and continuous policies, it 
is only realistic to say that the associ- 
ation believes that this is a matter to 
be decided by each agent as the sit- 
uation dictates. “We thought it a little 
unbusinesslike for our association to 
pronounce that it was against a sys- 
tem which many of its members are 
using and seem to prefer. In this light, 
your state national director was auth- 
orized to report to the national associ- 
ation that Illinois did not want to go 
on record as being opposed to direct 
billing and continuous policies.” 

Mr. Parrish said that the association 








on every occasion has tried to co- 
operate with the companies. “Lest this 
sound dangerous to some of you,” he 
said, “I hasten to add that we have 
never once surrendered our principles 
as independent agents. However, as 
salesmen, we are interested in income 
and in profit, and while we have tried 
to work with the companies, we did 
let them know that we did not ap- 
preciate their philosophy when they 
reduced commissions on homeowners 
and auto policies.” 


Stand Could Be Misinterpreted 


He went on to say that the associa- 
tion took a stand this year which was 
announced at the national meeting in 
Dallas and which could possibly be 
misinterpreted. “As you know, many 
of our companies have been advocat- 
ing a no prior approval or file and 
use rate law... The opponents of 
this plan say that it would wreck our 
business with flash filings for the pur- 
pose of stealing a given risk, etc. Your 
state national director proposed a com- 
promise plan and submitted it to the 
State Board of National Directors at 
Dallas, where it was politely ignored. 

“.. We are trying to work with our 
companies and not against them. If 
companies and agents are to survive, 
they must work together. Therefore, 
our statement means that we are will- 

(CONTINUED ON PAGE 62) 


Gerber Gives Views 
On Changes In The 
Insurance Business 


The fire and casualty business is 
experiencing the most aggressive and 
most stupendous changes it has ever 
known, Director Joseph S. Greber of 
Illinois told the Illinois agents at the 
annual meeting. This is not only true 
in the fire and casualty business, he 
continued, but the life field is in a 
very definite transition period today. 
Actually, big changes have taken place 
in practically all fields of the Ameri- 
can economy. There has been a “plan- 
ned obsolence” for some time, he said, 
to make the public anxious to go out 
and buy something new. 

Every American is living better and 
wants to live still better, but only so 
much can be done with a fixed salary, 
said Mr. Gerber. Thus, there has arisen 
the business phenomena of buying at 
discount. “This was introduced into 
the insurance business quietly by some 
of your competitors who have used 
it very effectively,” he averred. “Now, 
if you are to succeed, you must realize 
the stock companies have a tremendous 
burden on them. The fire and casualty 
business is going through the throes of 
experimentation with new ideas, new 
concepts. Packaging is but one of them 
and will continue. It is a tremendous 
competitive weapon—an effective bar- 
gaining weapon.” 

Packaging may go even further, said 
Mr. Gerber. A&S and hospitalization 

(CONTINUED ON PAGE 59) 








Eugene F. Gallagher, manager Chicago Board of Underwriters (third from 
left), and Mrs. Gallagher, with (from left) George R. Tessmer, secretary 
American Home Agency of Illinois; Edwin G. Rose, assistant secretary, and 
George R. Pape, vice-president, both of Newhouse & Hawley. All are of Chi- 


cago. 


New officers of Illinois Assn. of Insurance Agents elected at the annual meet- 
ing in St. Louis. From left: George J. Nicoud, Springfield, secretary (reelected); 
Donald W. Perin Jr., Chicago, state national director; Calvin Schuneman, Pro- 
phetstown, vice-president farm affairs; Thomas K. Sprague Jr., Joliet, execu- 
tive vice-president; Caspar Brown Jr., Springfield, treasurer; James S. Wood- 
worth, Robinson, president, and Leland R. Crank, East St. Louis, who was 
general chairman of the convention. Harry C. Parrish of Paris, who turned over 
the presidential reins to Mr. Woodworth at the meeting and moved up to 
chairman, was not present for the picture. 
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Name Woodworth 
President, Sprague 
Goes Into Line 


Assn. States At Meeting 
Some Form Of No Prior 
Approval Not Unacceptable 


By WILLIAM H. FALTYSEK 


ST. LOUIS—In addition to making 
it clear that in the interests of the 
business it would not be against some 
form of no prior approval, Illinois 
Assn. of Insurance Agents at its 
62nd annual meeting here, offered the 
some 800 persons attending a pro-« 
gram notable for both quality and 
quantity. This was a working meeting. 
Looking at it in retrospect, the num- 
ber of events, educational talks, etc., 
crammed into the three days do not 
seem possible—like the classical joke 
book farmer who saw the giraffe and 
said, “There ain’t no such animal.” 

Harry C. Parrish of Paris, president, 
and H. W. Mullins, Rockford, state 
national director, both discussed the 
prior approval-no prior approval sit- 
uation, which is reported elsewhere 
in this issue. 

Following a pattern of long stand- 
ing, the meeting opened on Sunday af- 
ternoon with a local board workshop, 
presided over by James O. Orr of 
Springfield. The meeting concerned it- 
self with activities of the accident 
and fire prevention committee and the 
various projects conducted during the 
year to point out safety to individual 
agents and local boards. 

Joseph O’Toole, F. D. Hirschberg & 
Co., St. Louis, vice-chairman of NAIA 
fire prevention committee, told the 
agents that the national association’s 
fire and civil defense committee needs 
their help and that grass roots civil 
defense activity makes them a vital 
part of their community. Fire preven- 
tion and safety is a serious moral 
obligation to the agent, he said. “If 
you don’t have time for this activity, 
will you have time to visit the in- 
sured in a funeral parlor?” he asked. 

On the purely selfish side, he said 
a by-product of this activity is pres- 











Harry C. Parrish of Paris, president of the Illinois association (2nd from left), 
with (from left) W. H. Redeker, Centralia, a director; Joseph S. Gerber, Illinois 
director, and Joseph F. Prola, Springfield, chairman of the legislative com- 
mittee. 
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tige and increased contacts and more 
money in commissions. He also noted 
that fire safety can be a selling tool, 
that the agents can point out their 
mutual competition does not provide 
this service. “The competition is 
aware of the value of this service, 
however, and will take it up and, if 
you are not careful, beat you to the 
punch.” 

Captain Moran of the St. Louis po- 
lice fire-arson and homicide squad dis- 
cussed various aspects of arson, and 
C. E. Methaney, chief of engineering 
flight test analysis department, Mc- 
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Donnell Aircraft Corp., St. Louis, dis- 


cussed fire detection in aircraft in 
flight. 
Larry E. Miller, civil defense co- 


ordinator of southern Illinois, to:d u.e 
agents that they above every: n? e.c2 
should accept the civil defen:e pzo- 
gram, because it is also a foim of 
insurance. He said the big problem 
was to convince the American public 
that individual and public fall-out 
sheiters are a vital necessity. While 
the agents are selling their insurance 
they could help sell civil defense ‘in- 
surance,” he said. ““We can’t reach the 
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people like you can. We are a very 
small organization. Get in touch with 


your local civil defense director.” 
Monday morning was devoted to 
the annual membership meeting, 


which included reports of officers and 
standing committees, presentation of 
awards and election of officers. 
President Parrish moved up to chair- 
man, as James S. Woodworth, Robin- 
son, was named president. Thomas K. 
Sprague Jr., Joliet, was elected exec- 
utive vice-president; Calvin Schune- 
man, Prophetstown, vice-president 
farm affairs; Donald W. Perin Jr., Chi- 
cago, state national director; Caspar 
Brown Jr., Springfield, treasurer, and 
George J. Nicoud, Springfield, secre- 
tary (reelected). There were also 14 
regional vice-presidents named, as 
well as chairmen of 12 standing com- 
mittees. 
The Maryland Casualty achieve- 
(CONTINUED ON PAGE 63) 


Ill. Agents Name 14 
V-Ps, 12 Unit Chairmen 


In addition to the officers listed else- 
where in this issue, Illinois Assn. of 
Insurance Agents at the annual meet- 
ing named fourteen regional vice-pres- 
idents and 12 committee chairmen, 
keeping the association a front runner 
in size of officer slate. 

Regional vice-presidents and their 
regions are Sanford H. Lederer, 
Chicago, region 1; Eric Anderson, Elgin, 
2; J. J. Beattie, Rockford, 3; Robert L. 
Shade, Decatur, 4; Wendell G. Cleaver, 
Peoria, 5; James C. Murphy, Taylor- 
ville, 6; Leland R. Crank, East St. 
Louis, 7 (Mr. Crank received well 
earned recognition at the convention 
for his activities as general chairman 
of the meeting); E. M. Rolwing, Cairo, 
8: William Pulliam, Newton, 9; Dee L. 
Rodd, Marion, 10; Albert A. Greene, 
Danville, 11; Glenn Petrey, White 
Hall, 12; William R. Lyon, Moline, 
13, and Les DeGeus, Joliet, 14 

Committee chairman and their com- 
mittees are Robert L. Newell, Ashland 
accident and fire prevention; William 
Whitacre, Decatur, automobile; Andy 
Horn, Galesburg, budget and finance; 
James H. Rupp Jr., Decatur, casualty, 
surety and fidelity; E. J. Clements, 
Chicago, conference; Levison Snyder, 
Peru, education and agency manage- 
ment; Calvin Schuneman, Prophets- 
town, farm insurance (vice-president 
farm affairs); Arthur Smith, Joliet, 
grievance; Joseph F. Prola, Spring- 
field, legislative; Thomas K. Sprague 
Jr., Joliet, local boards and member- 
ship (executive vice-president) ; 
Robert Ward, Mount Vernon, property, 
and Robert B. Stitt, Chicago, public 
relations. 
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John Barry Minces 
No Words In Giving 


Thoughts On Rates 


Commissions represent the only com- 
ponent part of a rate where companies 
can have a basis for a lower expense 
ratio, and this would be effected by 
reducing the commission paid to agents 
and brokers, John R. Barry, president 
Corroon & Reynolds, told the annual 
meeting of Illinois Assn. of Insurance 
Agents at St. Louis. This he said after 
he finished breaking down the tables 
published by New York which show 
the division of the premium into five 
parts. 

Nowhere among the other four— 
total of losses and loss adjustment ex- 
pense; administrative expense; taxes 
and fees — is there a basis for rate 
deviation, he said. “The breakdown 
in our orderly process had its begin- 
ning in a filing made in New York by 
North America in connection with the 
dwelling business, orginally based 
solely on a reduction of commissions 
to agents. On the basis of that reduc- 
tion, they asked for the right to reduce 
rates to the insured. When this had 
been approved by the department, All- 
state made an almost identical filing. 


Hearings Initiated 


“The insurance department, in an- 
swer to a protest by the rating bureau, 
initiated hearings on their own motion, 
and finally decided that savings from 
any source whatsoever could be 
passed on the insured in the form of 
a lower rate. It was clearly demon- 
strated in both of these filings that 
the only room for saving was in agent 
commission. As the New York law 
stands today, a company may file a 
deviation based solely on a commis- 
sion rate lower than that used in the 
bureau filing, with a corresponding 
reduction in rate.” 

Mr. Barry opined that this could be 
carried out still further, so that a com- 
pany could deal directly with the in- 
sured, passing on the entire commis- 
sion loading by way of reduction in 
rate on the grounds that this is in 
accordance with the decision of the 
New York department, that it is a 
“saving from any source whatsoever.” 

When the New York superintendent 
asked that the matter be presented 
to the courts so that they would clarify 
the meaning of the law and provide 
him a guide for the future, “both the 
appellate division and the court of 
appeals saw fit to by-pass this re- 
qvest by affirming the decision of the 








Alton local board president and wife (both left), Mr. and Mrs. James Allen 


feeeeetee gage 


Ps 


ot Norton & Allen agency. Mr. Allen is holding out hand for a packet of silver 
doilars from Ramona, Don R. Jensen & Co. agency model, as Don Jensen and 
M. A. Bradford, two of the agency partners, look on. At the annual meeting for 
the past several years, every registrant receives in his packet of convention 
materials a key to a silver dollar “treasure chest” in the Jensen hospitality 
suit. Some keys fit the lock and some don’t. 
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superintendent, without giving any 
statement has to how they arrived at 
their conclusion,” Mr. Barry said. 

“This opened the floodgates, and to- 
day we have throughout the U. S. 
more than 10,000 deviations filed by 
companies for the so-called bureau 
rates,” he added. “The bureau is only 
an arm of the insurance department, 
for the simple reason that it cannot 
exist without the approval of the de- 
partment, and no rate can become 
effective in most states without the 
stamp of approval of the superintend- 
ent. In the final analysis, therefore, it 
is a simple hard, cold fact that rates 
are made, in the end, by the depart- 
ment itself, so that the claim for the 
chaotic conditions which exist through- 
out the U.S. today must be laid on the 
complete collapse of state regulation.” 

Mr. Barry, who was just getting in- 
to his 25-page talk at this point, went 
on to discuss how deviations operate. 
It is the obligation of the regulatory 
officials, he noted, to demand proof— 
not from one company or from one 
rating organization — but from all 
involved as to how they can justify 
these discounts. ‘““‘There are no stand- 
ards for the determination that rate 
filings are in compliance with the laws 
of the states,”’ he said, “and the super- 
visory officials have fallen back on 
the philosophy that they have the dis- 
cretionary power to crystal-gaze into 
the future, and to accept the usual 
language that goes into these filings 
— namely, ‘In our judgment.’ 

“This bland statement, from organ- 
izations and independents who are 
trying to find a competitive weapon 
in a vicious rate war, is being accepted 
without any attempt to find out the 
qualifications of those who are offering 
their ‘judgment,’ either from a stand- 
point of ability or experience.” 

Mr. Barry moved on to Inter-Re- 
gional, saying, “I wish to go on record 
here and now, stating that their filings 
have been forced on rating organiza- 
tions without regard to the basic stand- 
ards which should go into making 
rates. I use the word ‘forced’ because 
the directors of the rating organiza- 
tion are representatives of the same 
companies which comprise Inter-Re- 
gional, and it stands to reason that 
companies are not going to refuse 
advice that they are giving them- 
selves.” 

Turning to Illinois, Mr. Barry said 
that up until the end of 1959, there 
was some element of profit in the home- 
owners policy (except on the “C” pol- 
icy), “while today, with the new 
new homeowners, the loss ratio has 
increased to 60%. In connection with 
homeowners, he added that “one of 
the organizations which has been the 
loudest in screaming for free and open 
competition has been State Farm Mu- 
tual.” Mr. Barry then read an extract 
from an insurance publication of an 
address by Thomas C. Morrill, vice- 
president State Farm: 

“Particularly did he question the 
competition of a great combine of 
hundreds of companies, marching ar- 
in-arm through the market place, and 
employing deliberate price cutting in 
defiance of statistics. He illustrated 
his point by citing the repeated rounds 
of bureau rate reductions in home- 
owners policies, reductions which, he 


said, were being instituted on top of, 


rates that were inadequate to begin 
| with.” 
To this, Mr. Barry commented that 
| Mr. Morrill went on to say he felt 
; there was a vast distinction between 
| this bureau type of price cutting and 
the agressive competition of a single 
company. And Mr. Barry termed this 


” 


“nonsense!” There is absolutely no 
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distinction between an inadequate rate 
filed by a single company, Mr. Barry 
declared. “Both are in violation of the 
law, both represent unfair competition 
and if only the supervisory officials 
had recognized the fundamental fact, 
and insisted upon adequate rates, we 
would have avoided the major part of 
the evils that beset our business today.” 

Mr. Barry made the observation at 
this point that “if a company call it- 
self a mutual, it should be made to 
operate on a mutual basis strictly; as 


a stock company, it should be brought 
under the rules applicable to all stock 
companies, including that of federal 
taxation.” 

He said while he had the greatest 
personal regard for Mr. Morrill, “in 
view of his position in the past, he 
sounds like the boy who murdered his 
father and mother and then asked the 
court for mercy on the grounds that 
he was an orphan. I might further add 
that I will advise you not to take too 
seriously Mr. Morrill’s wringing of 


23 


hands in connection 
Kefauver report — he now has in 
his organization the indivdiual res- 
ponsible for it. Fortunately, the coun- 
try is not operated on the basis of 
conclusions of investigating commit- 
tees, particularly when the report — 
if it were to be the subject of doubt 
— could well be proven to have been 
colored by special pleaders.” 

With facts and figures, Mr. Barry 
‘gave his reasons why he feels the new 

(CONTINUED ON PAGE 59) 
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Regional Company Executive Looks 
To Future As Competition Increases 


John D. Phelan, vice-president 
American States, offered “one man’s 
cold-blooded appraisal of the conse- 
quences of competition, mechaniza- 
tion, and mass market” at the Minne- 
sota CPCU all-industry luncheon in 
Mineapolis. 

Deviations, the no prior approval 
movement, the homeowners rate 
level, some of the old rigidly ortho- 
dox companies that have now become 
wild-eyed independents, TV advertis- 
ing, all are signs of competition, and 
it is here to stay, at least for the 
sixties, Mr. Phelan said. 


Compete In Two Ways 


Insurance companies compete in two 
ways, he declared—by coverage and 
price. There is a limit to coverage 
competition. When the policy covers 
everything, there is no place to go. 
As the limits of coverage are reached 
or approached, price competition is 
likely to intensify. As price competi- 
tion exists and grows, it forces an ex- 
amination by agents and companies 
of all costs in connection with per- 
sonal lines in an attempt to prevent 
these lines from becoming complete 
liabilities. It seems inevitable that this 
competitive pressure will force the ap- 
plication of electronics to personal 
lines packages and bring about con- 
tinuous, central-billed packages in the 
personal lines field of fire and cas- 
ualty insurance. This is the way of 
life insurance. 

The cost of re-handling individual 
items over and over as now called 
for in the personal lines field will 
probably not be covered by the per- 
sonal lines rates of the future, Mr. 
Phelan said. The forces of compe- 
tition and the problems of mass mar- 
keting will probably bring about such 
changes without regard to the opin- 
ion, control or efforts of those satis- 
fied with the status quo. Simplicity 
of handling and of selling demands 
that mass market coverage packages 
be broad enough to ensure a buyer’s 
reasonable exposure. The application 
of an insurance product to the buyer 
in a mass market must not involve 
too high a degree of competence by 
the seller (whether CPCUs like it or 
not). The package must be profes- 
sionally designed for a minimum of 
problems and a maximum of protec- 
tion. “We must periodically remind 
ourselves,” he observed, “that our job 
in large part is to sell honest and 
adequate security to the American 
family at a fair price and a fair profit 
to ourselves and our companies. Our 





job is not the creation of a profes. 
sional concept of insurance except ag 
it assists the discharge of our pri- 
mary responsibility.” 

Mr. Phelan said as broad coverage 
packages are designed, the public wil] 
discover the breadth of coverage given, 
As it does so, claim frequency natur- 
ally increases. This means that, ulti- 
mately, application of some deductible 
or other loss control device in personal 
lines packages will be essential. Prior 
to the uniform introduction of such 
controls, the downward trend of rates 
and the upward trend of loss fre- 
quency will force companies to under- 
write individual risks in the personal 
lines package field where no under- 
writing has really existed before. 

A natural and inevitable  conse- 
quence of the final advent of the in- 
dustrial revolution in the 
business has been the introduction of 
“brand name” merchandising by the 
direct writers and Travelers, Aetna, 
and others. Regional companies, such 
as American States, will have to seek 
regional brand identification. Mr. Phe- 
land commented that this is not a mat- 
ter of choice but an almost inevitable 
consequence of the development of di- 
rect writers with large advertising 
budgets. 


Need For ‘Brand Indentification’ 


It is well established that a name 
brand will out-sell an unknown brand 
—price and apparent quality being 
fairly equal. In insurance, Mr. Phelan 
remarked, the big name brands have 
also been those with the price ad- 
vantages. Perhaps, he added, the most 
under-estimated factor in the analysis 
of company-agency relationships in 
the future is this emergence of need 
for “brand identification” in insurance. 

Future relationships between com- 
panies and agencies must be closer, 


insurance. 





he averred. This does not mean that ' 


agencies will become single company 
agencies but it does mean, probably, 
that the number of companies repre- 
sented by agencies will be reduced 
so that many benefits can be gained. 
A reduction in the number of com- 
panies an agent represents will make 
it easier for the agent to live with 
mechanization and make it more pos- 
sible for him to associate his name 
more closely with the brand identifi- 
cation of his companies to mutual ad- 
vantage. 

The changes inherent in competi- 
tion and the brand name era will not 
fall wholly on the present agency sys- 

(CONTINUED ON PAGE 54) 
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THE STORY OF MR. LIVINGWELL, AND HOW IT 
CAN HELP YOU PROTECT YOUR OWN GOOD LIFE 


This is Mr. Livingwell, an extraordinary sort. Prosperous, 
wise, handsome. Sportsman, patron of the arts, confi- 


dant of the mighty. Your sort! 


Broker in tow, he came to Insurance Company of 
North America recently, sorely troubled by newspaper 
accounts of the awesome damages awarded in liability 
suits involving men of his fabric. Suppose he nicked 
the fetlock of a stranger’s yearling with a fender of his 


Jag. Couldn’t he be wiped out? He could! Even though 


Mr. L. carries normal liability insurance! 


Sorely troubled ourselves, we went to work and de- 
veloped two protection plans for the Livingwells of this 
world: the INA-Executive and the INA-Professional. We 
call them “excess liability policies” —trade talk for cov- 
erage that starts where your other policies stop. 


Doctors, lawyers, merchants (even a chief or two) 
are amazed when told how little these policies cost. 
Why don’t you let your broker or agent amaze you? 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America 


Life Insurance Company of North America 
World Headquarters: Philadelphia 


WATCH FOR THIS AD IN THE NEW YORKER, DECEMBER 16 (Turn page) > 































YOU ARE SURROUNDED BY LIVINGWELLS 


AND EVERY ONE IS A GOOD PROSPECT! 


Mr. Livingwell is everywhere! Chances are, you know 
him already. If you don’t, you should. 


Insurance Company of North America has applied 
their famous “Big Top” formula to catastrophe-type 
liability coverage for Mr. L and come up with the 
INA-Executive and INA-Professional policies—contracts 
made for his protection. Now he’s yours—all yours! 


Also yours are three big advantages these policies 
offer the aggressive seller: (a) they are a natural door- 
opener to new prospects; (b) they enable you to build 
protection and profit with current accounts and (c) they 
provide “insurance” against inroads by competitors. 


With these individually written contracts now a real- 


ity, there’s no need to dream idly of the profits you'll 
make. Don’t delay a day. Ask your INA fieldman to 
give you full details on these policies. 





INSURANCE BY NORTH AMERICA 


Insurance Company of North America 


Life Insurance Company of North America 
World Headquarters: Philadelphia 
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Upholds Disapproval 
Of Operator's Policy 


Maine’s supreme court has upheld 
Commissioner George F. Mahoney in 
his disapproval of American Fidelity’s 
individual automobile operator’s policy. 
Included in the disapproval was an 
additional insured endorsement. Amer- 
ican Fidelity, a member of the New 
Hampshire group, took the commis- 
sioner to court. 

The commissioner objected to the 
policy and the endorsement on grounds 
that “the coverage afforded is so lim- 
ited as to be beyond the reasonable 
comprehension of the average policy- 
holder who, through the years, has 
been educated to a broadening of cov- 
erages “inder liability policies insuring 
his automobile.” Also, he stated, the 
coverage is capable of construction 
which is unfair to insured or public 
because insured would normally ex- 
pect coverage to exist where it does 
not. The public, therefore, would be 
left unprotected in many instances. 

Furthermore, he said, “studies by 
various groups over the years indicate 
that comprehensive changes in the 
laws of agency, vicarious liability, and 
financial responsibility must be made 
before an insure-the-driver form of 
policy could operate fairly.” 


Correct And Incorrect 

The majority opinion of the high 
court ruled that the commissioner was 
correct in some of the 20 charges of 
restricted coverage that he outlined 
against the operator’s policy and was 
incorrect in some. In a separate opin- 
ion, one of the judges, however, found 
Mr. Mahoney correct in all respects. 

The separate opinion observed that 
the policy would run afoul of a Maine 
law which makes an owner of a motor 
vehicle who permits a minor under 18 
to operate the vehicle “jointly and 
severally liable” with the minor for 
any damages caused by the minor’s 
negligence. This opinion also terms 
“most dangerous to the public” auto- 
matic cessation of coverage upon the 
death of named insured. 

Terming many of the clauses in the 
policy impossible to understand, this 
judge commented that if the prospec- 
tive purchaser fully and clearly un- 
derstood the policy’s restrictions, “there 
would be no legal objection to such 
a contract.” Conceding the honesty of 
the company’s motives in drafting a 
restricted contract to be sold at a low 
rate, “what about the acts of unscru- 
pulous agents” who sell the policy 
without explaining (intentionally or 
carelessly) its restrictions. 

The majority opinion states and re- 
peats that the legislature has not set 


IAHU Holds 28 Seminars 


International Assn. of Health Un- 
derwriters is holding 28 seminars 
throughout the country to instruct top 
officials of state and local affiliates in 
leadership techniques. A core of mod- 
erators comprised of the association’s 
officers and senior directors is con- 
ducting the meetings. 

A new official procedure manual, 
speakers roster and publicity guide 
are being introduced. The meetings 
started late in October and will con- 
clude in mid-November. 


Seattle Brokers Open New Oftice 

D. K. MacDonald & Co., Seattle bro- 
kers, has opened a new office at Ta- 
coma with George C. Bruce as resident 
manager. He had been a vice-president 
of C. J. Reid & Co., New York brokers. 
The new office is the MacDonald’s 
fifth on the west coast. 
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up standards for insurance contracts 
and that it, the court, is not prescribing 
a policy. “The legislature has not re- 
lieved policyholders from the pains 
and consequences of reading and 
choosing such policies as are not repre- 
hensibly misleading or amenable to 
unfair construction,’ the court said. 

However, it agreed with the com- 
missioner in his finding that the policy 
does not provide liability coverage for 
a son or wife, that “motor vehicle” is 
not defined in the policy, and that the 
definition of “operation” is not de- 
fined in the policy, and that the de- 
finition of “operation” is unsatisfactory. 
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A new series of 
Marine Office 
eye-stopping ads! 


Amer. Casualty Names 
Parker, Hankey, Wiest 


American Casualty has advanced 
Arch M. Parker from assistant vice- 
president to vice-president. He is in 
charge of the A&S division. M. H. 
Hankey and William P. Wiest Jr. have 
been named assistant vice-presidents 
and regional directors of the southeast 
and northeast, respectively. 

Mr. Parker went with the company 
last September. He has been in the 
business since 1946 when he joined 
Continental Casualty at Toronto. He 
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These ads will tell your marine 
insurance prospects about top 
‘MaRINE OFFICE advantages 
that you can provide. 

Contact us about your ocean 
and inland marine problems. 
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was later at Detroit and Cleveland for 
that company and advanced to as- 
sistant vice-president and director of 
health branches. 

Mr. Hankey has been with the com- 
pany since 1941. His headquarters are 
now at Atlanta. Mr. Wiest has been 
resident manager of the company’s 
central Pennsylvania department. His 
headquarters are at the home office 
in Reading. 


Directors of Mutual Agents Assn. of 
New York State will meet in Syracuse 
Dec. 7-8. 











MARINE OFFICE or AMERICA 


123 WILLIAM STREET, NEW YORK 38, N. Y. 


FiDELITY-PHENIX INSURANCE COMPANY 


Gens FALts INSURANCE COMPANY 
NIAGARA FirR—E INSURANCE COMPANY 


New York * CHICAGO * New ORLEANS * SAN FRANCISCO * HOUSTON * TORONTO 
Atlanta * Baltimore * Boston * Cleveland * Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville 
Montreal * New Haven * Philadelphia * Pittsburgh * Portland * Raleigh * Richmond ® St. Louis * Seattle * Stockton * Summit * Syracuse 
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ARIA Issues Report 
On Study Of Risks, 
Teaching Methods 


American Risk & Insurance Assn. 
has released a report on curricular 
concepts in risk and insurance that 
sets forth a minimum area of subject 
matter for the general student and 
additional fields for the specialist. It 
also suggests different approaches to 
instruction. 

The report was developed by a spe- 
cial association committee headed by 
Edward Hedges, Indiana University, 
immediate past president of the as- 
sociation. 

Suggested “minimum core” for the 
general student includes development 
of an awareness of the nature and uni- 
versality of risk and a facility for iden- 
tifying risk situations; recognition of 
the inhibiting influence of risk in per- 
sonal and business decisions; famili- 
arity with the properties of probabil- 
ity pertaining to prediction and a gen- 
eral knowledge of other quantitative 
techniques whose applications to risk 
treatment have been shown; adeptness 
in analyzing risk situations to permit 
optimum selection; and comprehensive 
understanding of the mechanism of in- 
surance. 


Additional Fields 


As additional fields for the specialist 
the report suggests detailed analysis of 
hazards that threaten the economic 
status of individual businesses and or- 
ganizations; evaluation of loss-causing 
potential in risk situations; the appli- 
cation of a priori probability and rel- 
ative frequency to the prediction of 
future outcomes; the application of 
quantitative analysis to decision mak- 
ing when outcomes of alternative de- 
cisions are uncertain; the relative mer- 
its of alternate ways of treating risk in 
the light of given objectives. 

Also marginal analysis, discounting 
and other techniques involved in a 
decision as to how far to incur certain 
cost to avoid possible future loss; the 
historical development and _ current 
status of governmental regulation and 
other risk-treating devices such as 
suretyship, quaranty, hedging and the 
like; the institution of insurance in its 
economic, social, legal and _ political 
environment; the analysis of contracts; 
rationale for rate-making, underwrit- 
ing requirements and philosophies, and 
concepts in loss adjustments; and the 
techniques for appraising strength, ef- 
ficiency and capacity of insurers, in- 
cluding regard for the function and 
adequacy of various reserves. 


Instruction Approaches 


The report proceeds to a discussion 
of approaches to instruction: 

—The traditional approach empha- 
sizes the mechanism of insurance as a 
device for treatment of risk. The 
strength of this approach lies in the 
attention given to the range of con- 
tracts by type, to concepts of risk and 
insurance, and to the convenient use of 
literature and teaching aids. 

—The decision-making approach 
views the study of risk and insurance 
within the framework of manage- 
ment. 

—The aggregative approach studies 
risk through an analysis of such vari- 
ables as savings, consumption and 
credit. “This approach has the merit 
of avoiding descriptive detail.” 

—The intergrative approach is based 
on the premise that any subject is more 
clearly understood when it is related to 
the total complex of which it is part. 
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It is “necessarily limited to students 
whose exposure has been broad and 
whose level of understanding is ad- 
vanced.” 

—The functional approach stresses 
functions necessarily involved in in- 
suring the risk. It “lends itself better 
to some of the advanced work of the 
specialist than to instruction at the 
introductory level. The focus of atten- 
tion is on the processes of the insur- 
ance mechanism rather than on the 
perils themselves.” 

—The combined functional-line sys- 
tem approaches on a functional basic 


those aspects common to all or at least 
most efforts to handle risk through 
insurance, covering on a hazard or line 
basis those apsects that vary funda- 
mentally from one type of hazard and 
insurance to another. 


Conclusions Of Report 


All research, the report concludes, 
“should be directed toward the discov- 
ery of new and better ways to cope 
with the ever-present phenomenon of 
risk as it is confronted by individuals, 
business firms and other organizations, 
and society as a whole.” 
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IAHU Condemns 
Unethical Health 
Policy Practices 


International Assn. of Health Under- 
writers at a recent board meeting con- 
demned unethical practices involved 
in replacement of health policies. 

Robert Demmons, Pan-American 
Life, acting head of the association’s 
persistency award committee, reported 
that growing replacement practices in 
individual health insurance are against 
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the public interest and contrary to the 
association’s code of ethics. 

Tenet number five of the associa- 
tion’s code of ethics reads: ‘Present 
policies factually and accurately, giv- 
ing all information to my prospect 
which may be essential to his best in- 
terests.” Tenet number eight: “Be fair 
and just to my competitors, attempt 
no twisting, and make no statements 
which may do injustice to another 
company or competitor.” 

The IAHU resolution on replace- 
ment says the association wishes to 
reemphasize its concern with unethical 
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business practices with regard to the 
inducement of policyholders to discon- 
tinue their insurance for the replace- 
ment of same by an inferior contract 
and states that IAHU dedicates itself 
to do all in its power to emphasize the 
importance of uninterrupted coverage 
to insure proper financial assistance 
in time of need.” 


Robert Hancock has been appointed 
Seattle manager of Oregon Mutual 
succeeding A. M. Dickinson, resigned. 


GAB Names Harris, 
Five Others In West 
To Branch Manager 


General Adjustment Bureau has 
made six branch manager appoint- 
ments in the west. 

Named to that position are James 
A. Harris, Pueblo, Colo.; Ben H. Eden, 
Douglas, Ariz.; Laureano A. Durazo, 
Van Nuys, Cal.; Harley D. McMaster, 
La Junta, Colo.; Peter J. Sikich Jr., 
Deming, N. M., and Edward J. Mason, 





JUST THIS: 


When two of the oldest, largest 
multiple-line insuring organizations 
in the nation join forces, that’s news 

. BIG NEWs! Consider, for a mo- 
ment, the significance of this affli- 
ation... 

Reliance Insurance Company is 
backed by a 144 year record for stead- 
fast reliability, financial strength, 
stability and alert progressiveness 

..a “symbol of security since 1817.” 

Standard Accident Insurance 
Company, in business since 1884, is 
equally proud of its long history of 
rock-solid soundness, vitality and 
uncompromising integrity ... a 
“symbol of service for 77 years.” 

Together these two organizations 
will offer agents and insureds over 
200 years of insurance background 
and experience . .: together they will 
represent “Symbols of Security and 
Service” unexcelled anywhere in the 
insurance industry. 


TODAY, Reliance and Standard 


Accident Insurance Companies offer 

you... 

@ Pioneering leadership in new coverages 

@ Consistent, progressive underwriting 

e Prompt, equitable claims settlements 

@ Competitive, multiple-line coverages 

@ Professional, experienced field men 

e Nation-wide network of service offices 

@ Personal attention to agents’ problems 

© Speedy, efficient accounting service 

@ Expert loss prevention assistance 

@ Exceptional sales training programs 

@ Financial strength and stability 

@ Long-standing loyalty to agency system 
In the future, as the two Com- 

panies become fully integrated, these 

many advantages will be yours in 

double measure. For even now, man- 

agement of both Groups are working 

closely together for a bigger, better, 

brighter tomorrow... 


YOUR 
TOMORROW! 
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Coolidge, Ariz. 

Mr. Harris joined GAB at Council 
Bluffs, Ia., in 1955. He subsequently 
served as a staff adjuster at Hastings, 
Neb., and was promoted to manager 
of that office in 1959. 

Mr. Eden joined the bureau at Cas- 
per, Wyo., as a trainee in 1956. He 
subsequently was named a staff ad- 
juster at Mentrose, Colo. 

Mr. Durazo went with GAB in 1952 
at Douglas and was promoted to branch 
manager there in 1955. 

Mr. McMaster joined the bureau at 
Medford, Ore., in 1958 and was later 
named a staff adjuster at Colorado 
Springs. As branch manager at La 
Junta he replaces E. E. Wise who is 
being promoted to the senior staff at 
the Denver office. 

Mr. Sikich joined GAB at Gallup, 
N. M., and was appointed resident 
adjuster at Deming in 1959. His pro- 
motion coincides with the changing of 


the Deming office to full branch 
status. 
Mr. Mason joined the bureau at 


Yuma, Ariz., in 1958. 


IRS Agents Schecled On 


Scrutiny Of Insurer Tax 


Internal Revenue Service, under its 
career development program for 
agents, has begun a course for agents 
at Dallas, Des Moines, Greensboro, 
N. C., and Hartford for agents who ex- 
amine insurance company returns— 
life, fire and casualty. Part of the time 
of the classes is devoted to the tax 
laws as they affect insurers and the 
peculiarity of such laws. Agents are 
taught the techniques of insurance tax 
return examination. 

Accountants report that IRS has re- 
duced from 15 to 5% the redundancy 
allowed on reserves for losses and 
claims. 

Income from tax exempt bonds is 
not taxable but expenses incurred in 
acquiring them have been deductible 
in the case of corporations but not in 
the case of individuals. Apparently the 
latter principle now is being applied to 
corporations. 


To Test N. C. Pension Acts 


The way has been cleared for a court 
test, on the merits of the case, of the 
constitutionality of North Carolina’s 
1959 firemen’s pension fund acts. Ear- 
lier test cases reached a dead end 
when the state supreme court ruled 
the wrong procedure had been fol- 
lowed. Now, new cases filed by Great 
American and Employers Mutual Fire 
have been upheld as to procedure. 

Great American seeks to recover 
$7,167 and Employers Mutual $179 
which was paid under protest in pre- 
mium taxes destined to help support 
the firemen’s pension fund. Both com- 
panies contend the pension fund acts 
are discriminatory and invalid 


Bond Men Elect 

Surety Underwriters Assn. of Ro- 
chester, N. Y., at its annual meeting 
elected Edward F. Walsh, manager, U.- 
S. F. & G., president; H. P. Mason, 
Standard Accident, vice-president; 
Willard Hubbard, Travelers, secretary, 
and Gerald McCarthy, Fidelity & Cas- 
ualty, treasurer. The association was 
founded a year ago. 


Selective Names Buenger 

C. L. Buenger, formerly controller, 
has been elected vice-president of Se- 
lective of Cincinnati. Mr. Buenger, a 
graduate of Xavier University, joined 
Selective in 1948. 








30 


Views IRIC Move To Be 
National Rating Body 


National Assn. of Insurance Agents 
officers are carefully watching devel- 
opments following the not-unanimous 
recommendation of the executive com- 
mittee of Inter-Regional Insurance 
Conference in New York that the con- 
ference be licensed as a rating organ- 
ization in all states where it is pre- 
sently licensed as an advisory body 
only. 

This was the report of Cooper M. 
Cubbedge, Jacksonville, president 
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NAIA, at the annual convention of 
the California association in Los An- 
geles. Mr. Cubbedge said that IRIC’s 
alleged objectives are to strengthen 
its position among those uncertain of 
its legal status, to provide more effec- 
tive service to its company members, 
and to avoid overlapping with other 
bureaus in its proposed new functions. 

Mr. Cubbedge stressed that there are 
differences of opinion among IRIC’s 
members, however. A membership 
meeting is scheduled for Dec. 13 to 
vote on the matter. 

NAIA has been assured that the new 


IRIC functions will not change either 
the conference procedure with the as- 
sociation’s property committee, or the 
various territorial conferences liaison, 
Mr. Cubbedge said. IRIC has stated 
that it will continue to utilize these 
points of contact for interchange of 
information and ideas. 

William F. Powers, Long Island re- 
gional manager of Allstate at Hunting- 
ton Station, N. Y., has been named to 
the executive committee of Long Is- 
land Assn., an organization of busi- 
ness firms. 
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Rowe Is Advanced 
By Stuyvesant Group 


William P. Rowe has been appointed 
superintendent of agencies by Nation- 
al Mutual of the 
Stuyvesant group, 
The company, 
which has _head- 
quarters in Allen. 
town, Pa., is oper- 
ated by Stuyve- 
sant under a man- 
agement contract, 
At the same time 
Mr. Rowe was 
elected vice-pres- 
ident and manager 
of East Coast Gen- 
eral Agency, 
which is affiliated with National Mu- 
tual. 

Previously he served as a special 
agent with the Corroon & Reynolds 
group out of DuBois, Pa. Prior to that 
he was in the local agency business 
in Bridgeton, N.J. 





William P. Rowe 


Toensmeier Opens New 
Office At Salisbury, Md. 


Toensmeier Adjustment Service has 
established a new office at 110 North 
Division Street, Salisbury, Md., with 
William J. McConnell in charge. He 
was formerly with North America and 
has had 20 years experience as a mul- 
tiple line adjuster. 

Toensmeier offices at Wilmington, 
Del., Easton, and Salisbury, Md., pro- 
vide coverage of the eastern shore area. 


Mass. Legislative Plans 


Commissioner Otis M. Whitney of 
Massachusetts will ask the 1962 leg- 
islature for a law requiring claimants 
to give notice of time, place of injury, 
and description of injury within a lim- 
ited time following an automobile ac- 
cident. Presently many cases are re- 
corded in which failure to give notice 
has made it impossible for defendants 
or insurers adequately to prepare a 
defense. 

He will also ask for a statute spec- 
ifically applicable to fraudulent claims 
under the compulsory auto liability 
law. He said this would make it easier 
to prosecute for fraudulent claims. 

The department will seek a new 
schedule of fees, $3 instead of $2 for 
agent licenses, $100 instead of $30 for 
charters for out-of-state insurers with 
a fee of $10 for amendment, presently 
free, and $250 instead of $25 for a 
broker’s license. Examination fees 
would be $2 for brokers and fire ad- 
justers for the first time, $1 for agents, 
and $10 for advisers. 

He will ask for a doubling of the 
present financial requirements for do- 
mestic and foreign insurers. He will 
seek elimination of the appeal board 
for fire insurance rates on grounds 
that his department is now performing 
this function. 

He will ask for repeal of compulsory 
auto and substitution of financial res- 
ponsiblity and a law to permit com- 
petitive rates for auto liability. 


Conn. Field Club Inspects 


Connecticut Fire Insurance Field 
Club has completed a town inspection 
of Wallingford, with 46 members of 
the organization inspecting 618 risks. 

A total of 350 violations were 


noted; 218 risks had no violations or ' 


recommendations; 72 could not be 
entered, and five refused inspection. 
The committee head was William Gor- 
man, Reliance, who was assisted by 
J. H. Ellen, America Fore Loyalty. 
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Central National 
Appoints Knox, 
Chisholm, Pedersen 


Three new appointments have been 
announced by Central National group 
of Omaha. All are 
new positions and 
represent expan- 
sion of the compa- 
ny’s activities. 

Richard E. Knox 
has been appoint- 
ed director of 
agencies. Mr. 
Knox has worked 
in South Dakota 
and lowa as an 
underwriter and 
state agent for St. 
Paul F. & M. More 
recently he has been district sales 
manager in the Green Bay, Wis., area 
for Mutual Service companies of St. 
Paul. 

Colin D. Chisholm has been named 
Nebraska sales representative. He 
served for three years as a rating in- 
spector for Nebraska Inspection Bu- 
reau, and since 1953 has worked as a 
field representative in Nebraska and 
Iowa for both stock and mutual com- 
panies on a multiple-line basis. 

K. Mark Pedersen has been named 
Iowa sales representative. Mr. Peder- 
sen has been with his father in the 
insurance and real estate fields in 
Grinnell since 1955. 





Richard E. Knox 


Indianapolis Mariners 
Name D. H. Smith Skipper 


Mariners Club of Indianapolis has 
elected David H. Smith, Phoenix of 
Hartford, skipper; William W. Robert- 
son, Agricultural, first mate; Donald 
A. Shaner, Grain Dealers Mutual, pur- 
ser-yeoman, and J. L. Heinz, General 
Adjustment Bureau, jimmy legs. 


N.Y. Bond Men Elect 


Surety Underwriters Assn. of New 
York at its annual meeting elected 
Audley A. Davis, Maryland Casualty, 
president, James F. Joyce, Phoenix of 
London, vice-president, and Robert 
Moroney, Maryland Casualty, secre- 
tary-treasurer. New executive com- 
mittee men are Michael A. Verdrose, 
Great American, S. Capatosto, Hart- 
ford Accident, George J. McGovern, 
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Complete Auto Coverage, 
Workmen’s Compensation, 

ge Dram Shop, Beauty Parlor, 
Physicians, Dentists, and 
Hospital Malpractice 
Liability, 50/50 Glass, 
0.L.&T. and All Forms Of 
Burglary. Short Term 
Policies for Special 
Events and Jobs. 


Preferred Rates For Better 
Risks—Quick Quotations. 


All Casualty Lines Except 
Primary Auto PL & PD and 
Work. Comp. Considered 
Outside Illinois. 





Phone 
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Good Brokers and Agents Welcomed. 
“Our Service Is Better” 
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Continental Casualty, Matthew Hart, 
Travelers Indemnity, and the officers. 

Present membership totals 130. 
George K. Sneden, Springfield, is the 
retiring president. 


A&S Advisory Group Reelects 

The advisory board on A&S insur- 
ance examinations, which works with 
the New York department, has re- 
elected Francis T. Curran of the Amer- 
ica Fore Loyalty group chairman and 
John P. Hanna, general counsel of 
Health Insurance Assn. of America, 
vice-chairman. 


design in the world. 
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New, elliptically shaped home office of 
Phoenix Mutual Life is the first of its 






Merchants Mutual Hits 


$50 Million Assets: 


Ferris To New Post 


Merchants Mutual of Buffalo has 
passed the $50 million mark in assets. 
At a meeting of the company’s ex- 
ecutive committee President Milton L. 
Baier traced the progress of the com- 
pany since its present management was 
elected in 1955. 

The committee created a new post, 
administrative vice-president, and 


appointed William L. Ferris to fill it. 


Proven Symbols of Professional Service 


Etna Field Engineer at work on the site of the new Phoenix 
Mutual Life Insurance Company building in Hartford. 


USE HIM TO WIN THE BIG ONES 


One of A&tna’s big extras — its technical men in the 
field — helps agents win those profitable commercial 
lines against the toughest competition. When you're 
in the running for a big one, call in your AStna team 
of specialists. You'll be mighty pleased with the 
many ways in which they can help you put that 
business on your books. 
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He will serve as executive assistant to 
president. Mr. Ferris has been vice- 
president in charge of underwriting 
at the Buffalo office. He has been with 
the company since 1937. 

Georgia automobile assigned risk 
plan has been amended to require a 
company receiving an assignment to 
issue the required policy or binder 
within five days after receipt of the 
assignment and the premium or de- 
posit instead of the previous 10 days. 
The change was asked by Georgia 
Assn. of Insurance Agents. 












ATNA INSURANCE COMPANY ¢ HARTFORD 15, CONNECTICUT 
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E. F. Gallagher Suggests Agents Agree On Fundamentals 


(CONTINUED FROM PAGE 12) 

is undergoing are bringing about 
many differences in established con- 
cepts, Mr. Gallagher said. While it is 
but a trait of human nature to resist 
change, that does not mean that some 
new departures are not for the better. 
“However, I think we would be a little 
naive if we thought all of them were.” 

He commented that one most in- 
teresting change has occurred in con- 
nection with the simple dwelling class. 


For years this class was looked upon 
as “preferred.” In connection with it, 
companies, entirely ignoring any idea 
that commissions to agents should be 
a measure of service performed, used 
commissions to “buy” this so called 
preferred business. Common economic 
judgment would indicate that more 
service and knowledge was required 
when an agent handled an industrial 
account—but no one seemed willing to 
admit that so the companies went 


right along allocating the highest rate 
of commission to the class which pro- 
bably least deserved it. 


Offer Less Commission 


With the advent of homeowners, the 
companies began offering less com- 
mission than for the simple dwelling 
contract. Some of them have since 
changed their minds about the com- 
mission, but Mr. Gallagher said, still 
the average case at a reduced per- 
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Meet our new corporate trademark! You will soon be seeing it everywhere we sign our name. 


As a result of the consistent appearance of this trademark, people will be more aware of 
the size, scope and versatility of Continental Casualty Company. Your clients will more 


quickly identify Continental services, better recognize the advantages of Continental lines. 


The new Group trademark $= will more clearly reflect the resources provided by Conti- 


nental Casualty’s affiliation with the Continental National Insurance Group. 


As this symbol becomes our trademark, we will be working in every way to make it one 


of the most welcome and familiar “faces” in the insurance business. 
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centage of commission brought more 
premium and more dollars commis- 
sion” and after all we live on dollars, 
You can’t buy even a loaf of bread 
with a mere percentage.” 

There were several disturbances 
which followed the advent of the 
homeowners policy and its rapid 
growth. Perhaps the most significant is 
the fact that now the dwelling class— 
once so highly regarded—is now al- 
most a distressed class for the most 
part consisting of less desirable risks 
which are by no means insured to 
value. In Kentucky this situation has 
been recognized by the loss constant 
principle in an effort to make writeable 
what is left in the dwelling class. 


Additional Package Policies 


Mr. Gallagher noted that in addi- 
tion to the dwelling package policies 
there are now package policies for 
public properties, motels, apartments, 
commercial risks, industrial risks, and 
there is now being introduced a special 
contract covering office buildings as 
well as office contents. Ultimately the 
better risks of these classes will un- 
doubtedly wind up covered by these 
special contracts, leaving only the less 
desirable office buildings, apartments 
motels and so forth. “Since the rate of 
commission is invariably lower on 
these special contracts it would seem 
that the agent may be facing a real 
problem. It may be that increased 
premiums per account will offset a 
modest reduction in commission scale 
—let us hope so. It does seem, how- 
ever, that certain types of agencies 
face a very disturbing future.” 

There seems to be just about general 
agreement, he said, that in the per- 
sonal lines at least a greater portion 
of the premium dollar must be made 
available to pay losses. This is a stark 
necessity. The alternative is to see 
personal lines lost to direct writers 
and specialty companies. Because of 
this it would seem that the agent who 
has a relatively small volume most 
of which is in the personal lines will 
have to develop a lot of miscellaneous 
commercial business or else see his 
income drop drastically in the near 
future. 

A few years ago the mutuals and 
reciprocals were writing 13% of all 
the fire and allied lines premiums, 
Mr. Gallagher said. Within years these 
companies and the direct writers were 
writing 30% of the total. While pre- 
viously stock companies were writing 
87% of all fire business, they are now 
writing less than 70%. “If we and our 
competitors continue with the same 
ratio of increase we will be writing 
through our American agency system 
less than 50% of the fire and allied 
lines premium six years from now.” 


Tolerance Needed 


He pointed out that ‘““‘When we real- 
ize this situation we may be a little 
more tolerant of many of the things 
which our companies are doing. Some 
of these actions are perhaps not as 
sound as they might be, but by the 
same token many of the new policies 
coverages and rating methods are in- 
troduced by a feeling approaching 
desperation—not only that the com- 
panies themselves may survive, but 
that we, the agents, may have some 
confident hope for the future.” 

Agents have been faced with a 
plethora of deviation filings, with rate 
reductions and with the liberalization 
of contracts many of which have no 
basis of substantiation. Mr. Gallagher 
said some of the larger companies 
with relatively unlimited assets are 
willing to write certain classes at rates 
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which preclude any underwriting pro- 
fit. “Relying on their large surplus 
and a benificent investment market 
they are able to show reasonably sat- 
isfactory operating results even with 
an underwriting loss. This competitive 
philosophy engendered by a desire to 
maintain position may well speed the 
doom of some of the smaller companies 
which cannot survive indefinitely with- 
out some underwriting profit and may 
well serve to bring about a restricted 
market for all but the most desirable 
risks.” 

The introduction of a no prior ap- 
proval concept will tend to accelerate 
competition which may well pass the 
bounds of what is sound and reason- 
able and which may, blindly followed, 
lead some companies to oblivion, he 
declared. “In fact the possibility of 
company failure under such lax regu- 
lations is so marked that when the 
model law was being framed serious 
thought was given to the formation of 
an instrumentality of the government 
which would insure insurance pur- 
chasers against loss due to insolvency 
of a company in the same manner as 
the Federal Deposit Insurance Corp. 
insures bank depositors.” 

Fewer Agents? 

Will the small agent drop from the 
scene—will there be fewer agents? Mr. 
Gallagher wondered. He thinks there 
probably will be fewer agents. Those 
same factors which bring about in- 
creased mergers of companies will ne- 
cessitate an increased merger of insur- 
ance agents. And these mergers may 
not ultimately be a bad thing because 
by merging one office secures a benefit 
of specialized knowledge which some 
other office may have excelled in. 
Larger offices can render better service 
as a rule and may well raise the en- 
tire level of competency in the ranks 
of producers. 

Already, he observed, a drop in mem- 
bership in National Assn. of Insurance 
Agents is reflecting a certain amount 
of mergers, a certain amount of agency 
sales and a certain number of discon- 
tinuances of agencies throughout the 
country. 


Brown Bros. Expands 

The independent adjusting business 
of Alex E. Brown & Son at Santa Bar- 
bara, Cal. has been acquired by 
Brown Brothers Adjusters. All pend- 
ing files have been reviewed and will 
be handled to a conclusion without in- 
terruption subject to the approval of 
the companies involved. 

Ernest O’Banion has been appointed 
adjuster-in-charge. He began his in- 
surance adjusting career with Ameri- 
ca Fore group in 1953. He joined 
Brown Brothers Adjusters in 1959 and 
has been at Stockton. 
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Urge Minn. Producers To 
Run For Public Office 


Insurance men make exceptionally 
good legislators, according to an article 
in the Bulletin of Insurance Federation 
of Minnesota. A reshuffling of legisla- 
tive districts in Minnesota will create 
13 virtually new districts for which 
there is no incumbent in 1962. The 


article urges insurance men to run for 
these offices. 

“In order to be successful insurance 
men and write coverages that are 
something 


needed they must know 





about everyone’s business,” the bul- 
letin says. “A good legislator must 
know something about everyone’s 

business in order to know how a pro- 
posed law may affect his different 
constituents. 


Must Have Wide Acquaintanceship 


“Insurance men must have a wide 
acquaintanceship in order to be suc- 
cessful. A legislator must have a wide 
acquaintanceship in order to be on 
speaking terms with his constituents 
who have problems before the legis- 
lature they wish to discuss with him. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. z 


Administrative Offices: 100 Broadway, New York 5, New York 
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It would be well for the state and the 
industry if insurance men in these 
districts without incumbents would 
give thought to making themselves 
available as candidates.” 

The federation’s annual meeting will 
be held Nov. 20 in Minneapolis. The 
speaker will be Christian F. Beukema, 
president Oliver Iron Co., a division of 
U. S. Steel Corp. 


General Adjustment Bureau has 
moved its office at Astoria, Ore., to 
First National Bank Building, 1218 
Commercial Street. 





Because we really know insurance, we can help agents and brokers move into. 
profitable lines they never dared touch before. Chances are, our knowledge 
can help you make more money. Why not call one of our more than 50 offices 
and talk it over? And don’t forget our slogan: We write 27 different kinds of 
insurance, but we have just one policy—satisfaction! Try us—we’ll prove it. 
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San Francisco Observes 
Business Education Day 


Some 150 San Francisco high school 
teachers toured insurance company of- 
fices, attended a luncheon meeting at 
the home office of Fireman’s Fund, and 
saw a recently completed film on 
insurance and traffic safety prepared 
by Western Insurance Information 
Service. The occasion was San Fran- 
cisco’s annual celebration of business 
education day, sponsored jointly by 
WIIS and its member companies. 

During the luncheon guest speakers 


HeNATIONAL UNDERWRITER 


were Stuart D. Menist, vice-president 
Fireman’s Fund, and John S. Urlaub, 
University of California, president- 
elect of American Driver Education 
Assn. Others present were Thomas 
Bright, director of the California de- 
partment of motor vehicles; Thomas 
Cahill, chief of the San Francisco po- 
lice department; Daniel J. O’Connell, 
supervising inspector of the California 
highway patrol; Judges Underwood 
and Eyman of the municipal traffic 
court, and Adolfo de Ariosto, com- 
missioner of education for San Fran- 
cisco. Albert H. Wood, executive di- 


rector WIIS, presided at the luncheon. 
Those present saw a film entitled 
“Auto Insurance and You.” Designed 
primarily for high school student 
audiences, the film explains the fun- 
damentals of insurance and the re- 
lation between accident costs and in- 
surance rates. It gives reasons for 
higher rates on youthful drivers. 
State premium tax collections in the 
1961 fiscal year show a preliminary 
figure of $584 million, compared to 
$532 million in 1960, an increase of 
9.8%, according to U.S. Census Bureau. 








Results of our 





“Agents Seminars” 


During 1960, executives of The Atlantic Companies got together with independent agents in all 
parts of the country for a series of informal meetings. They discussed industry problems and goals, 
ideas and “gripes”. We knew these meetings would be stimulating — but we had no concept of the 
number of practical, business-building ideas they would produce. Here are five ideas that our 
Companies, with agents’ help, have already turned into realities... 
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COOPERATIVE ADVERTISING PROGRAM: Advertise- 
ments telling the public why to buy insurance 
through independent agents are appearing in 90 
newspapers coast to coast, with agents’ tie-in list- 
ings. Agents pay half the cost of their listings only. 


PREMIUM BUDGET PLAN: The easiest-to-use monthly 
payment plan in the industry, utilizing a novel 
slide-rule calculator, has been made available to 
agents. The cost to the insured (10 month plan) is 
$2.52 per $100 of financed premium. 


RESEARCH AND DEVELOPMENT PROGRAM: Agents 
now benefit from a newly established “idea mill’ 
which meets in Atlantic’s Home Office and Mid- 
west and Pacific Division offices to analyze and 
improve anything from claims service to policy 
forms. 





BUSINESS SAFEGUARD PROGRAM: With the advice 
of agents, a coordinated group of flexible package 
coverages for all types of businesses has been 
designed. “Retailer's Safeguard” has already 
proved itself in a number of states. 





AVERAGE COMMISSION SYSTEM: Eligible agents can 
take advantage of a new system which saves time 
and money in their office and in ours. 


Because of the success of these seminars, we will be inviting more of our agents to sit down with 
us for straight-from-the-shoulder talks in the months ahead. We hope that you will be willing to 
spare the time. Meanwhile, our sincere thanks for your past cooperation. 


Business Established 1842 


THE ATLANTIC COMPANIES 


28 Offices in Cities from Coast to Coast ° 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


ATLANTIC MUTUAL e CENTENNIAL 
Home Office: 45 Wall Street, New York 5 
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Analyzes Multiple 


Line Developments 

A detailed analysis of the develop- 
ment of multiple line insurers and 
some of the effects this has had on 
companies and on the property and 
liability insurance business are pre- 
sented in Transition to Multiple-Line 
Insurance Companies by David L. 
Bickelhaupt, associate professor of in- 
surance at Ohio State University. 
The book is published by Richard D. 
Irwin of Homewood, IIl., for the S. S. 
Huebner Foundation for Insurance Ed- 
ucation. The work was prepared by 
Mr. Bickelhaupt at the University of 
Pennsylvania under a grant from the 
foundation. 

Mr. Bickelhaupt devotes his atten- 
tion to objectives and general require- 
ments of multiple line insurers, finan- 
cial requirements of states, techniques 
of changing to such operation, and 
changes in the financial structure made 
or required by multiple line operation. 
He noted that of the 52 states, 29 per- 
mit multiple line powers with less 
capital and surplus than is required 
for the separate classes; 21 require 
equal financial standards, and two re- 
quire more. 


Neophobia 


The factor of neophobia, or dread of 
novelty and change, adds to the ad- 
justments during the legal process of 
transition from mono-line to multiple 
line operation, he observes. Among 
other things, he shows how the ratio 
of written premiums to policyholders 
surplus declined from 1.39 in 1948 to 
86 in 1955 for 35 leading multiple line 
insurers. In the same span of time 
premiums increased 67.1% for these 
companies. 

The policyholders surplus of New 
York licensed companies increased 
from 1948 to 1955 by $4,742.8 million, 
or 142.3%. For this group, written 
premiums were 1.48% of policyholders 
surplus in 1948 and 1.06% in 1955. 

Mr. Bickelhaupt notes that the 
strong inflationary factor increased 
insurance amounts and thus premiums 
and increased asset valuations, par- 
ticularly in common stocks, and thus 
produced greater rises than the rise in 
liabilities. The fact that inflationary 
tendencies caused almost immediate 
increases in such accounts as stocks 
held by the industry, while premium 
changes occurred more slowly may be 
a substantial reason for the decreasing 
capacity-use ratio (premiums to sur- 
plus). 

Mr. Bickelhaupt suggests the need 
for a more realistic standard of finan- 
cial requirements for multiple line in- 
surers than the present one of so much 
per line of insurance. A simple grad- 
uated requirement based on premium 
volume is a possible choice which mer- 
its attention, he writes. 

In assets, liabilities, capital, surplus 
and policyholders surplus, the 35 lead- 
ing multiple line insurers accounted 
for larger gains, 1948 to 1955, than the 
gains for all insurer’, except in lia- 
bilities. They accounted for 25% of the 
increase in assets shown by all New 
York licensed companies. 


N. C. Agents Pledge $15,000 
Traffic Safety Donation 


North Carolina Assn. of Insurance 
Agents has voted to contribute $15,000 
over a three year period to the state’s 
traffic safety council. The first check 
for $5,000 was presented to Gov. San- 
ford by Louie Woodbury, Wilmington, 
past president of NAIA. Mr. Woodbury 
is a director of the council. 
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Ind. Mutual Companies 
Name R. L. Benjamin 


Robert L. Benjamin has been named 
managing officer of Mutual Insurance 
Companies Assn. of Indiana, comprised 
of 68 mutual companies in the fire or 
multiple line field. He has served as 
assistant secretary-treasurer of the 64- 
year-old association since 1955 and 
handles association duties in addition 
to his regular job as public relations 
director and advertising manager of 
the Indiana Farmers Mutual and Town 
& Country Mutual of Indianapolis. 

Mrs. Clara Belle Stallwood, person- 
nel manager of Indiana Farmers Mu- 
tual and Town & Country Mutual at 
the same time was named assistant 
secretary-treasurer of the association. 
She has had charge of the financial 
affairs of the association for several 
years. 

Carl S. Jones, secretary, personnel 
manager and director of Indiana Lum- 
bermens Mutual has been elected 
treasurer of the organization. Edward 
R. Hungate, secretary Boone Farm 
Mutual of Lebanon was reelected 
president. William T. Adams, Jefferson 
County Patrons Mutual Fire, Madison 
was reelected vice-president. 


So. Fla. CPCUs Elect 
sciiaiaaiaiaiiiiliaaiaaa Allan L. Pither, 
~~ president of 
Southeastern Sur- 
plus Lines of Cor- 
al Gables, has 
been elected pres- 
ident of the south 
Florida CPCU 
chapter. George 
Byrne, American 
International Un- 
derwriters,, was 
elected vice-presi- 
dent, and T. Dixon 
Holladay Jr., 
Alexander & Alexander, secretary- 
treasurer. 


A. L. Pither 


Glass Committee Active 

Lee Barber, superintendent of en- 
gineering of America Fore Loyalty, 
has been named chairman of Ameri- 
can Standards Assn.’s sectional com- 
mittee on safety glazing materials. The 
committee is sponsored by Insurance 
Institute for Highway Safety. 

The committee was reconstituted last 
Jan. 1 and has met continuously 
throughout the year on organizational 
problems. It will now direct its atten- 
tion to investigation of all aspects of 
the safety qualities of both laminated 
and tempered glass, which are the two 
types of glass authorized for use in 
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motor vehicles. 

At present, the code allows tem- 
pered glass in all vehicle glazing ex- 
cept windshields. These must be of 
laminated glass. The advisability of 
requiring laminated glass throughout 
will be considered. 

Representatives of the automobile, 
glass, plastics and insurance industries 
and National Safety Council serve on 
the committee. 


General Adjustment Bureau has 
moved its office at Hobbs, N. M., to 
307 North Shipp Street. 










individually. 
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“And now a word from our sponsor on tough renewals” 


Knock it off, sprout. Let’s clue the head of 
the house that by writing with Bituminous 


and liability coverage. Tell him renewals are 
easier because of Bituminous’ forward-looking 
underwriting practice in appraising each risk 
Tell him about Bituminous’ 
unique application of modern rating tech- 
niques; about Bituminous’ aggressive engineer- 
ing that helps reduce accidents and keep rates 
low; and about Bituminous’ 


- Bituminous Cas 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY e 





Rockland Mutual In 
New Home Office 


Rockland Mutual (formerly Pioneer 
Mutual) has occupied its new home 
office at 112 Water Street, Boston. It 
previously was at 88 Broad Street. The 
100-year old building has been ex- 
tensively remodeled into a modern of- 
fice building but retains its Colonial 
facade with multi-paned windows and 
white exterior. 


Rockland Mutual occupies 6,000 
square feet of floor space on the second 
floor of the structure. The street floor 
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on that face. 


he’s in a strong competitive position on comp 


lobby has been completely remodeled 
and modern self-service elevators ac- 
commodate the entire building. The en- 
tire reconstruction and renovation pro- 


ject was supervised by Stephen B. 
Story, assistant secretary of the com- 
pany 


Cash Named In Georgia 


Willard W. Cash Jr. has been named 
special agent for the Georgia territory 
by Northwestern Mutual. Mr. Cash has 
13 years of multiple line experience, 
both underwriting and field. 













































istic claim service. Let’s put a confident grin 








prompt and real- 


BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 


Atlanta, Ga.; Belleville, Jll.; Birmingham, Aia.; 
Charlotte, N. C.; Chicago, IIl.; Coral Gables, Fla.; 
Dallas, Tex.; Detroit, Mich.; Indianapolis, Ind.; 


Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 
Minneapolis, Minn.; Nashville, Tenn.; New Orleans, 
La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Richmond, Va.; Rock Island, IIl., and St, Louis, Mo. 
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International Service 
Of Fort Worth Wins 


Guaranty Bond Decision 

AUSTIN—Judgment in favor of In- 
ternational Service of Fort Worth has 
been rendered by the third circuit court 
of appeals here in litigation involving 
the company’s guaranty agreement for 
its affiliated Fort Worth Lloyd’s in a2 
to 1 decision reversing the trial court. 
The basis of the holding is that the 
agreement is a guaranty and not a fire 
insurance policy. 
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Dallas Assn. of Insurance Agents and 
Floyd West & Co., with several inter- 
vening associations and companies. Its 
contentions were upheld by the trial 
court, which knocked out the order of 
the state board of insurance approving 
the agreement. Interestingly, the dis- 
trict judge who reversed the board’s 
order was Thomas Ferguson, now 
chairman of the board. 

The appellate court, in its decision of 
Oct. 25, pointed out that the “liability 
on the bond is contingent on failure to 
pay an established loss or insolvency, 
on the part of the original insurer, and 
the amount that such insurer is unable 





The original suit had been filed by 
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Selling’s so much simpler 
for tomorrow minded producers 


to pay becomes the amount of liability 
on the bond... . We do not believe that 
the approval of the guaranty bond 
would permit International Service to 
issue fire insurance policies at unreg- 
ulated rates.” 

Under Texas laws, Fort Worth 
Lloyd’s and similar insurers are un- 
regulated as to rates, whereas standard 
rate companies including International 
Service, must use state-approved rates. 


King agency of Fort Lauderdale, 
has moved its offices to 23 West Sun- 
rise Boulevard. 





You're a one-man Madison Avenue with the Central Idea File. This valuable 
portfolio has everything you need for effective agency promotion: booklets, 
folders, direct mail, ad mats, radio and TV spots. Do these tools get results? 
Almost like having ten extra salesmen. No wonder the Tomorrow Minded Pro- 
ducer sells Central— for keeps. Write for a copy of Central’s exciting Idea File. 


(apitral Warne] surance company 


Home Office: Van Wert, Ohio. Branch Offices: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto 
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Zurich Names Five 
In Underwriting, 
Three In Claims 


Zurich has made several changes in 
its underwriting and claim department, 
Richard J. Maerklin, supervising 
underwriter, Atlanta, becomes super- 
intendent of underwriting at Dallas, 
David M. Denson, supervising under- 


writer, Dallas, becomes supervising 
underwriter at Chicago. Richard D. 
Peterson, supervising underwriter, 


Chicago, becomes supervising under- 
writer at Pittsburgh. Ralph E. Mc- 
Corkle, supervising underwriter, Pitts- 
burgh, becomes supervising under- 
writer at Atlanta, and Charles J. Bey- 
tebiere, senior underwriter, Seattle, 
becomes supervising underwriter there. 

Robert L. Bemben becomes superin- 
tendent of Cleveland’s claim depart- 
ment and L. F. Curneen becomes su- 
perintendent of Seattle’s claim depart- 
ment. John G. Helander joins Zurich 
as superintendent of claims at Portland. 

Mr. Maerklin joined the company in 
1929 in New York as an underwriter 
and in 1955 was transferred to Atlanta 
as supervising underwriter. Mr. Den- 
son joined Zurich in 1959 as super- 
vising underwriter in Dallas after 12 
years with American Surety. Mr. Peter- 
son had been with Continental Cas- 
ualty for four years before joining 
Zurich in 1956 as a senior underwriter 
at Chicago. Mr. McCorkle had been 
with Maryland Casualty for three years 
and with Travelers for four years 
before joining Zurich in 1958 in Atlanta 
as an underwriter. He was transferred 
to Chicago in March, 1960 and to Pitts- 
burgh in October, 1960. Mr. Beytebiere 
was with General of Seattle for five 
years before joining Zurich in Jan- 
uary of this year. 

Mr. Bemben has been with Zurich 
in Detroit since 1951, first as a claim 
representative and then, since 1958, 
as a claim supervisor there and at 
Cleveland. Mr. Curneen joined Zurich 
in Los Angeles in 1952 as a claim re- 
presentative and in 1960, became super- 
intendent of the Portland claim depart- 
ment. Mr. Helander was with Fire- 
man’s Fund and General Adjustment 
Bureau as an adjuster and with 
American Hardware Mutuals as an 
underwriter. 


General Of Seattle 
Promotes Johnston 


General of Seat- 
tle has raised 
‘Donald E. Johns- 
ton from sales 
manager of the 
southern Califor- 
nia division, with 
headquarters at 
Panorama City, to 
director of pro- 
perty and casualty 
sales. He joined 
the company in 
southern Califor- 
nia in 1940 and 
was successively auto and commer- 
cial lines underwriter, Los Angeles 
manager and division sales manager. 


Donald E. Johnston 


White Is Special In N.M. 


Lorren W. White has been appointed 
special agent of the fire companies of 
Hartford Fire group in New Mexico 
with headquarters at Albuquerque. 
He joined the company as a fire un- 
derwriter in Chicago in 1956. In 1958 
he was transferred to Dallas, where he 
served in the special risks, brokerage, 
marine and fire underwriting depart- 
ments. 
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Slawsby Says Measuring Ads Is Difficult 


The difficulties of evaluating the 
effectiveness of insurance advertising 
were described by Archie Slawsby, 
Nashua, N.H., in a talk at the annual 
meeting in Baltimore of Maryland 
Assn. of Insurance Agents. Because in- 
surance sales involve fairly substantial 
amounts of money, they seem to reflect 
not only the effect of advertising but 
also the result of “the pushing and 
pulling which goes on in the insurance 
marketplace.” 

Another factor in measuring ad 
effectiveness, Mr. Slawsby said, is that 
‘insurance sales are usually delayed. 
Little coverage is bought on impulse. 

Mr. Slawsby described the relative 
‘simplicity of advertising a tangible 
and perishable product with regard to 
ability of the ad to sell. But insurance 
‘tis different. The prospect is in the 
‘market for automobile once a year 
"(perhaps twice or four times if he is 
‘on a direct billing plan.) He is in the 
market for homeowners every three 
years—or every year if he is buying 
coverage on installments. 


Cites Difficulties 


“The chances are about 24 to one 
against our advertising the exact cov- 
erage that our prospect is in the mar- 
ket to buy on a given day. This cal- 
culation assumes that the average pol- 
icyholder is aware that his policy is 
running out about two weeks before it 
actually does. This, of course, is subject 
to some debate,” Mr. Slawsby declared. 

Insurance advertising must of neces- 
sity leave a longer lasting impression 
to motivate the buyer when he is 
in the market for coverage. For this 
reason, the results of the ads are not 
easy to gauge. 

Mr. Slawsby’s agency has been ad- 
vertising conventional coverages at 
conventional rates. The agency has 
been trying to-sell “itself” because it 
claims that its services are “unconven- 
tional,” a synonym for better. 

Since early in 1960 the agency has 
been using a front page newspaper ad. 
Some time later, a competitor took 
space to advertise coverage 50% off 
the market. Mr. Slawsby’s agency no- 
ticed a decrease in closing sales with 
“walk in prospects.” The effectiveness 
of the price ad was increased because 
it was placed on the newspaper page 
right next to the Slawsby ad. 

The solution to his problem did not 
seem to lie in changing his ads, Mr. 
Slawsby said. What he did was find a 





Celina Appoints Price 

Celina group has named E. David 
Price assistant services manager. In 
this capacity, Mr. Price will assist D. 
B. Spangler, manager, in office ser- 
vices, including the processing of 
printing, supply, mail, fleet mainten- 
ance, etc. 
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walk in prospects. This did the trick. Trundle Is General 


Because each salesman has some in- 
way to convert a higher number of side work to do, he now plans it for the Manager At Atlanta 
“walk in” shoppers into customers. He day on which he is in residence for Alfred G. Trundle, manager at At- 
found that the agency was maintaining sales talks in the agency. lanta since 1942, has been named gen- 
the same high percentage of conver- The agent must “sell” conventional eral manager there by Aetna Cas- 
sions of casualty prospects into cus- covers at conventional rates, Mr. ualty. Mr. Trundle joined Aetna Cas- 
tomers, because the chief casualty un- Slawsby said. For this reason, he does ualty at Newark in 1922 as an under- 
derwriter to whom shoppers were re- not subscribe to the belief that insur- writer. Subsequently he served as 
ferred had a flair for selling. The fire ance ads can be measured by sales. chief underwriter and assistant man- 
underwriter did not have strong sales Many other factors enter into sales ager at Newark before going to At- 
ability. closings. Advertising will not do all lanta as manager. He is a past presi- 
Mr. Slawsby therefore rearranged the selling. Anything as objective as dent of Atlanta Casualty & Surety 
the schedule so that a salesman would advertising is an art, Mr. Slawsby Assn. and a former director of National 
be present every day to speak with concluded. Automobile Underwriters Assn. 









| The America Fore Loyalty Fieldman’s mission... 


...LET'S BUILD YOUR BUSINESS! 


Need help on a tough problem? Or an assist with 
a prospect? The America Fore Loyalty fieldman’s 
broad training and experience can be invaluable to you. 
A call from your America Fore Loyalty fieldman 
is a business call—business he’s interested in helping 


you produce and keep. 


America Fore” 
Loyalty Group 
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I Court Upheld Cover 
f Though Furrier Had 
= Understated Values 


A iurrier who effected insurance by 
way of the storage receipts he gave 
his customers was the agent of the in- 
surer, which could not deny liability 
even though the furrier consistently 
had understated the values exposed, 
after a fire destroyed the establish- 
ment and the furs it contained. This 


specialized training 
+ experience 
= dependable performance 
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was the holding of the eighth U. S. ap- 
peals court for eastern Arkansas, in 
Aetna Fire vs Eisenberg and: others, 
reported in 10 CCH (Fire & Casualty) 
1070 

Aetna Fire’s furriers’ customers pol- 
icy covered apparel in the Eisenberg 
establishment in Little Rock for a limit 
of $200,000. The policy imposed on the 
furrier the obligation to keep an ac- 
curate record of receipts issued, along 
with the amount of value stipulated 
by the customer. He also had the duty 
under the coverage of reporting 
monthly the aggregate amount of val- 
ues set forth in all outstanding re- 








Bonding specialists for 71 years 








FIDELITY AND DEPOSIT COMPANY 


BALTIMORE, MARYLAND 


ceipts. 

The policy did not carry a penalty 
or forfeiture clause in case of false or 
fraudulent under-reporting of values. 

Eisenberg also issued personal fur 
floater policies in place of the storage 
receipt, if the customer preferred. As 
to this coverage, the local agent of 
Aetna Fire had advised the furrier 
that he need not report the amount of 
declared value. Consequently, Aetna 
Fire did not deny liability on these. 

The fire occurred July 22, 1958. Dur- 
ing the investigation that followed, it 
became apparent that Eisenberg had 
under-reported values by almost $100,- 
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000. The district court found that 
Eisenberg knew that it was necessary 
to report values and that premiums 
were based on such values, though 
Eisenberg denied this. 

The appeal court observed that 
Eisenberg for years had advertised the 
Aetna Fire coverage and that the in- 
surer had furnished him with adver- 
tising cuts. 

Terming the policy a third party 
beneficiary contract, the appeal court 
ruled that the owners of the property 
were the real parties in interest and as 
such could maintain an action on the 
policy directly against the insurer. 
The trial court held that though Eisen- 
berg’s fraud in under-reporting was a 
good defense against any claim by him, 
it was not a defense against the claims 
of the owners. The higher court main- 
tained this view. 

Could Have Known 


Aetna Fire was estopped from claim- 
ing that it was unaware of the fraud- 
ulent misrepresentations of Eisenberg 
since his records were open for inspec- 
tion by company representatives. The 
company had only made two such in- 
spections in the 24-year life of the pol- 
icy and.then only took Eisenberg’s 
word for the values though the pro- 
perty was available for inspection in 
the shop. 

The court also held Aetna Fire 
estopped from claiming there was no 
agency relationship with Eisenberg. He 
had advertised the Aetna trademark 
and coverage for years. Certainly, the 
court said, Aetna, which allowed Eisen- 
berg to solicit for it as its agent, gave 
him the power to perpetrate the fraud 
and had it in its power to prevent the 
fraud by making the provided-for au- 
dits, should suffer the loss rather than 
the intervenor-customers. 

The court could see no difference 
between the agency relationship on 
the personal fur floaters and on the 
storage receipts. 


Vending Machine Promotion 


National Vended Ski Ins. Corp. of 
New York has filed a statement with 
SEC seeking registration of 550,000 
shares of common stock, to be offered 
for public sale on an all or none basis 
by Pacific Coast Securities Co. 

The company was organized under 
Delaware law in July to distribute its 
coin-operated VIA vending machines 
to selected insurance brokers for in- 
stallation principally at ski reareation 
areas, winter ski resorts, water ski 
marinas, and in sporting goods stores. 
The company has an arrangement 
with Security Life & Accident of Den- 
ver to write the ski accident policies. 

The company has outstanding 45,000 
shares of common stock, of which C. 
Minot Dole, president, and eight other 
management officials own 11.11% 
each. Management officials have been 
issued five year options to purchase an 
aggregate of 135,000 shares for initial 
organizational services rendered to the 
company, exercisable at from $1 to 
$1.20 per share. Like options covering 
30,000 shares have also been issued to 
Edward R. Bunting, president of Paci- 
fic Coast Securities. 

Standard Accident Names Probst 

Standard Accident has appointed 
Lawrence M. Probst claim manager 
at Minneapolis. He replaces William 
R. Selb, retired. Mr. Probst began his 
career in 1946 as a claim representa- 
tive for Standard Accident’s Minne- 
apolis claim office. He was transferred 
in 1950 to head the Duluth claim of- 
fice, and returned to Minneapolis in 
1953. In 1959 he was made assistant 
claim manager. 
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Lennihan, Hender 
Promoted By Chubb 


Chubb & Son has appointed Dunning 
Lennihan manager and George P. 
Hender deputy 
manager for 
claims at Phila- 
delphia. Mr. Len- 
nihan succeeds the 
late Earl W. Hoh- 
bein. 

Mr. Lennihan 
has been with the 
organization at 
New York, Phila- 
delphia and At- 
lanta. He served 
for three years as 
assistant manager 
of tne Philadelphia office. 

Mr. Hender has been with Chubb & 
Son 24 years and is recognized as one 
of the senior loss adjusters in Phila- 
delphia. 





Dunning Lennihan 


Region VI Women Report 
Busy Year, Many Plans 


Local clubs in region VI of National 
Assn. of Insurance Women report busy 
months behind them and busier ones 
planned for the year ahead. 

Insurance women of Lafayette, La., 
are preparing for the 1962 region VI 
conference, which will be held in their 
city March 23-25. The Shreveport 
group has been assisting with a com- 
prehensive insurance course held by 
J. Harris Dawrin, special agent Tre- 
zevant & Cochran. 

The New Orleans contingent during 
the past year sponsored a _ vacation 
safety program in the seventh and 
eighth grades of public and parochial 
schools. The Dallas women have 
scheduled a series of classes on the 
changes made recently in fire and EC. 
Charles Blandford, National Union, 
will be the instructor. The Houston 
association has appointed as insurance 
consultants, members of the club spe- 
cializing in various lines and depart- 
ments. At Midland, Tex., club mem- 
bers have worked up an analysis of 
the homeowners policy. 

Among other units participating in 
educational and safety programs are 
those of Monroe, Shreveport, Lubbock, 
Tulsa and Fort Smith, Ark. 


Reiner To Freeport 
For Springfield-Monarch 


Springfield-Monarch companies 
have appointed Fred A. Reiner life, 
A&S supervisor for the midwestern 
department at Freeport, Ill. He has 
been traveling east central Iowa for 
the group. 

Replacing Mr. Reiner is Clayton 
Cram, who will be located at Grin- 
nell, Ia. 

In another appointment, the group 
named James B. Erdmier field man 
at Peoria. He will service that city and 
central Illinois. 


Illinois AR Plan Meets 


Members of Illinois Automobile As- 
signed Risk Plan at the annual meet- 
ing last month in Chicago heard a re- 
port from the chairman, Robert K.- An- 
derson, on amendments which became 
effective March 1. 

Manager Edward J. Thau reported 
on assignments for the fiscal year 
ending June 30. 

The governing committee reelected 
Mr. Anderson, who is with the Inter- 
Insurance Exchange of Chicago Motor 
Club, to serve another year as chair- 
man. 


Appoints New NAIA 


Committee Leaders 

Cooper M. Cubbedge of Jackson- 
ville, president of National Assn. of 
Insurance Agents, has appointed five 
new committee chairmen. They are 
Richard B. Elliott of Richmond, agency 
management, William R. Lee of Che- 
halis, Wash., casualty, John W. Hemp- 
hill of Painesville, O., educational, 
Dave Johnson of Pensacola, fidelity 
and surety, and Donald W. Perin Jr. 
of Chicago, metropolitan and large 
lines agents. Neil D. Coates of Miami 
is the new vice-chairman of the cas- 
ualty committee. 

Reappointed chairmen are Stanley 
W. Greaves of River Edge, N. J., ac- 
cident prevention, George J. Margraff 
of Philadelphia, finance, Harry F. Le- 
crenier Jr. of West Palm Beach, fire 
safety and civil defense, with Joseph 
J. O’Toole of St. Louis as vice-chair- 
man, Joseph L. B. Murray of Wash- 
ington, local board and membership, 
Julian A. Lenke, of Cincinnati, pro- 
perty, with W. L. Thompson Jr. of 
Hartsville, S. C., as vice-chairman, and 
C. D. Swett of Woodland, Cal., rural 
agents. 

Chairmen of special committees are 
Eben Learned Jr. of Norwich, Conn., 
advertising, Arthur F. Blum of Rock- 
away Park, N.Y., automated agency 
accounting, Morton V. V. White of 
Allentown, Pa., federal affairs, Louie 
E. Woodbury of Wilmington, N. C., 
employment of physically handicapped, 
and Ralph W. Howe of Richmond, nu- 
clear energy risks. Mr. Howe is also 
the NAIA representative to U. S. 
Chamber of Commerce. 


New Chicago Agency Formed 
Keeler-Wacker is the name of a 
newly formed Chicago agency of 
which Joseph A. Toomey, formerly of 
John E. Irland & Co., Lloyd’s corres- 
pondents, has taken over management 
duties. In addition to continuing in 
the excess and surplus line marketing 
field, he will develop a general lines 
portfolio for the new agency. 
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Many Cook County PI 
Cases Without Merit, 
Hugh Johnson Declares 


A “notable percentage” of personal 
injury cases clogging Cook County 
couris are there needlessly and many 
are without merit, according to Hugh 
sN. Johnson, assistant general counsel 
Chicago Motor Club. 

Explaining that about 93% of all 
personal injury claims growing out of 
motor car accidents are settled by in- 
surance companies without ever reach- 
ing the courts, Mr. Johnson said court 
statistics in Cook County show that 
the majority of cases tried to final 
m verdict end in findings for the defense. 
Mr. Johnson discussed the casualty 
‘insurance point of view of Cook Coun- 
ity court congestion in a _ luncheon 
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speech before the Lakeview (Ill.) Lions 
Club. 

Mr. Johnson argued that the insur- 
ance industry, by settling more than 
90% of all claims without litigation, 
is a friend of the courts. Of the less 
than 10% of claims which arrive 
in court, only the barest fraction are 
tried to a verdict, he said. And the 
results of those few actually going to 
verdict are a dramatic emphasis of the 
fact that the insurance companies are 
operating properly in defending these 
cases to conserve premium funds which 
they administer. 

“In plain language, a notable per- 
centage of such cases tried to verdict 
are simply without merit and need- 
lessly force expensive and protracted 
litigation. The figures show this to be 
a fact. From Sept. 1, 1960, until July 
1 of this year the last complete 
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court term—there were 312 verdicts 
of not guilty as against 267 verdicts 
of guilty with damage awards in all 
courts in Cook County—federal, su- 
perior, circuit, county and municipal. 
That represents just about 54% of all 
verdicts for the defense—53.7% to 
be exact,” Mr. Johnson noted. 


County Totals 


During that same court term in all 
102 Illinois counties, he said, 721 per- 
sonal injury cases were tried to final 
verdict. Of these, 376 ended in the 
clearing of the defendant and his in- 
surance company, for a ratio of 52.3% 
for the defense. 

“Significantly, in many of those de- 
cisions that went for the plaintiff, the 
awards arrived at were no greater and 
often even less than settlements that 
had been offered to the plaintiff and 
could have been his for the taking 
without any expensive litigation 
whatsoever—without adding to the 
massive burden of the courts,” Mr. 
Johnson contended. “And under the 
contingency fee system under which 
most of these cases are tried, the law- 
yers for the plaintiff take at least 25% 
and sometimes up to 50% of court 
awards.” 


Phoenix Of Hartford Names 
Three Special Agents 


Phoenix of Hartford has named Jo- 
seph J. Hill special agent at San Jose 
to succeed Jack E. Frost, who has re- 
signed from the business. Mr. Hill will 
be associated with Patrick A. Leeper, 
special agent in Santa Clara County. 

Donald E. Doolittle has been appoint- 
ed special agent and transferred from 
San Francisco to Seattle, where he 
will assist Mel D. Pountain, state 
agent, and George L. Langdon, special 
agent. 

John B. Gellatly has been named spe- 
cial agent and sent to Montana to re- 
place Kenneth W. Kinghorn, district 
manager, who has been reassigned to 
additional responsibilities at San Fran- 
cisco. 
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Calls For A Greater 
Regulatory Flexibility 
On Government's Part 


If the present system of private en- 
terprise insurance is to progress, Mr. 
Kerr said, regulation by states must 
be more effective, but it also must be 
less restrictive. 

The speaker conceded that state re- 
gulation of the insurance industry is 
both essential and desirable, and that 
state regulation should receive the 
major share of credit for the growth 
and maintenance of public confidence 
in the insurance industry. 

However, he asserted, the failure of 
some states to recognize the need for 
greater freedom of price and product 
could become an open invitation for 
the federal government to superimpose 
federal control on top of state control. 

In this respect, Mr. Kerr said, in- 
surance rates should be established by 
competition in the open market place. 
The current trend toward uniform 
casualty insurance rates in some states 
is already attracting considerable at- 
tention from the U.S. Senate anti-trust 
and monopoly subcommittee. 


Becoming Outdated 


Mr. Kerr also asserted that laws 
pertaining to insurance company in- 
vestments are rapidly becoming out- 
dated and thus prevent insurance com- 
panies from putting policyholder 
funds to the best possible use. 

While advocating greater flexibility 
of state insurance regulations, Mr. Kerr 
said this should be done with adequate 
safeguards to assure insurance com- 
pany solvency. This, he said, means 
that most insurance departments need 
more funds with which to attract and 
keep competent and experienced per- 
sonnel. Most insurance regulatory 
bodies are both understaffed and un- 
der-financed to do the kind of effective 
job that needs to be done. 


Iowa AR Plan Meets 


Robert L. Hilton, manager Iowa 
Automobile Assigned Risk Plan, told 
members at the annual meeting that in 
the first nine months of 1961 the plan 
reviewed 8,771 new and renewal ap- 
plications, a decrease of 2,855 from 
the same period of 1960. He said this 
may be attributed to such causes as 
uniform rates, new substandard mar- 
kets, etc. 

In 1959, the Iowa AR Plan had a BI 
loss ratio of 82.6 and a PDL ratio of 
78.2. For the 3 years 1957-1959, the BI 
loss ratio was 98.8 and PDL ratio 
76.1. 

Plan B has been submitted to the 
Iowa department for consideration and 
approval, but no action has been taken 
yet. This calls for utilizing increased 
basic plus all surcharges on private 
passenger risks, and on other risks 
utilizing each company’s basic rates 
plus all surcharges. Under Plan B, the 
only uniform rate would be private 
passenger. 

Elected to the governing committee 
were: Arthur Horka, Hartford Accident 
(National Bureau); George J. Star- 
man, Iowa National Mutual (Mutual 
Bureau); John Stougard, Western Mu- 
tual, (National Assn. of Independent 
Insurers); John Shiffler, Hawkeye- 
Security (other stock insurers), and 
Karl Penniwell, American Mutual 
(other non-stock insurers). 


McCluskey Joins Frank Allyn 

Kent E. McCluskey has joined Frank 
Allyn Inc., Seattle adjusters, as a 
staff adjuster at Seattle. He had been 
for six years with Farmers Mutual of 
Enumclaw. 
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Six leaders in the recent Aetna Casualty promotion contest for its Auto- 
Rite safe driver policy are shown during home office conference with William 
W. Ellis, secretary of the company’s agency department, who points to sales 
growth chart. The top agent in the campaign, Joe Weiland, center, of Clay, 
W. Va., sold 185 policies in the five-week contest. Other leaders are from left: 
W. C. Taylor, Harrisburg, Pa.; Paul Cooper, Montoursville, Pa.; Reed Lebo, 
Millersburg, Pa.; Aulton Vann, Pascagoula, Miss., and Robert Williams, Wilkes- 
Barre, Pa. The six producers accounted for more than 800 sales. Mr. Ellis re- 
ported that for the first nine months of 1961, Auto-Rite sales are up 205% 


over the similar period in 1960. 





Urges Long And Serious 
Research In Developing, 
Rating Package Policies 


Long and serious research is neces- 
sary in the development and rating 
of package policies if such products 
are to be successful and profitable, L. 
H. Longley-Cook, actuary North Amer- 
ica, told Pacific Northwest CPCU 
chapter’s all-industry lunch. 

There are some insurance execiitives 
who, encouraged by the success of the 
homeowners policy, apparently believe 
that all that need be done is to staple 
together a number of old bureau 
forms, change some wording around 
a bit, add benefits and allow a 20% or 
larger discount for packaging. 

The development of a package policy 
falls naturally into three distinct 
areas, marketing, coverage and rating. 
The first step is marketing research. 
It is important to examine the poten- 
tial market for a new package. If it is 
to be successful, it will have to be 
brought to the attention of the public 
and the company’s agents by adver- 
tising or other promotional methods. 
It is essential that the company can 
look with reasonable probability to a 
volume adequate to warrant the cost 
of developing and marketing. 

Having decided on the general out- 
line of the new package, the develop- 
ment of the project in detail must be 
turned over to a qualified research 
group which will bring together a con- 
glomeration of coverages into a single 
tidy whole. This is a long and tedious 
job requiring great skill, experience 
and attention to detail. The carefully 
designed package will be one which 
is attractively presented and easy to 
understand, not a potpourri of differ- 
ent forms, endorsements and riders, 
Mr. Longley-Cook said. 

Once a new _ package policy is 
launched it is necessary to collect ex- 
pense statistics and loss statistics to 
determine whether the over-all venture 
is profitable and to detail information 
for improving the rating plan. 

While a satisfactory industry statis- 
tical plan was developed for home- 
owners, the same is not yet true for 
the newer packages and greater co- 
operation is needed between all con- 
cerned if the industry is to produce 
usable statistics in an economic man- 
ner. 


Standard Accident 
Promotes Rinschler 
And Kennedy 


Standard Accident has made two 
promotions in New York. Gerald J. 
Rinschler has been named supervising 
field representative at suburban 
Hempstead and William P. Kennedy 
attorney of record and head of the 
legal department at the New York 
City branch. 

Mr. Rinschler joined Standard Ac- 
cident in 1950 as a casualty under- 
writer at the New York branch. He 
was transferred in that same capacity 
in 1951 to the Hempstead office and 
later that year became head casualty 
underwriter there. He was named field 
representative in 1953 and has held 
that position until his most recent ap- 
pointment. 

Mr. Kennedy joined the company 
in 1950 as a claims representative at 
Newark. In 1957 he was transferred to 
the New York branch’s legal depart- 
ment where he served as subrogation 
attorney until his present promotion. 


O. O. Allen Is Elected 


President Of Statesman 


O. O. Allen has been elected presi- 
dent and treasurer, and J. M. Bone 
secretary of Statesman of Indianapolis. 
Other members of the Statesman group 
are State Auto, Timeco, an insurance 
financing organization. Auto-Mobile 
Underwriters has elected A. L. Bernd 
president, O. O. Allen executive vice- 
president and treasurer, R. L. Stewart 
vice-president, and J. M. Bone secre- 
tary. The company is the attorney-in- 
fact for State Auto. 


4l 


R.]. Bowling Joins 


National Fire 

Robert J. Bowling has joined Na- 
tional Fire as agency superintendent 
in charge of the western department’s 
A&S operations at Chicago. 

Mr. Bowling started his business 
career with Continental Casualty in 
1954 in the southern central special 
risks division. In 1955 he was trans- 
ferred to manage special risks opera- 
tions at Denver. Since 1958 he had 
been regional manager at Chicago in 
charge of the association group division. 
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Fire Investigation, 
Subrogation Meet 
Has Five Full Days 


The second annual fire investigation 
and subrogation seminar will be held 
at the Carillon Hotel in Miami Beach, 
Fla., Nov. 26-Dec. 1. Sponsored by the 
University of Miami, the meeting will 
consist of a full week of sessions— 
with a panel being featured each day. 

Daniel Steinhoff, dean adult educa- 
tion University of Miami, will be chair- 
man of the first session at which 
which Florida Commissioner Larson 
will tender a welcome and Shelby 
Gallien, director public safety insti- 
tute Purdue University, will outline 
the purpose and plan of the seminar. 


Speakers Listed 


The afternoon session, with D. C. 
Kennett,, chief Miami Beach fire de- 
partment, as chairman, will have as 
speakers John Kennedy, chief special 
agent John A. Kennedy & Associates, 
Chicago, ‘“‘Who Investigates Fires and 
Why?” A. M. Willis, deputy state fire 
marshal, “Role of The Law Enforce- 
ment Officer in Fire Investigation;” 
Peter Nilsen, chief Surfside, Fla., fire 
department, “Chemistry of Fire;”’ and 
L. C. Crockett, manager fire-multiple 
lines department Utica Mutual, “In- 
terpretation of a Typical Fire Insur- 
rance Policy.” A summing-up panel 
will follow this session, participants 
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being the afternoon speakers plus 
Edmund W. Sinnott, partner of Pope, 
Ballard, Uriell, Kennedy, Shepard & 
Fowle, Chicago, and Herbert A. Kuvin, 
professor University of Miami Law 
School. 

Prof. Gallien will be chairman of 
Tuesday morning’s session. Donald 
Ridge of Diver, Diver & Ridge, Wau- 
kegan, Ill., will speak on “The At- 
torney’s Viewpoint in Subrogation;” 
Bruce Smith, executive secretary 
National Assn. of Independent Insur- 
ance Adjusters, “The Need For In- 
dependent Insurance Adjusters,” and 
Mr. Sinnott, “Subrogation Investiga- 
tion of Fires and Explosions.” 


Smith Is Chairman 


Mr. Smith will be chairman of the 
afternoon session. William G. Coppock, 
L. J. Shaw & Co., Chicago, will discuss 
“The Adjuster Lays The Groundwork 
for Subrogation;” Prof. Gallien, ‘“Arson 
Trends and Fire Problems,” and Mr. 
Kennedy “Interviewing Witnesses and 
Signed Statements.” 

A panel on current insurance pro- 
blems follows. Representing National 
Assn. of Independent Insurance Ad- 
justers will be L. B. Hazzard, New 
York, past president, and H. B. Well- 
born, Hattiesburg, Miss., president. 
For National Assn. of Public Insurance 
Adjusters will be Martin Dietz, New 
York, president; Sidney Greenspan, 
Los Angeles, vice-president, and 
George E. Gordon. Others on the panel 
include Herbert L. Grant, Consolidated 


Royal-Globe formally opened its new regional office in Detroit, shown 
with, with an open house for agents. 
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On hand to greet guests were Clarke 


Smith, president; E. R. Voorhis, vice-president and western territorial execu- 
tive, and M.J. Rhew, agency and marketing vice-president. The new building is 
headquarters for the group’s operations in Michigan. Charles F. Cliggett is man- 
ager, and J. A. Fortescue claims manager. Highlighting the displays, which 
featured services available to agents of the group, was a miniature replica of 
Royal-Globe’s electronic data processing equipment. Guests attended a reception 
at the Latin Quarter after touring the office. 

The two-story building houses a staff of more than 80 employes. In addition © 
to underwriting, production and accounting facilities, the office contains an 


employes’ lounge and conference room. 





Mutual, Brooklyn; John C. Hagensick, 
fire loss manager Reserve of Chicago, 
and Mr. Coppock. 

An evening session will feature a 
demonstration of electronic aids and 
devices by Bernard Schwartz, Mich- 
igan Electronics. 

Wednesday’s morning session will 
have Mr. Hagensick, ‘“‘The Loss Ad- 
justment of Substandard Fire Insur- 
ance Claims; Mr. Gordon, “The Role 








Automobile Physical Damage Insurance 


The conservatively operated Stock Company, admitted in Missouri, Illinois, In- 


diana, Kentucky, Ohio, Michigan, Louisiana, Arkansas and Oklahoma, specializ- 

ing in Auto Physical Damage Insurance, has 
OPENINGS AVAILABLE FOR AGENCY CONNECTIONS 

If you have a volume of this business, it will be to your advantage to 

place it with a Specialty Company. 


Send your inquiries to MANCHESTER INSURANCE & INDEMNITY COMPANY, 
9929 Manchester, St. Louis 22, Missouri. 


A CAPITAL STOCK COMPANY 


Maroreriibasarstee & |riemnity f\smpany 


Cincinnati, Ohio 


Executive Offices—St. Louis 22, Missouri 








of the Public Insurance Adjuster,” and 
E. B. Rood, of Rood, Dixon & McEwen, 
Tampa, “The Case for the Plaintiff.” 
Mr. Coppock is chairman of this ses- 
sion. 

With Mr. Kennedy as chairman, the 
afternoon session will have Lloyd W. 
McNally, general manager Underwrit- 
ers Salvage, Chicago, ‘“Salvage—Its 
Importance and Preservation;” Stephen 
J. Nagy of Tenney, Sherman, Bentley 
& Guthrie, Chicago, “The Case for the 
Defendant;” Prof. Gallien, “Gas Chro- 
matography,” and a panel on salvage 
and evidence with Messrs. McNally, 
Gallien, Kennedy and Nagy. 


Thursday Program 


Thursday’s sessions will feature Mr. 
Hazzard, “Role of the Insurance Ad- 
juster;’’ Mr. Kennedy, “Physical Evi- 
dence and Fire Photography Illus- 
trated;’” James E. Kehoe, officer in 
charge Chicago fire department arson 
squad, “Searching the Fire Scene;” 
Mr. Ridge, “Damages;” Henry Hyde of 
Hyde & Jones, Chicago, “Litigation;” 
C. Dana Bossart, Pittsburgh, “Juve- 
niles and Fires,” and a panel of attor- 
nies on “Pre-Trial Discovery”: Messrs. 
Sinnott, Ridge, Hyde, Rood, Nagy, and 
Kuvin. 

The final day consists of Mr. Kuvin, 
“Recent Trends in Subrogation De- 
cisions;’ Mr. Kennedy, “Proving Ne- 
gligence Through Fire Investigations;” 
Mr. Sinnott, “Preparation of a Witness;” 
Mr. Kennedy, “Writing the Final In- 
vestigation Report;’ a panel on “A 
Report of the Latest Developments in 
the Fire Investigation and Subroga- 
tion Field,’ and a summary of the 
five-day seminar by Prof. Gallien. 








EXCELLENCE 


EXCELLENCE INVITES COMPARISON 


COMPARE THE BUCKEYE UNION GROUP WITH OTHER COMPANIES 


BUCKEYE UNION GROUP 


Buckeye Union Casualty Company 
Buckeye Union Fire Insurance Company 
Mayflower Insurance Company 





Home Offices: Columbus 16, Ohio 
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Continental Casualty 
Booklet Explains 
Surplus, Excess 


A pocket-size pamphlet explaining 
the operation of excess and surplus 
insurance has been published by Con- 
tinental Casualty’s excess and surplus 
lines division. Titled, “The Continental 
Marketing Guide for Excess & Surplus 
Lines,” the booklet offers concise, de- 
tailed explanations of the kinds of in- 
surance coverage that are included un- 
der the separate terms “excess” and 
”*surplus.” In fewer than 30 pages, the 
guide covers such diversified subjects 
as excess liability, excess umbrella, 
excess workmen’s compensation, errors 
and omissions, unusual risks and spe- 
cial events. 

The guide is part of a long-term 
effort on the part of the division to 
apply well-established marketing prin- 
ciples to this phase of insurance. 
Agents and brokers, insurance com- 
panies and educational departments 
have received copies of the booklet. 

Continental’s excess and surplus lines 
division was established in 1954 with 
three people; today the staff numbers 
nearly 70 handling on annual premium 
volume of approximately $18 million. 


— 


Conduct Fire Prevention 


Program For Distilleries 


A fire prevention week program was 
conducted by American Risk Manage- 
ment at all the distilleries insured by 
Distillers Ins. 

A film, “The First Five Minutes,” 
was shown to employes and was fol- 
lowed by group discussions pertaining 
to fire prevention problems both at 
work and at home. This program was 
conducted by Morton E. Luber of the 
Chicago office of American Risk Man- 
agement, and Arthur H. Deters Jr., of 
the Louisville office. 

Previously, tests were conducted 
of all existing and new lightning pro- 
tection systems at the distilleries by 
G. R. Morton, Lee Pankratz, and Roger 
Schindler of American Risk Manage- 
ment. 


Xmas Safety Materials 


A complete line of materials to pro- 
mote fire safety at Christmas is now 
available at National Fire Protection 
Assn., 60 Batterymarch Street, Boston 
10. A folder, A Happy—and Fire 
Safe—Christmas, describes the safe 
handling of Christmas trees, lights 
and decorations, and other safety 
measures. 

Sparky, NFPA’s fire dog, is featured 
on a Christmas poster, and appears on 
a new Christmas tree coloring card for 
children. The card includes a pledge 
for children to keep the tree well 
sparks and flames away while it’s 
standing in the home. After it is col- 
ored the card may be hung on the tree 
as an ornament. 


Aetna Fire Names Maloney 


Aetna Fire has appointed John W. 
Maloney special agent in the Hartford 
branch office. Mr. Maloney joined the 
company in 1959 in the A & S depart- 
ment. He has recently completed the 
company’s multiple line training school 
for field men. 


The executive committee of West 
Virginia Assn. of Independent Insurors 
at a meeting in Charleston voted dis- 
approval of National Bureau’s fran- 
chise filing, which already had been 
turned down by the West Virginia de- 
partment. 
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Menner Has Electronic 


Communications System 
Leo B. Menner & Co. of Chicago 
has installed electronic equipment 
which will provide instantaneous com- 
munication with its London markets. 
The equipment is among the first of 
its kind in Chicago and has only pre- 
viously been available to companies 
operating communication systems. 

By dialing specific code numbers, 
connections can be made with other 
subscribers throughout the world as 
well as other U. S. cities. The time lag 
previously experienced in cable and 
telephonic methods will be eliminated. 


To Sponsor Denver Buyers’ Meeting 

Commercial insurance programs will 
be outlined Dec. 5 at a conference for 
buyers sponsored by the Van Schaack 
agency of Denver as a highlight of its 
50th anniversary. About 150 buyers 
from the Rocky Mountain area will 
attend the discussions of fire rating 
problems, fidelity bonds, marketing 
trends and other subjects. William R. 
Kersten, vice-president CPCU Society, 


Selected Risks Does 
Better In 9 Months 


Selected Risks, Branchville, N. J., 
had written premiums in the first nine 
months of $11,677,346, a rise of 8.4%. 
Policyholders surplus was $6,320,401, 
up $1,654,729. Investment income was 
$371,770, a rise of 15.8%. Underwriting 
profit before taxes was $276,449, com- 
pared with $35,971. The incurred loss 
ratio, including loss adjustment ex- 
pense, declined from 63 to 60.2, while 
the expense ratio increased from 33.4 
to 33.6 

Directors declared an extra divi- 
dend of 10 cents a share, in addition 
to the usual quarterly dividend of 30 
cents. An extra of 10 cents was de- 
clared earlier this year, bringing to 
$1.40 the total paid in 1961. 


New York Board has_ elected 
Richard P. Halley, assistant secretary 
Aetna Fire, vice-chairman of the com- 
mittee on losses and adjustments to 
succeed Fred G. Buswell of America 
Fore Loyalty, retired. J. N. Blegen, 
vice-president America Fore Loyalty, 
becornes a member of the committee 


is manager of the Van Schaack agency.to fil! a vacancv. 


175 W. Jackson Blvd. 





Geo. F. Brown & Sons, Inc., main- 
tains over ten specialized depart- 
ments fully staffed with trained ex- 
perienced personnel to assist in the 
prompt and efficient handling of your 
needs. Our goal of constantly striv- 


ing for improvement in markets and 
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Indemnity, 


° Chicago 4, Illinois 


costs 


service has helped to make us the 
foremost firm in our field. For your 
particular problems in Fire, Public 


Liability, Automobile, Professional 


dent and all forms of Special Risks, 


write or call us. 
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Two Are Named 
By Middle Department 
On Hill's Retirement 


Middle Department Assn. of Fire 
Underwriters has designated H. Reed 
Mullikin executive manager, effective 
Jan. 1, 1962. He will succeed Carlyle 
H. Hill, who requested relief from ad- 
ministrative duties. Mr. Hill will con- 
tinue for a specified period as secre- 
tary. C. Neville Wight will become 
assistant executive manager Jan. 1. 

Mr. Mullikin has been with the or- 
ganization since 1923, and Mr. Wight 
since 1958. Mr. Hill has been executive 
manager since 1942. 


Williams Joins Employers 
Casualty In Arizona 

Charles A. Williams has been ap- 
pointed Phoenix manager of Employ- 
ers Casualty and Employers National of 
Dallas to replace William E. Beil, re- 
signed. 

Mr. Williams, a graduate of the Uni- 
versity of Arizona, has worked in the 
Arizona field for Maryland Casualty 
and Springfield. 
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Dana Durand of 
of R. B. Jones & 
Sons, Kansas City; 
Ray W. Dietrick, 
H. D. Lee Co., and 
Reid Cloon of Ill- 
inois R. B. Jones, 
in the Jones head- 
quarters. 


Les Markhoff, Detroit Gasket & Manufacturing Co. in Byrnes-McCaffrey 
headquarters with Howard Erzinger of Byrnes-McCaffrey; Edward I. Herrold 
of General Motors; Merritt Schwenk, Fruehauf Trailers; W. K. Haven, Allied 
Mills, and W. T. McWhorter, Procter & Gamble. 


John Mulligan 
of Continental 
Casualty; Richard 
Carpenter of Con- 
tinental Casualty; 
Paul Capps of Am- 
erican Home, and 
Fred Cappetta of 
American Glass 
Co. 


Peter Burke of 
American Society 
of Insurance Man- 
agement at RBH 
party with R. F. 
Dempsey, Motor- 
ola, and G. J. 
Burns of Contin- 
ental Illinois Na- 
tional Bank & 
Trust Co. of Chi- 
cago. 
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In Bankers Life & Casualty suite: Ron Nelson and George Mauloff of Marsh 
& McLennan; Robert Ewing of Bankers L.&C.; Noel T. Pinkerton, Cleveland 
agent; H. Robert Larkin, St. Louis agent; William Burns of Bankers L.&C.; 
Tom Conroy of Pullman Inc., and Tom Atkins of Bankers L.&C. 


A. F. Swanson, 
Swift & Co.; E. E. 
Smith, Electric 
Energy; Gus John- 
son, Rollins Bur- 
dick Hunter, and 
A. T. Persson of 
Toplis & Harding 
at the RBH party. 








John T. Cooley, United Bank of America, Chicago; Gordon Parks of Rollins 
Burdick Hunter Co.; Alban Weber of Northwestern University; Norman Free- 
man of RBH; W. S. Kerr of Northwestern, and John Smith of the Chicago 


law firm of Lord, Bissell & Brook. 





E. T. Berquist, 
Pure Oil Co.; Ar- 
thur H. Hender- 
son and George 
Lutton of Ameri- 
can International 
Underwriters, and 
W. K. Helvia, Ohio 
Oil Co., in ALU. 
headquarters. 
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Ray Kenny of 
RBH with G. O. 
Eckley of United 
Air Lines and 
George Burrows 
of RBH. 





At Travelers headquarters: Front row—Edward Tank, Travelers; R. W. 
Bland, Pipe Line Co., Kansas City; A. G. Dodd, Travelers; H. A. Blocker, 
Johnson & Higgins. In the back, George Spencer Jr., Trunkline Gas Co. of 


Houston, and S. Gwyn Dulaney, Travelers. 
George Tessmer, 


American Home; 
Oliver E. Weed 
of Rollins Burdick 
Hunter Co.; A. J. 
Smith of Crum & 
Forster, and Her- 
bert Brook, IMii- 
nois , attorney-in- 
fact of London 
Lloyd’s, at the 
Rollins Bur dick. 
Hunter Co. party. 


Ray Matson of 
First National 
Bank of Chicago 
with Herbert J. 
Lorber, chairman 
of Rollins Burdick 
Hunter Co., and J. 
Russell Hanson of 
the First National 
Bank. 





Francis X. Reil- 
ly of Wilson Co.; 
Adrian Palmer of 
RBH; Charles 
Schaniel, United 
Bank of America, 
Chicago; and B. E. 
Davidson of Roll- 
ins Burdick Hun- 
ter. 







Peter W. Freilich, Corroon & Rey- 
nolds, with William T. Fee, newly 
named vice-presidei*: of Employers Re, 
at RBH party. 





James Kennedy and Jack Sutherland of Rollins Burdick Hunter Co. agency at 
the RBH party with Donald Treash, Libby, McNeill & Libby; Arthur Burrows 
of RBH; G. J. West of Libby, McNeill & Libby, and Mark Gault of Parker 
Hannifin Co. 


In the Kemper 
group room: H. F.. 
Morgentka- 
ler, Daystrom Ine.;: 
Walter White,, 
Kemper group, 
and Howard G. 
Doersching, Mil- 
waukee Gas & 
Light €o. 





In the Stewart, Smith (Ill.) headquarters: Front row—E. T. Berquist, Pure 
Oil Co.; C. Z. Greenley, International Mineral & Chemical Corp.; Charles Mule 
of Stewart, Smith. In the back row: Oliver E. Weed, president Rollins Burdick 
Hunter Co.; Frazier Wilson of Stewart Smith; Gene Wilson, Collins Radio Co., 
and H. A. Frederick of Stewart, Smith. 
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(CONTINUED FROM PAGE 2) 
he called “the four main links in the 
chains which bind us.” 

With certain exceptions, such as 
California for all lines and District of 
Columbia and Missouri for casualty, 
admitted insurers are subject through- 
out the country to the all-industry pat- 
tern of regulation, he pointed out. 
Under this system few rates can be 
used until they have been ‘approved by 
the departments of every state having 
jurisdiction of the risk. In a typical 
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Buyers Hear Bradford Smith Blast Rates At AMA Fall Meet 


nationwide coverage, this may mean 
as many as 50 separate filings, depart- 
mental reviews and discussions. 

Mr. Smith contrasted that procedure 
with the freedom of the non-admitted 
insurer, which makes no filings, does 
not submit to a review and can charge 
whatever rate it wishes on each indi- 
vidual risk, without regard to the rates 
on any other risk of the same type. 

More stringent still are the difficul- 
ties of the admitted insurer in supply- 
ing the form of contract it is asked to 


write. On multi-state risks there is 
again the problem of repeated filing, 
review and argument. Here, more- 
over, many states spell out the precise 
language which must be used in the 
contract. It has been Mr. Smith’s ex- 
perience that an admitted company, 
even though independent, may require 
from two to three years to secure ap- 
proval of a new form for fire or mul- 
tiple lines in only 75% of the states. 
He cited his own company’s introduc- 
tion of homeowners in 1950. Today, 
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some drivers just don’t fit the pattern... 


Some are too old for the liability limits they want. Some too 
young. Some face the same problem for reasons other than 
age. The solution: The Fund Insurance Companies. Here a 








complete Excess and Special Risk 
Department unravels knotty prob- 
lems, offers surprisingly low rates 
and high limits. And this service is 
available to all agents and brokers. 
Contact the fieldman from The 
Fund in your area. He'll gladly 
send you a rate card. 





FIREMANS FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPCRATION 





Excess Liability and Special Risks available in most states 
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11 years later, there are still states 
where this contract cannot be sold. 

Multiple location risks involving 
several states present a particularly 
acute problem to admitted insurers, 
They have been forced to extreme 
lengths to adjust these coverages to 
the differences in various state laws, 
Aside from out-of-pocket expense, the 
cost of paperwork has been substan- 
tial. By contrast, a non-admitted in- 
surer, especially if it can show that a 
risk was placed out of state and not 
through a licensed resident agent, is 
freed of all this effort and expense, 
with resultant ability to undercut the 
rates of the admitted insurer. 


Laws Require Commission 


The countersignature laws of many 
states require that a commission be 
paid to the countersigning agent. 
These fees are as high as 50%of total 
commission in some states. 

A final burden more heavily impos- 
ed on admitted than on non-admitted 
insurers is taxation. Many alien in- 
surers are at least partially exempt 
under tax treaties from federal income 
taxes. Transactions involving alien in- 
surers are subject to a stamp tax, but 
Mr. Smith questioned the efficency of 
collection. He said that state premium 
taxes appear to be collected on less 
than one-third of all non-admitted 
transactions. 

He summarized 
follows: 

—Present regulatory laws are so in- 
flexible that they will not permit inde- 
pendent action by admitted insurers to 
meet competition of non-admitted in- 
surers in a substantial area of busi- 
ness. Therefore, regulatory laws are 
driving business to non-admitted com- 
panies. 

—When non-admitted insurers are 
allowed to do business in the U. S. 
without complying with state regula- 
tion of rate and form, serious ques- 
tions are raised as to whether such 
regulation is really necessary to pro- 
tect insured. 

—tThere is substantial evidence that 
the admitted market does compete 
more successfully with the non-admit- 
ted in areas where regulatory author- 
ities are less meticulous as to the rates 
and forms used. 

—The rapid growth of domestic 
companies operating on a non-admit- 
ted basis demonstrates the need for re- 
moving the “confining regulatory 
yoke” imposed on admitted insurers. 

—Federal authorities will not con- 
tinue to ignore a situation in which a 
large segment of the insurance market 
avoids practically all regulation and a 
considerable amount of taxation. 


the problem as 


Fundamentals To Solution 


Mr. Smith also listed several funda- 
mentals he believes should be includ- 
ed in considering a solution: 

—The first consideration must be 
the interests of insured. 

—In weighing the degree of regul- 
ation required to satisfy those inter- 
ests, it is proper and necessary to dis- 
tinguish between insured purchasing 
routine forms of coverage and business 
or industry, employing professional 
buyers to purchase more intricate cov- 
erages. 

—If public interest is best serv- 
ed by regulation, it follows that regu- 
lation of non-admitted as well as ad- 
mitted insurers is required. 

—Competition in rate and form is in 
the public interest. 

—Equality of opportunity is a basic 
principle in the U.S. 

—The right of insured to purchase 
all forms of coverage in a competitive 
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market must be protected. 

—All forms of insurers should be re- 
quired to bear their fair share of the 
tax burden without opportunity for 
evasion or avoidance. 


Views Solutions 


Mr. Smith suggested one solution to 
the problems of unequal opportuni- 
ty is to place the foreign and non-ad- 
mitted under the other half of the 
yoke now imposed on admitted insur- 
ers alone. This, he said, would be 
wrong in theory and harmful in prac- 
tice. The principles of free enterprise 
require equal opportunities, not equal 
handicaps. Furthermore, U. S. consti- 
tutional theories may make the equal 
handicap impossible. In any case, it is 
the admitted insurer who would suffer 
by the restriction of the market. The 
true solution, Mr Smith believes, lies 
in freeing admitted insurers rather 
than in shackling their competitors. 

He said currently there is a strong 
effort afoot on the part of admitted in- 
surers to loosen these shackles in the 
field of rates by eliminating prior ap- 
proval. Some commissioners hold that 
they must review every rate and form 
to protect insured from gouging, Mr. 
Smith stated. Others warn that elimi- 
nation of prior approval would result 
in rate-cutting and force small compa- 
nies out of business. “Actually, the ex- 
perience in California, Idaho and Mon- 
tana has shown that reasonable com- 
petition, under laws which prohibit 
and punish improper practices, pro- 
tects the public better than prior ap- 
proval laws.” 

In the same way, Mr. Smith urged, 
existing laws should be revised to give 
the admitted insurer corresponding 
freedom in the field of forms, espe- 
cially regarding large risks requiring 
tailor-made coverages. “There may be 
some excuse for standard clauses and 
uniform wordings in the case of the 
small policyholder, unfamiliar with the 
complexities of our business. But such 
narrow literalism has no place in reg- 
ulating the dealings of well trained ... 
buyers.” 


Thorough Overhauling Required 


To complete the task of securing 
competitive equality for admitted in- 
surers will require a thorough over- 
hauling of the presently complex rules 
governing countersignature and the in- 
equality of tax burdens, Mr. Smith 
predicted. 

One should not confuse insurance 
with a natural monopoly such as a 
public utility, in which case regulatory 
domination of rate making may be tol- 
erable because of the absence of re- 
straining competition, he said. Given 
a reasonable degree of freedom, there 
is no absence of competition in the 
business. 

Mr. Smith concluded with a plea to 
buyers to help companies in abolishing 
burdensome regulatory laws. 

In a related key was another high- 
light of the convention, the panel on 
legal, tax, administrative and under- 
writing considerations in establishing 
an insurance operation in Bermuda. 
This comprehensive discussion encom- 
passed every conceivable aspect of the 
subject, from U. S. tax laws to racial 
relations in Bermuda. 

Martin C. T. Jones, vice-president 
and a director of the New York branch 
of Swan & Everett, London brokers, 
opened the panel with an analysis of 
underwriting advantages and disad- 
vantages. As did the other panelists, 
he stressed that a foreign subsidiary 
should be a bona fide operation and 
not just a “brass plate.” 

He mentioned three possible ave- 
nues of protection open to a corpor- 
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ation: outside insurance, self-insur- 
ance, and insurance through a captive 
company. In the first instance, money 
is spent on risk premiums with loading 
for home office expenses, while the 
only “income” is from losses sustained. 
In self-insurance, output is for losses 
sustained and enlarged insurance de- 
partment reserves, while income is re- 
ceived from the investment of re- 
serves. If the corporation owns a cap- 
tive insurer, there is risk premium for 
home office expenses only, plus salary 
for a part-time insurance executive. 
Savings are derived from losses sus- 
tained plus dividends from the captive 
company. 

The captive company is not a new 
concept, Mr. Jones explained. He cit- 
ed the trade mutuals; Home Fire of 
Utah, established by the Mormons; and 
Canton Ins. Co., as well as several 
companies founded by shipping lines, 
chemical manufacturers, and brokers 
and agents. He pointed out that all 
these companies have become active 
general insurers. 


Limited Portfolio Uneconomical 


The reason for their expansion from 
captive status has been that a limited 
portfolio is uneconomical. Every com- 
pany attempts to obtain spread against 
unforeseen catastrophe. The lower the 
number of units insured, the smaller 
loss it takes to constitute a catastro- 
phe. This spread is obtained in two 
ways: through extending a wide agen- 
cy and branch network, and through 
reinsurance with other companies, 
preferably those not confronted with 
the same exposures. 

The captive company automatically 
has a lower expense on business orig- 
inating from the owning corporation, 
Mr. Jones said, and this produces an 
over-all reduction of loss ratios. How- 
ever much exposure to the captive is 
reduced, though, the catastrophe ele- 
ment remains. The primary objective 
should be an unfluctuating level of 
profit. 

Sidney R. Pine, New York attorney, 
examined tax aspects of a Bermuda 
based operation. He emphasized that 
no formation of a foreign insurer 
should be undertaken solely for tax 
reasons. The guiding concern must be 
sound business motivation. 

If a Bermuda company is considered 
resident in the U. S., he said, it is 
taxed on all of its U. S. income. If it 
retains its Bermuda residential status, 
it is taxed only on a portion. The test 
is whether a foreign insurer engages 
in any U. S. trade. Therefore, an in- 
surer created in a foreign country as 
“a mere shell” with no real activity 
would be considered fully taxable by 
the federal government. In addition to 
tax complications, Mr. Pine warned, 
the insurance laws of many states 
attach even criminal liability to main- 
taining such an insurer. 

Assuming, however, that non-resid- 
ency is established—including separate 
offices and bank account and officers 
that are not only figureheads—the 
company will be taxed only on divid- 
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America—AlU is equipped to handle al/ types of insurance for your clients. 


AIU policies are written on behalf of long-established U.S. insurance companies. 
Yet, they are tailored to the insurance peculiarities and to the laws and customs of 
the places where the risks are located. Claims are adjusted “on the spot” and 
losses are paid quickly—in any currency in which premiums are paid, including 
U.S. dollars if local laws permit. 

Remember . . . you need not be experienced in handling overseas risks to partici- 
pate in this growing field. Call or write the AIU office nearest you and let us 
show you how simple it can be for you. 
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American Agency System with Competitive Package Policies 
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SPEAKING OF PIONEERS 





wamms = Aircraft was in its infancy when Bowes & Company took its initial 
step into the field of aviation underwriting. Testimony of our confidence 
in the future of aeronautics was the monoplane bearing the name ‘“‘Bowes 
& Company” which saw service on many sales fronts and captivated the 
imagination of agents and brokers who were breaking into the aviation 
insurance field. = Today, Bowes & Company has the oldest aviation bind- 
ing authority in this country. We write every conceivable form of coverage 
—ranging all the way from aircraft hulls to air meet liability. We place 
particular emphasis on industrial aid risks, aerial applicators, associations 
and groups which present particularly complex and involved problems of 
underwriting. = Whatever your aviation problem, be sure to call Bowes 
& Company first! Basic ‘‘know-how”’ in the entire area of aviation under- 
writing provides realistic short-cuts in meeting today’s competition head-on. 


Bowes & Company, Inc. 


135 SOUTH LASALLE STREET+ CHICAGO 3-+ILLINOIS 
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ends from U. S. securities and inter- 
est from U. S. operations. This leaves 
the non-resident company the follow- 
ing advantages: 

—All income of the Bermuda com- 
pany is untaxable. 

—Capital gains on U. S. securities 
are not taxed whether they are long 
or short term. This makes securities 
an important vehicle for the invest- 
ment of surplus funds. 

—Premiums on all foreign risks are 
non-taxable. Premiums on U. S. risks 
are non-taxable provided acceptance 
of the risk takes place outside the 
U. S. and that the contract is binding 
outside the U. S. 

Mr. Pine warned that all foreign 
companies are carefully scrutinized to 
see, first, that they are bona fide and, 
second, that the business relationship 
with the U. S. company is a genuine 
one rather than an arbitrary shifting 
of money to avoid taxation. The oper- 
ation should be handled legally and 
properly from the foreign country 
where the company is established. 


Not ‘Captive,’ He Says 


Mr. Pine objected to the use of the 
word “captive” in connection with the 
company he recommends. It has an 
autonomy in that all but the hugest 
decisions are made independently of 
the parent company. He stressed that 
every taxpayer can legally and honor- 
ably take steps to reduce his tax obli- 
gations. The formation of a foreign in- 
surer is not tax evasion or avoidance. 

The previously mentioned tax ad- 
vantages mean that in a short period 
of time a large surplus can be accumu- 
lated, Mr. Pine said. In fact, the tax 
deferral privilege—no taxation un- 
til a dividend is declared—allows a 
company to double its rate of acceler- 
ation. He mentioned three restraints 
insurers should keep in mind: 

—If legitimacy of business purpose 
is not demonstrated, the courts may 
disregard the corporate entity of a 
company. 

—If the foreign company is estab- 
lished through the transfer of assets or 
securities which have appreciated in 
value, the appreciation may be taxed 
Mr. Pine recommends capitalization 
either with cash or with unappreciat- 
ed assets. 


Keep ‘Arm’s Length’ 


—The biggest danger results from a 
company failing to do business at 
“arm’s length” from its subsidiary. 
The commissioner of internal revenue 
has the right where there are related 
companies to re-allocate income and 
expense to reflect more clearly the 
true income of each company. Though 
there is a certain amount of flexibility, 
Mr. Pine advises that all prices and 
dealings between the parent company 
and its foreign affiliate approximate 
the charges that would exist between 
two unrelated companies. 

David H. Graham, partner Conyers, 
Dill & Pearman, Bermuda law firm, 
described technical features of setting 
up a company in Bermuda. He listed 
several principles considered by the 
local government in granting approval 
to such a company: 

—The emphasis is on quality rather 
than quantity. The government does 
not want large numbers of companies 
coming in for a few years and then 
leaving. Sound, long-term projects are 
encouraged. 

—The concern must be reputable in 
every sense and must follow British 
policy in such matters as trade with 
China or Cuba. 

—It may not be a cloak for avoid- 
ance of taxation. The Bermudan gov- 
ernment does not want to become in- 
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volved in operations that are legal in 
Bermuda but illegal in the U. S. 

—The company must be truly a Ber- 
muda company, with management 
and control there, although the share- 
holder control may be elsewhere. 


Formed By Petition 


Mr. Graham explained that com- 
panies are not formed in Bermuda by 
registration, but by petition to the 
legislature. The petition procedure 
need not be of concern to the bona fide 
company and does not require attend- 
ance of a U. S. representative. The 
cost of incorporation is approximately 
$1,400. A minimum capital of about 
$15,000 is required. 

The government of Bermuda hopes 
that all companies there will maintain 
their own staff, though it is acceptable 
for a temporary one to be set up. The 
board of directors must be not less than 
three, and company officers must in- 
clude a president, vice-president and 
secretary. Officers are encouraged to 
operate from Bermuda. 

Sir Henry Tucker, general manager 
Bank of Bermuda, concluded the panel 
with a tempting list of social and 
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from YOU? 


You can be sure that the 
f owners of apartment 
houses, motels, office buildings 
and any risk that can be cov- 
ered under a multi-peril 
“package” will be interested 
in hearing the details. Some in- 
surance salesman—and it may 
as well be you—will benefit by 
being the first to tell them. 


“Shelby” agents make 

sure that their clients 
first hear from them about the 
advantages of combining Fire 
and Extended Coverage with 
Liability in a multi-peril pack- 
age. Clients appreciate, and 
“Shelby” agents want their 
clients to enjoy, the price and 
protection benefits which the 
packaging approach has made 
possible. 
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il in material advantages extended to com- ples for U &O insurance was present- —— 
panies based in Bermuda. Among ed by Francis X. McCahill Jr., Amer- 
Ber- those he mentioned were a conven- ican Cyanamid Co. Of particular inter- 
nent ient base of operations, government est was his list of the procedures gen- REINSURANCE BY 
are- record of integrity, English language erally followed in adjusting business 
and common law, lack of crippling tax interruption losses: : 
burdens, a long record of financial sol- —Loss is determined by the differ- 
vency, excellent communications with ential between anticipated and actual 
om- the mainland, a cost of living compar- production. 
2 by able to that in the U. S., and intelli- | —Sales before or after loss are used 
the gent attitudes toward racial problems. as a guide in determining whether or 
jure Pamphlet Available not production planning is prudent, 
fide , , ._ but not as a factor in measuring loss. 
ond- For those interested in pursuing this —Changes planned in inventory 
The subject further, a pamphlet entitled position and production rate before the 
itely “Bermuda—A Base for Foreign Busi- joss, or during the period when pro- 
bout ness and Investment” has been pub- quyction would have continued had 
lished by Mr. Pine and Mr. Graham. there been no loss are used in estab- 
opes Another panel considered manage- jiching lost production. 
tain ment control of the risks of accidental __pryoduction re-scheduled after loss 
able loss. Participants were James C. pecause of the loss is not used. 
The Crist. , Upjohn Co.; Neill F. Crowley, __tf inventories are used in whole 
han American Cyanamid Co., R. H. Lander, or part to meet sales commitments 
in- Merck & Co., Rahway, N. J.; and ang considered, therefore, as reduction 
and Gerard J. Rabbett, Charles Pfizer & o¢ joss’ the claim settlement will in- 
J to Co., New York. , ..,,. ¢lude the cost of restoring inventory. 
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ager General of New York, described re- grating at full capacity and cannot re- 
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ins ce. A. c 2, - 4, . : . es : 
and pcs Ronen engl rican item will be counted as lost production. NERCO, as independent Underwriting Managers, is a 
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sh, discussed the use of financial 
statements in corporate risk analysis. 
A graphic analysis of guiding princi- 
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If he is not operating at full capacity 
and the inventory can be restored, 
such part of losses shall be based on 
the extra expense of so doing. If in- 
sured is not operating at full capacity, 
but elects to restore inventory, the 
claim settlement shall be based on the 





major professional market offering multiple-line rein- 
surance entirely in American carriers without utilizing 
retrocessions with overseas markets. 
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COMPANY IN THE WORLD production loss as reduced by the loss 
of inventory. 

—If unit costs are used in loss set- 
tlement, they shall be those which 
would have prevailed had there been 
no loss. 
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basis. 

Daniel W. Pettengill, actuary Aetna 
Life, viewed cost controls in employe 
benefit programs, Roy A. Westran, 
Kaiser Aluminum & Chemical Corp., 
told how to build a planned no-insur- 
ance program, and Robert K. Thomp- 
WINNIPEG, Manirosa, 138 PortaGe Ave. East, TEL. WH 3-5476 son, assistant secretary Seaboard 
BRANDON. MANITOBA. 106- 11TH STREET, TELEPHONE PA 9-4653 Surety, discussed the background, in- 
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IN CANADA COVERING MANITOBA AND WESTERN ONTARIO ity. 

ADJUSTING AND INVESTIGATING FOR COMPANIES ONLY Government contractors’ exposure to 
catastrophe risk, with special attention 
to the adequacy of insurance and gov- i, 
ernment indemnity, was reviewed by Je WHEN YOU ARE LOOKING 
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Points To Pitfalls In Unorganized Insurance Buying 


(CONTINUED FROM PAGE 6) 
insurance managers. There is no sub- 
stitute for direct communication in 
analyzing exposures and extent of pos- 
sible loss. If inspections are not pos- 
sible, adequate material can often be 
secured by means of questionnaires. 
However, questionnaires must be writ- 
ten in a manner that can be easily 
f understood by non-insurance person- 
nel. In addition, questionnaires should 
be first subjected to test runs to se- 
lected branch offices in order to elim- 
inate any misleading statements or 
questions, before any general circula- 
tion is made. 

One company mailed out question- 
naires to all branch locations but the 
questions asked were so misleading 
that no definite conclusions could be 
drawn from the replies. Another com- 
pany sent out inquiries pertaining to 
business interruption and was _ sur- 
prised to find that they were 50% 
underinsured on contingent business 
interruption. 

The use of incomplete data can often 
be embarrassing, Mr. Suter noted. One 
insurance manager, in reviewing his 
past losses, noted that the company had 
incurred some $350,000 in uninsured 
losses due to mechanical breakdown 
of certain specialized equipment. He 
therefore decided to purchase insur- 
f ance for this exposure. Because of loss 
history, underwriters were reluctant 
to insure such equipment, except at 
high premiums. After coverage was 
finally obtained, further investigation 
developed that these losses were caused 
by improper design of the equipment. 
Later it was revealed that the design 
had subsequently been corrected and 
that the company had been reimbursed 
by the manufacturer for the losses in- 
curred. Thus insurance was purchased 
for an exposure which did not exist. 

In another case, an $80 million com- 
pany decided that it might be well to 
have a full inspection made of its 
property because of the number of 
losses recently insured. Among other 
things, the inspection revealed that one 
$250,000 installation had not been re- 
ported to the insurance department, 
research material valued at $500,000 
was not insured, and one of the local 
branch plants had built a small base- 
ball park and sponsored a company 
team, all of which were not properly 
covered for liability. 


Coverages Available 


Mr. Suter said that just because in- 
surance may not have been available 
in a given contingency in the past is 
no reason that coverage cannot be pro- 
cured in present-day markets. Ebasco 
receives many requests to tailor-make 
forms for special situations. While the 
nature of some of these requests is 
amazing, the firm usually finds that 
special coverage can be procured in 
domestic or other markets by the 
insured’s agency representative. One 
recent request came from a client 
who had purchased a $10 million tract 
of land for industrial and community 
development. Owing to the natural 
beauty of the land, the client was con- 
cerned that a fire might destroy the 
landscape to the extent that it would 
reduce the value of the land itself or 
would reduce land values adjoining the 
# damaged property. He was able to 
procure protection. 

In another case, a fertilizer plant 
desired coverage against the loss of 
profits on its manufacturing operations. 
This client felt that due to long-term 
financing and sales agreements, insur- 
ance could be purchased against a loss 
of profits which might occur because 


of inadequate plant design as to capa- 
city and marketing conditions, as well 
as mechanical breakdown, fire and 
other named perils. While such types 
of coverages are somewhat out of the 
ordinary, it was still possible to provide 
the insurance required. 

Once insurance programs have been 
properly conceived and executed, busi- 
nesses are usually faced with what 
appears to be a routine job of renewal. 
While such policies should not be 
thrown up for grabs at every renewal, 
with the lowest bidder being warranted 
the privilege of writing it for the 
term, it is good practice to test the 
market every few years. In this way 
the buyer can determine if insurers 
are giving him every possible liberal- 
ization available and whether the rate 
and costs are competitive. Although 
special situations may require differ- 
ent handling, it is prudent practice to 
secure competitive quotations every 
three years on one year policies and 
every six years on three year contracts, 
Mr. Suter recommended. 


Other Examples 


If these procedures are followed, the 
results will often surprise even the 
professional. In analyzing the employe 
benefit program of a small bank in the 
middle west, Mr. Suter found that 
coverages should be brought up to date 
because the program, having been in 
effect for some time, was not in line 
with those of similar institutions. In 
checking costs of competitive propos- 
als, it was learned that due consider- 
ation had not been given to favorable 
loss experience. As a result, the bank 
received a_ retroactive adjustment 
amounting to 20% of premiums paid 
during the past year, along with notifi- 
cation that certain coverages would be 
broadened upon renewal. 

In another case, a multi-million dol- 
lar electrical manufacturing plant re- 
quested a cost analysis of its present 
program which was being handled by 
one of the large domestic superior risk 


writers. Mr. Suter’s firm noted that 
rating penalties were being applied for 
conditions which had been eliminated 
five years ago. As a result, fire premi- 
ums were reduced 15%. 

Agents should be given proper in- 
formation. Too often, corporations ex- 
pect the agent to perform miracles 
with a minimum of information. In 
one case, a small metal-working plant, 
that was reluctant to provide the agent 
with its financial records, asked the 
agent to produce a certain amount of 
insurance based on figures furnished 
to him by its accountant. When a fire 
occurred, insured could not understand 
why he was able to collect only 70% of 
his loss. 


Utilizing Services 


Many buyers do not make the best 
use of the services available to them, 
Mr. Suter said. This often proves to be 
costly to the purchasing company. He 
recalled one case where the insurance 
manager had elected to deal directly 
with the insurance market for a spe- 
cial type of all-risk builders risk cov- 
erage which was required for a new 
plant under construction. His conten- 
tion was that he was able to negotiate 
a rate for this coverage which was two 
cents below the rate that was secured 
for him some five years ago on another 
plant. With the cost of insurance rising, 
he felt that this was quite an accom- 
plishment. However, his previous pol- 
icy had been negotiated when such 
coverage was relatively new, and other 
companies had long since been obtain- 
ing rates 10 cents below previous 
levels. Although the amount of insur- 
ance was only $6 million in this case, 
the illustration shows that rate negoti- 
ations can often be costly unless they 
are handled by those who are working 
with insurance markets every day. 

Another client asked Mr. Suter’s 
firm what it thought of a liability rate 
recently secured from underwriters 
which was $10,000 below the premium 
he was paying. Review indicated that 
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present insurance was 
priced and it was felt that due to the 
previous favorable relationship with 
his present insurer, any change in un- 
derwriters might jeopardize his pro- 
tection in the future. However $10,000 
savings are difficult to pass by, and 
the insurance was placed with the new 
insurer. Two years later, the new in- 
surer felt compelled to cancel in mid- 
term or to seek additional premiums, 
with the result that the client was 
forced to pay some $50,000 above the 
cost of his former coverage. 

In another case, a small steel plant 
in the west negotiated personal acci- 
dent coverage for supervisory and key 
personnel which cost only one half of 
the former premium. Subsequent re- 
view of the policy indicated that only 
one-half of the former coverage was 
being provided and that the policy 
reimbursed insured only upon death. 

Mr. Suter thinks the competitive 
revolution in insurance has just barely 
begun. Changes will be more far reach- 
ing than those proposed by the advo- 
cates of direct billing, continuous poli- 
cies, punchcard endorsements and au- 
tomation. Changes in the future will 
have a drastic effect upon the market- 
ing, servicing and placement of insur- 
ance. The key reason is “money.” 

Current trends in corporate risk 
management indicate an ever increas- 
ing use of deductibles. While they may 
not be best in all instances, their use 
will increase rapidly, as buyers become 
more and more aware of the savings 
involved. 


Typical Example 


A typical example of false economy 
in providing first dollar insurance was 
provided by a midwestern retail com- 
pany whose annual fire premiums 
were $100,000. The seven year premi- 
um-loss record indicated insurance 
costs of $700,000 as against losses of 
$1,268. This company’s record for 
insurance expenditures hardly indi- 
cates that values were received for 
costs expended. 

In a company’s zeal to cut costs, in- 
surance managers are often stampeded 
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into the use of unrealistic deductibles, 
into patronizing underwriters with 
questionable capacities, and into lim- 
ited coverages and _ underinsurance. 
One company in the south embarked 
upon such an austerity program and 
asked for competitive bids. As a result, 
the competing underwriters obtained 
the business either by limiting cover- 
age or by submitting low bids initially, 
with the hope that past loss histories 
would improve. In two years with a 
new insurer, liability premiums had 
risen by some $40,000; in the com- 
pany’s only fire, $25,000 in losses were 
not paid that would have been collected 
under the former policy; and the set- 
tlement of another loss was still in 
process of negotiation. A cheaper prod- 
uct is not the answer to the cost prob- 
lem. 


Majority Tailor-Made 


To date the majority of ‘“all-lines” 
policies have been tailor-made to meet 
the particular requirements of the 
buyer, Mr. Suter observed. Although 
producers of this type of coverage have 
not concentrated on any particular type 
of industry, the writing of “all-lines” 
packaged insurance has for many years 
been closely associated with the retail 
trade field. Recently, however, this 
coverage has been finding wider ac- 
ceptance in other fields. Similar to the 
multiple peril package policies, the 
“all-lines” policy of the future will be 
designed to fit the need of individual 
types of industry, such as food pro- 
cessors, retail stores, metal workers 
and other categories. 

In addition to cost saving through 
packaging, the advantages of control, 
and elimination of possible gaps or 
duplication of coverage will be out- 
standing. In serving clients, Mr. Suter 
has seen companies saddled with 100 
to 400 fire policies, other companies 
which are administering programs 
with up to 1,500 policies, and _ still 
others which deal through nearly 40 
agents and half as many companies. In 
these instances the time alone required 
to check such programs, becomes an 
outstanding expense item. Thus, the 


HteNATIONAL UNDERWRITER 


Recent Experience Shows Value Of 
Excess Employe Dishonesty Coverage 


More that 6,000 U. S. banks have 
fidelity insurance of more than $1 
million each under bankers blanket 
bonds or a combination of such bonds 
with supplementary employe dishon- 
esty insurance, Thomas F. Glavey, 
vice-president of Chase Manhattan 
Bank, stated in his annual report as 
chairman of the insurance and pro- 
tective committee of American Bankers 
Assn. 

During the fiscal year ended Aug. 31 
he said, the number of banks which 


have supplemented their bankers 
blanket bonds with $1 million excess 
employe dishonesty insurance in- 


creased from about 2,000. These were 
for the most part small or medium- 
size banks. Some large metropolitan 
institutions have blanket bonds pro- 
viding coverage as high as $10 million. 


Embezzlements Rise 


The importance of banks carrying 
$1 million excess fidelity protection is 
emphasized by the fact that 1960 was 
the first year in which bank defalca- 
tions of $10,000 or more exceeded 100 
in number (lll) and $10 million in 
amount ($10,109,698). The upward 
trend continued during the first half 
of 1961 when 65 such losses were re- 
ported aggregating $8,557,228. 

Seven of the 65 losses reported dur- 
ing the first six months of 1961 ex- 
ceeded the amounts of the BBB cov- 
erage and were underinsured a total 
of $2,292,220, Mr. Glavey reported. 
One bank with a bond of $100,000 
sustained a loss of $2,175,000 and was 
closed by supervisory authorities. The 





development of an “all-lines” policy 
will satisfy the ever increasing de- 
mand by insurance buyers for broader 
protection accompanied by lower cost 
and ease of administration, Mr. Suter 
predicted. 


six other banks were underinsured for 
$217,000 

However, losses in three additional 
banks exceeded the BBB coverage by 
$1,393,831, but the three each carried 
$1 million excess employe dishonesty 
insurance and were fully insured. One 
bank with deposits of $2.5 million and 
a BBB of $200,000 sustained a loss of 
$495,938. The bank was paid the full 
amount of its bankers blanket bond, 
and the balance of the loss was cov- 
ered under the $1 million excess. 
Without the excess, it capital of $100,- 
000 and surplus of $200,000 would 
have been depleted. 

The second bank had deposits of 
$7.8 million and discovered a loss of 
$685,748, which exceeded the BBB by 
$385,748. The third had deposits of 
$61 million and a bond of $700,000. 
Its loss was $1,412,145, of which more 
than 50%, $712,145 was insured un- 
der the excess. 

The experiences of these three 
banks clearly emphasize the advant- 
ages of $1 million excess employe 
dishonesty insurance, particularly 
among small and medium sized banks, 
Mr. Glavey commented. 

Of the $8.5 million in defalcation of 
$10,000 or more reported during the 
first half of 1961, more than $5.5 
million was discovered in only five 
banks, he said. Thus there is no wide- 
spread wave of embezzlements by 
bank personnel. Most dishonest acts 
of officers and employes are discovered 
before losses reach _ catastrophic 
amounts, which is testimony to the 
effectiveness of audit and other in- 
ternal loss preventive measures. Mr. 
Glavey cautioned banks not to con- 
sider insurance as the sole answer to 
protection against employe defalca- 
tion losses, but to continue to improve 
audit programs. 

Crimes of violence against banks 
totaled 444 and losses aggregated 








XUM 












BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
BOSTON INDEMNITY INSURANCE COMPANY 


BOSTON INSURANCE GROUP 


87 KILBY STREET 
BOSTON 2, MASS. 


EQUITABLE FIRE INSURANCE COMPANY @ CHARLESTON, SOUTH CAROLINA 








51 


$1,748,323 in the year ended Aug. 31, 
he reported. This was an increase of 
$659,364 over the losses reported in 
438 crimes during the preceding year 
Teamwork between bank personnel 
and police accounted for quick arrests 
and full recovery of $364,146, the total 
loot in 52 of the 251 successful attacks. 
Partial recoveries totaling $294,659 
were made in 24 other cases. The fact 
that one-fourth of the 337 bandit at- 
tacks during the fiscal yéar were 
frustrated is evidence that bank per- 
sonnel continue to meet the holdup 
problem with commendable success, 
he said. 

In the last fiscal year 52 successful 
bank burglaries caused losses totaling 
$416,455, including damage. Recover- 
ies amounting to $127,095, occasioned 
by the arrests of 31 burglars, reduced 
total losses to $289,360. This is $188,- 
849 more than losses of $100,511 in 42 
burglaries reported during the pre- 
vious year. 


Cooke Honors Fellowship 
Winners At N. Y. Dinner 


At a dinner in New York, Ben D. 
Cooke, president of Agency Managers, 
sponsor of the Anglo-American insur- 
ance fellowship, was host to the win- 
ners of the award. These are Ward B. 
Gordon of Marsh & McLennan, Wil- 
liam Barrett of Albert Willcox & Co., 
and Brian Burrows of Edward Lumley 
& Sons of London. Mr. Barrett is this 
year’s American winner, and Mr. Bur- 
rows is the current holder of the 
British fellowship to the U. S., where 
he is studying American insurance. 
Robert Daum of North America, a for- 
mer winner, was in South America. 

Other guests at the dinner were 
Richard Jones, vice-president of 
Agency Managers; Harold Davis, coun- 
sel; Bruno Shaw, public relations con- 
sultant, and Arthur C. Goerlich, presi- 
dent Insurance Society of New York. 


$500 For CPCUs 


When Charles R. Wilcox of South 
Glastonbury, Conn., special agent of 
Mutual of Hartford group, was award- 
ed the CPCU designation, his associ- 
ates honored him at a luncheon at 
the home office, and John Alsop, 
president of the group, presented him 
with a check for $500. This is a 
special bonus offered by the company 
to every employe who attains the 
CPCU designation. Previously he was 
with North America as a fire and 
auto special agent and automobile lia- 
bility underwriter in Pennsylvania, 
New York and Connecticut. Since 
joining Mutual of Hartford he has 
been a fire underwriter and special 
agent. 


Insures Building Of Tower 


The first of 22 Coast Guard station- 
ary light towers, which will replace 
present stationary light ships along 
U. S. seacoasts, has been completed 
15 miles southwest of New Bedford, 
Mass. Construction of the project wa 
insured by a builder’s risk policy in 
North America through the Pittsburgh 
and Philadelphia offices of Fred S. 
James & Co. 


Government Employees reported 
written premiums in the first nine 
months of $57,652,932 compared with 
$50,940,566 in the similar 1960 period. 
However, net income was $4,392,680 
or $2.10 a share at the 1961 three- 
quarter mark, against $5,147,672 or 
$2.46 for the same period in 1960. Drop 
in earnings was attributed to increase 
in accident claims. 
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HieNATIONAL UNDERWRITER 


Says Buyers Need Ingenuity, Thought In Managing Risks 


(CONTINUED FROM PAGE 10) ance that has created so many diffi- 
plier if the stock on hand is destroyed?culties in loss settlement, he stated. 
How long would it take to have newParticular attention should be paid to 
materials sufficient to put the plant inthe wording of the form attached to 
operation? Is power for plants depen-the policy. The buyer should weigh 
dent on a source that may be cut off,every word to get its full impact. There 
which might require off-premises U&Oare few court decisions to rely on for 
coverage? Is some of the essentialguidance, he pointed out, and experi- 
machinery difficult to replace? ence is the main teacher. 

Mr. Clark emphasized the necessity Methods used by rating bureaus for 
of keeping records that wil lprove aarriving at a rate do not truly measure 
U&O loss. There is no form of insur-the risk, Mr. Clark contended. A plant 





: 
A 
® 


Al 


Prompt claim payment after loss has often spelled the difference 
for many a business between going under and going on. PLM has 
an inflexible rule: Claim payment within 24 hours of receipt of 
Satisfactory proof of loss (where State laws permit). Payments 
since founding: over $53,000,000. Perhaps you'd like PLM in 
your office. Why not drop us a line. 


plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C., Phoenix., Ariz. 


Writing FIRE and ALLIED LINES 
“In the Birthplace 
of American Mutual Insurance” 





might have standby facilities to re- 
place 100% of its production. The in- 
surer, however, may give no consider- 
ation to this situation in the rate, al- 
though when a loss occurs, insured is 
expected to make use of all such facili- 
ties. Buyers should urge this point 
through organizations they have 
formed for such purposes. 


Research Lab Problems 


Research laboratories have presented 
new problems in U&O coverages, he 
said. It may be difficult to prove the 
loss resulting when a research labor- 
atory must be closed. To establish a 
loss from interruption of laboratory 
operation, records must show the re- 
sults of lab work in the past and how 
its stoppage would effect the sales of 
the company. The sales in question 
may be both those that would have 
been gained from new products and 
those that would not have been lost 
because research developments could 
have kept present products up-to-date 
and competitive. The projection may 
be five years ahead, Mr. Clark ob- 
served, but if a delay in operation of a 
research lab would eventually cause a 
loss, the insurance manager must de- 
velop proof. 

He recommended the commercial 
property floater as a new development 
that buyers might consider. With this 
development many buyers have been 
able to revise their coverage to provide 
what amounts to all-risk insurance. A 
program can be worked out which in- 
cludes merchandise, furniture and fix- 
tures in sales office, improvements in 
rented loeations including all ware- 
house locations formerly covered under 
a multiple location policy, transit in- 
surance, and crime bond, burglary and 
theft. 


Crime Bond Contract 


Well publicized losses from employe 
thefts have awakened many employers 
to the need for large fidelity coverage, 
Mr. Clark reported. Coupled with this 
development, the relatively new crime 
bond contract offered by many insurers 
indicates that it would behoove buyers 
to study crime risks and the markets 
available for writing this kind of cov- 
erage. The thoughtful risk manager 
should be able to evolve a policy that 
wil cover the areas of crime hazard 
peculiar to his organization’s require- 
ments. He should also make sure that 
his company’s policy is receiving full 
experience credits currently being al- 
lowed under the latest rating formulas. 

Mr. Clark pointed to a new problem 
in protecting an avenue of possible loss. 
Many corporations are using machines 
to write and sign checks automatically. 
The machines sometimes make mis- 
takes in printing the amount on the 
checks by adding extra ciphers. 
Though a reputable payee will return 
either the check or the excess amount, 
“a small recipient of doubtful credit 
might get one of these checks for a 
substantial overpayment and decide to 
take an extended vacation.” To Mr. 
Clark’s knowledge, this hazard is not 
included in any of the coverages under 
a crime policy. 


Steam Boiler Developments 


Perhaps the greatest change in in- 
surance thinking and contracts in re- 
cent years has occurred in steam 
boiler and machinery, he said. New 
processes being developed by manufac- 
turers create unusual explosion and 
machinery hazards. It takes consider- 
able survey and study to arrange such 
coverage, he warned. The risk man- 
ager should bear in mind that shut- 
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down is a greater hazard than property 
damage from this source. 

He pointed out that there is increas- 
ing emphasis on electrical power sup- 
plies and the method of getting the 
power to the machinery. The buyer 
should therefore consider the need for 
protecting such equipment. Replace- 
ment value is often more vital in steam 
boiler insurance than in other forms, 
even if it accomplishes nothing more 
than simplifying the settlement of a 
loss. 

Mr. Clark stressed that when steam 
boiler U&O is not carried, it is impor- 
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tant to be certain that the amount of 
expediting insurance is adequate, par- 
ticularly if it involves heavy or intri- 
cate machinery difficult to ship or in- 
stall. 


Machinery Study Urged 


Since steam boiler U&O is available 
in different forms and for different 
lengths of time, a sound risk analysis 
and many hours of study are necessary 
to determine how much, what form 
and what kind of coverage is required 
Mr. Clark said that often buyers are 
surprised to learn how long it takes to 
replace certain kinds of machinery. 
They depend upon the availability of 
package boilers to give them prompt 
return to operation, but some sizes are 
not quickly obtained. 

Another form of coverage risk man- 
agers have found of value recently is 
difference in conditions insurance, Mr. 
Clark said. He cited several examples 
of actual loss which were not included 
under fire and extended coverage: a 
flooded stock room resulting from a 
lift truck striking a water pipe; cave- 
in of a foundation under heavy ma- 
chinery; contamination of a food man- 
ufacturer’s stock from the exhaust 
pipe of a truck parked, with engine 
running, by an open basement window. 

Trying to keep public liability poli- 
cies up to date presents another knotty 
problem to the risk manager, Mr. 
Clark averred. “Lawyers are finding 
new reasons to make claims; limits of 
insurance have required boosting by 
many times the figures that were for- 
merly thought adequate. The questions 
of assumed liability under contracts 
have greatly broadened so that the 
policies must be similarly extended.” 


Liability Coverages 


Although the attention of buyers has 
often been called to the need for add- 
ing occurrence coverage and PDL that 
includes employes to comprehensive 
liability, Mr. Clark noted that there 
are many policies that do not have 
these improvements. Liability coverage 
should cover accidents anywhere in 
the world, he said. Many policies are 
limited to the U. S. and Canada. 

Workmen’s compensation is one form 
of insurance that does not give the 
buyer much leeway for broadening the 
protection, Mr. Clark said. If the in- 
surance manager’s program includes 
adequate employer’s liability limits, all 
states endorsement, voluntary medical 
and voluntary state, and if the policy 
covers accidents outside the U.S., the 
protection is as adequate as can be 
bought. The buyer can devote his 
activity to reducing claims. There is no 
end to the amount of work that can 
be done in this area if the buyer’s jur- 
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Ellis, Disbrow Named 
By Glens Falls In Ad, 
PR Unit: Helm Retires 


Glens Falls has named Glenn Ellis 
manager of the advertising and public 
relations department to succeed Harry 
G. Helm, retired. Jack T. Disbrow be- 
comes assistant manager. 

Mr. Ellis joined the company last 
May. He had been with House of Sea- 
gram at Montreal as director of mar- 
keting development and assistant to 
the president. Mr. Disbrow has been in 
the advertising and PR unit since 
shortly after joining the company in 
1958. 

Mr. Helm had been with Glens Falls 
33 years and since 1931 had been in 
the post from which he retired. He is 
a past president of Insurance Adver- 
tising Conference. He has been current 
chairman of the ad committee of Ma- 
rine Office of America and a member 
of the PR committee of American 
Foreign Insurance Assn. 


Celina Group Names 
Clemmons At Norfolk 


Celina group has named Milton H. 
Clemmons special agent for Virginia 
at Norfolk. 

Mr. Clemmons has been office man- 
ager of the Pungo agency there. For- 
merly, he was an agent with Mutual 
Life of New York and Life of Virginia. 
Allstate Appoints Seven 

Allstate has made seven appoint- 
ments. Albert A. Oster was made ex- 
ecutive information manager-sales, at 
the home office; Frank L. Fitch, zone 
underwriting supervisor—life, A&S, 
White Plains, N.Y.; Robert R. John- 
son, assistant underwriting manager, 
Dallas; Armand E. Silvestri, operating 
division manager, West Hartford, 
Conn.; Russell A. Duncan, operating 
division manager, Sacramento, Cal., 
and C. Richard Miller, district sales 
manager, Seattle. 

West Virginia has approved Home’s 
auto liability policy which limits the 
company’s right of termination. It has 
also approved Allstate’s auto policy 
endorsement limiting cancellation to 
specific causes. 
isdiction extends to safety work, in 
Mr. Clark’s opinion. 

Among other areas that buyers 
might consider he mentioned auto 
liability—with special attention to oc- 
currence—contingent and owned air- 
plane liability, airplane hangar cover- 
age, products liability, and umbrella 
insurance. 
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FieNATIONAL UNDERWRITER 


Weighs Results Of Competition 


(CONTINUED FROM PAGE 24) 
tem. The reduction of the number of 
companies represented by agents 
means a form of “musical chairs” for 
companies—with only the fittest sur- 
viving. Moreover, companies must find 
new techniques of agency underwrit- 
ing for a profit which slows the present 
practice of agency termination. Amer- 
ican States, Mr. Phelan said, is at- 
tempting to develop profiles of pro- 
fitability of agency business to tell 
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when trouble may be developing be- 
fore high loss ratios have actually ar- 
rived. 

If price competition and mechani- 
zation are handled intelligently, the 
office girl of the agency of the future 
will be less a bookkeeper and record 
keeper and more a production assis- 
tant helping the principals of the ag- 
ency develop greater sales volume for 
their sales efforts. 

Both fire and casualty companies 
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and fire and casualty agents in the 
future will need life insurance, he 
said. Mr. Phelan doubts there has ever 
been much public demand for “one 
stop service” but in today’s competi- 
tive situation there is certainly a great 
necessity for the fire and casualty 
agent to increase his income by writ- 
ing life insurance lines for the people 
who are his natural customers for life 
insurance. And there is a great need 
on the part of fire and casualty com- 
panies to have the stability of earn- 
ings which life insurance operations 
can give them. 


Engage In ‘Cream-Skimming’ 


A number of large life companies 
have grown fat on the production of 
fire-casualty agents. Fire-casualty 
companies cannot and will not permit 
this cream-skimming to continue in 
their agency plants. Casualty agents 
in the future, Mr. Phelan said, will 
generally write more life insurance 
and will place it where it will do 
them good with other lines. The “wa- 
ter-level” of life insurance written 
will be raised and the total business 
of life insurance will gain as a result 
of this activity. 

Mr. Phelan believes life companies 
will come into the fire-casualty field— 
not because fire-casualty companies 
are going into life insurance but be- 
cause, by exploiting brand life insur- 
ance names in the fire and casualty 
area, they can subsidize new agents 
and sustain marginal producers. They 
will add to the competition. 

Life people will be jolted by the 
profit problems of fire-casualty in- 
surance and spend a pretty penny 
learning the insurance business, he 
predicted, but many of them have 
plenty of money and are accustomed 
to the long view. 


R. L. Howard Joins 
Phil Grossmayer Co. 


Robert L. Howard has joined the 
field staff of Phil Grossmayer Co., 
managing general agents of Portland, 
Ore. He had been superintendent of 
agencies in Oregon for Aetna Fire. 

Mr. Howard joined Aetna Fire in 
1952 in the survey department. He was 
later with Fireman’s Fund at Port- 
land for two years and returned to 
Aetna Fire in 1955 as a special agent 
there. He was raised to his most re- 
cent position in 1960. 








W. L. Campbell, president General 
of Seattle, presents graduation plaque 
to Donald Hurley, Knoxville, top schol- 
ar of the company’s four week school 
in commercial lines. The class of 37 
agents was drawn from coast to coast 
in the U. S. and Canada and brought 
to 98 the number of agents trained at 
the home office in 1961. The compa- 
ny’s next commercial lines school will 
be held in 1962. 
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Tidewater Oil Offers 


Credit Card Insurance 

Tidewater Oil has inaugurated a 
credit card insurance program in its 
western division. The program will 
provide travel accident insurance as 
a customer credit service through local 
agents and brokers in conformance 
with standards established by Inter. 
national Assn. of Health Underwriters, 
IAHU recently approved of the use of 
credit cards as a useful insurance 
mechanism and noted that credit cards 
perform a public service when their 
use is confined to a collection function 
and any insurance agent is permitted 
to write coverage. 

Tidewater coverage is offered by 
Beneficial Standard Life and features 
a $10,000 accidental death or dismem- 
berment benefit (which becomes a 
double indemnity of $20,000 should the 
accident occur on a weekend or holi- 
day), and up to $1,000 for medical ex- 
penses resulting from the accident, at 
a premium of $2.25 per month. 

Any agent or broker may forward 
the premium and the Tidewater ap- 
plication directly to Beneficial Stand- 
ard and receive his regular commis- 
sion. 


Ohio Adjusters Hold 


Annual Fall Meeting 


Ohio Assn. of Independent Adjusters 
held its annual fall meeting in Colum- 
bus. Lloyd Desit, Cincinnati, president 
of the association, presided. The meet- 
ing was attended by 35 members. W. 
T. Cuddy, secretary Buckeye Union, 
and James Greer, fire claims manager 
Beacon Mutual, discussed office pro- 
cedures used by their respective com- 
panies in processing claims. 
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(CONTINUED FROM PAGE 8) 
- arguments are unassailable and will 
will be persuasive so long as efforts con- 
as tinue to superimpose upon the present 
ocal WC system any plan calculated to “in- 
ince sulate” the rehabilitation team against 
ter. supervision and control, and particu- 
ers larly from any form of “litigation. 
, of “What, then, do we have to fear? 
nes Precisely the fact that reformers will 
ards not stop with half measures if the only 
heir cure for the ills they envision is to 
tion scrap the whole system in exchange 
tted for a “collective” fund, all in the name 
of rehabilitation. Of course, the word 
“eollective” is out of fashion because 
Be. of its unpleasant connotations. It will 
on. be called a compulsory state fund or 
3 8 even a state monopoly, but not collec- 
) the tive,” Mr. Mangano declared. 
oli “It must be plain that the only way 
: to avoid litigation under our state and 
ee federal constitutions is to establish a 
» at i collective fund and then to allow every 
ard claim that is asserted, regardless of 
ap- merit,” he continued. “To deny a single 
nd- claim without an opportunity to be 
nis- heard is unthinkable. To deny to the 
employer a similar right to be heard is 
equally unthinkable. This is our con- 
stitutional way. 
Upholds Litigation Rights 
“Litigation, in short, is not a nui- 
sance but a right. We may have much 
ers to learn from other jurisdictions. Lit- 
as igation is not the antithesis of re- 
lent habilitation. One has to do with the 
a protection of basic rights, the other 
4 with a particular form of their im- 
ted plementation,’ Mr. Mangano declared. 
_— “What is not generally appreciated 
ie is that in New York, after a false start, 
nt we have struck a middle ground. Our 
— system is neither court-administered 
' J. H. Lea & Company has gained 
world-wide recognition for its abil- 
ity to translate knowledge into ac- 
tion. A roster of distinguished clients 
4 is testimony of its ability to provide 
sound, objective counsel on the 
“How,” “When” and “Why” to re- 
insure. Add to this a comprehensive 
understanding of markets—all with 
exceptional capacity—and you have 
a formula of unbeatable dimen- 
sions. Write us today! 
TREATY+ FACULTATIVE 
J.H.LEA & CO. INC 
209 South LaSalle St. « Chicago 
t ANdover 3-6232 
J.H.LEA & CO. LTD. 
81 Gracechurch St. » London 
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Mangano Eyes WC And The Litigation Bogey 


on the one hand, nor a state monopoly 
on the other. We have by no means 
arrived at the millenium, but our sys- 
tem of self-insurance, competitive 
state fund, and private insurance 
company coverage has much to com- 
mend it. Our system of adjudication, 
though lagging behind in some import- 
ant areas, is in keeping with devel- 
opments in our own country in the 
field of administrative law. 


Devised For Injured Employe 


“The WC system was devised for the 
benefit of the injured employe. Let us 
bear in mind that a “claimant” is not 
necessarily an ‘injured employe.’ Once 
we learn this distinction we may at 
least begin to see the forest. The act 
should be considered for what it is 
and was originally intended to be, 
namely, a scheme by which compen- 
sation is provided in respect of in- 
juries to workers in industry. It is not 
a system for dispensing charity. It is 
not unemployment insurance. It is not 
social legislation for the purpose of 
elevating the standard of one group in 
society at the expense of another,” 
Mr. Mangano declared. 

No doubt, much needs to be done to 
improve the administration of WC in 
New York. Methods must be sought 
to speed up the process of trial and 
adjudication; to reduce, or to eliminate 
altogether, hearings where no justi- 
fiable controversy exists, and to reduce 
the time between trial hearings to days 
or weeks instead of months. 

“We must learn once and for all that 
there is no magic in unrestricted and 
unlimited choice of physician by either 
employer or employe. We must become 
hard-headed about piddling and im- 
aginary permanent disabilities that 
bear no conceivable relation to earning 
capacity, and increase benefits in gen- 
uine disability cases to realistic levels. 

“We must, above all, re-examine the 
scope and venue of judicial review. 
Decisions against the overwhelming 
weight of the evidence must become 
impossible. 

“We must assure security of tenure 
and adequate salaries to referees. Re- 


Six Named CPCUs At 
Conn. Chapter Meeting 


Five company men and an agent 
were awarded the CPCU designation 
at a luncheon meeting of Connecticut 
chapter. 

John Adam Jr., president Worcester 
Mutual Fire, representing American 
Institute, pointed out that the new des- 
ignees may eventually rise to office in 
CPCU affairs and may have to exercise 
the principles of management. These 
are the same in CPCU work as in 
business. “Good managers don’t try to 
make a horse drink; they try to make 
him thirsty so that he will drink,” 
Mr. Adam _ observed, pointing out 
that people must be stimulated to the 
desire to achieve. 


Pittsburgh Club Elects 


Insurance Club of Pittsburgh at its 
annual meeting elected Joseph H. 
Kronz of National Union president, 
Dick L. Moorhead of Boston vice-pres- 
ident, Thomas B. MacNamara of Gen- 
eral Accident secretary, and Paul D. 
Hogan of the Kelly & Hogan agency 
treasurer. 

Mr. Moorhead has been appointed 
chairman of Pittsburgh I-Day, which 
is the oldest of those affairs. This will 
be the 36th one for Pittsburgh and will 
be held at the Hilton Hotel March 13. 





habilitation procedures may indeed 
have to be vitalized, but it is silly to 
talk of greater responsibility of em- 
ployers without giving them a voice 
in the selection of physician. Filing 
forms will accomplish little. 


Must And Can Be Done 


“All this, and more, must be done, 
and can be done, speedily and within 
the framework of procedural due pro- 
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cess, with all the safeguards of fair 
hearings, administrative review and 
right to appeal on questions of law.” 

Arbitrary and unreviewable dis- 
cretion should be conferred upon no 
one, whether administrator, doctor, or 
doctor-administrator, Mr. Mangano 
said. Any proposal to substitute the 
clinic for the hearing room must be 
examined with a cold and fishy eye, 
he concluded. 
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You can save money 
in fire losses by 
insisting on fire doors! 


Many of the biggest fire losses in non-residential buildings 
take place because stairwells and corridors are not properly 
sealed off by fire doors. Fire doors actually protect the 
insurance company—as well as the building owner—from 
the rapid spread of flames through buildings. Fire protec- 
tion authorities emphasize that fire door protection means 
decreased risk of fire damage. 

You can reduce the fire risks in buildings you insure by 
recommending that Fire Barriers be installed in appropriate 
entrances and corridors. Fire Barriers also will give you an 
opportunity to insure buildings at lower rates than your 
‘competitors. 

For the most complete, U/L tested line of fire doors, 
you can suggest Overly Fire Barriers to your clients. Overly 
Fire Barriers have been tested for every labeled rating and 
for service in the most severe fire conditions. For more 
information—for you and for your customer—send for 
our new Fire Doorater booklet today. 


Overly is represented by agents in all principal cities. 


Emme oe 


MANUFACTURING COMPANY 


Department FB-3 Greensburg, Pennsylvania 








This Overly Fire 
Barrier with Fire 
Exit Hardware pro- 
vides 3 hours of 
fire protection 
with complete life 
safety in panic 
conditions. 
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‘Sales Jobs Must Have Management Slant 


(CONTINUED FROM PAGE 14) 
this potential of professional evalua- 
tion, the salesman must be armed with 
equally competent support. He must 
learn what factors are likely to be 
decisive and he must devise a way to 
deploy the resources of his own firm 
so that a profitable sale results. He 
must decide what type and how much 
market research is required to identify 
the prospect’s real need. He must 
know what technical support he needs, 
when he needs it, and how it can be 
used most effectively. This adds up to 
management, Mr. Mapel said. 

It matters little whether or not the 
purists recognize that a_ substantial 
management content is present in the 
average sales job. What does matter 
is the fact that many top managements 
have failed to respond to the change. 
They are aware that their salesmen 
are no longer able to sell with only 
a persuasive demonstration of their 
product’s functional superiority. They 
know that the salesman must be a 
“resource manager” who must invest 
corporate resources other than his own 
time and selling skill in a profitable 
way. They expect this. They demand 
it. But, many of them have responded 
by only demanding. In many cases, re- 
liance on conventional organization 
structure is a symptom of their failure 
to respond intelligently to the market 
changes. 


Organizational Flaws 


Most businesses are organized for 
the day-to-day processing of routine 
transactions. This is necessary. But 
some organizations are so rigid they 
inhibit the salesman’s capacity to res- 
pond to crucial selling opportunities. 
An organization should be flexible 
enough to provide the salesman with 
prompt and easy access to the re- 
sources he is expected to use. In many 
cases, the conventional organization 
structure places them beyond his 
reach, or by the time he can reach 
them, the opportunity is lost. 

Mr. Mapel took market research as 
an example. He wonders how many 
market research staffs can help an 
individual salesman identify a major 
prospect’s “timely” problem. In _ his 
view, not many can do so. Most of 
them are too busy charting the dis- 
posable income by 1976 to be bothered 
with such trivia. Their managements, 
in many cases, have them too infat- 
uated with the future to be aware of 
the need to survive in the present. 

Mr. Mapel also wonders how many 
individual salesmen can quickly reach 
back into their organization and get 
the prompt assistance of the right 
technical specialists, and how many 
organization structures encourage, 
rather than restrict, the selective flow 
of the right information to the sales- 
man. Equally important is the question 
of how many facilitate the selective 
flow of marketing intelligence from 
the salesman to management. 


Sales In Low Esteem 


Mr. Mapel noted that there is jus- 
tifiable concern about the decline in 
public regard for the salesman and the 
disappointing quality of young men 
who are entering the marketing field. 
While it may not be the overriding 
reason for adding management con- 
tent to sales jobs, it is nevertheless 
important that this be done so that 
capable young men can be attracted 
to selling. Many able young men ap- 
pear to see salesmen as men of 
rather dubious character whose in- 


come depends on their techniques of 
persuasion. They are aware that sell- 
ing offers substantial dollar rewards 
to its successful practitioners, but 
many young men do not regard selling 
as a promising route to general man- 
agement. They do not believe that 
salesmen are given an opporturity for 
personal achievement. And, finally, 
they are convinced that salesmen do 
not enjoy the respect and confidence 
of their fellow citizens. 


Efforts To Check Trend 


Some have tried to check this trend 
by referring to salesmen as members 
of a profession. Some associations give 
annual awards to the member who 
has contributed the most to the “sales 
profession.” Many sales managers 
make speeches on the subject. Mr. 
Mapel thinks that all of this is sheer 
folly. Everyone wants to achieve the 
distinction of being a true “profes- 
sional” rather than an inept, bungling 
amateur. But, it’s a mistake to equate 
the difference between a member of 
a profession and a competent crafts- 
man. 

There is a better choice than using 
the dubious tactic of calling sales a 
profession. Responsible persuasion is 
actually a noble art. The public atti- 
tude toward persuasion can be changed 
It only requires accurate and honest 
presentation. 

“We spend a great deal of time and 
money on increasing the persuasive 
skills of salesmen. We try to teach 
them what to say, when to say it, and 
even which resonant tones it should be 
said in. At the same time, persuasive 
skill is often not decisive. It’s more 
likely to be only a qualifying factor. 
If you are persuasive, you are then 
able to start even with your compet- 
itors. The number of sales situations 
where personal persuasion skill is not 
even a qualifying factor is steadily 
increasing The personal content in 
selling is actually declining in many 
fields. It is true that the growth of 
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advertising is in part a response to 
the increasing cost of personal sales- 
manship. Advertising may be sales- 
manship in print, or salesmanship in 
sound, or visual salesmanship. It may 
be based on the most esoteric motiva- 
tional research and it may be persua- 
sion but it’s not the old-fashioned 
pelly-to-belly brand,” Mr. Mapel de- 
clared. 

As markets have become more 
tempting and more lush, the hazards 
of trying to compete have increased 
at an equal pace, he continued. It’s 
only self indulgence to think that pre- 
sent markets will grow without com- 
parably severe demands being placed 
on the businesses competing for those 
markets. And, the businesses which 
profitably compete in the new markets 
will translate the “New Potentials in 
Salesmanship” into reality by devel- 
oping salesmen who, at least in part, 
share in the stewardship of the re- 
sources of the organization. They must 
be stewards who have the knowledge 
and are given the latitude to invest 
those resources in changing suspects 
and prospects into customers. 


Wichita Changes For 
Phoenix Of Hartford 


J. Max Marshall, state agent, has 
been placed in charge of the Wichita 
office of Phoenix of Hartford group. He 
joined the company in 1947 as a spec- 
ial agent in Kansas. Previously he was 
in the local agency business. 

Marvel K. Carnahan has been pro- 
moted to special agent and will assist 
Mr. Marshall. He joined Central States 
Fire, which has since been merged into 
the Phoenix group, in 1935. 


N.C. Bureaus Reelect 


W. F. Laughlin has been reelected 
general manager of North Carolina 
Automobile Rate Administrative Office 
and North Carolina Compensation 
Rating & Inspection Bureau. P.A. King 
Jr. was reelected assistant manager of 
the compensation bureau. Paul L. Mize 
was reelected manager of the assigned 
risk plan and assistant manager of the 
auto rate office. 

Hartford Accident was elected to the 
governing committee of the auto rate 
office to succeed General Accident, 
which asked not to be reelected. Other 
members of the bureaus’ governing 
committees were reelected. 

North Carolina Automobile Rate Ad- 
minstrative Office decided at its recent 
annual meeting to file for a 25% 
increase in liability rates on commer- 
cial vehicles. Commissioner Charles 
F. Gold recently approved an increase 
of 18.7% in liability rates for private 
passenger cars. 
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Malpractice 


You can depend upen our specialized 
experience in this highly technical field 
of liability coverage. 
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Mo. Blocks Measure That 
Would Hold Coverage 


To Loan Amount 

Judge Blair of Cole County (Mo.) 
circuit court, in an unusual night ses- 
sion on Oct. 31, temporarily blocked 
enforcement of a state regulation that 
would have reduced fees being charged 
by some small loan companies for in- 
surance covering their loans. 

He gave the Missouri department of 
finance until Dec. 11 to show why it 
should not be permanently restrained 
from adopting the regulation, which 
would limit the amount of fire, wind 
and/or EC insurance a lender may re- 
quire on personal property to an 
amount equaling the loan. Under pre- 
sent regulations, a loan company can 
require insurance equal to the value 
of the property, which is usually con- 
siderably higher than the loan. 

The proposed legislation was pro- 
mulgated by Layton Pickard, commis- 
sioner of finance, under the Missouri 
consumer credit act, and would have 
been effective Nov. 1. A suit to enjoin 
Mr. Pickard from putting the measure 
into effect was filed by Ambassador 
agency of St. Louis, managed Joseph 
Oxenhandler. 

Irving Dagen, attorney for the agency 
argued that the new regulation would 
permit only three insurers operating 
in Missouri to sell the type of insurance 
involved. He further contended that 
the regulation in effect amends the 
state’s insurance statutes and controls 
the insurance superintendent’s power 
contrary to the law. He also said that 
the rule would be discriminatory be- 
cause it does not cover insurance on 
motor vehicles issued under the same 
measure. 

Commissioner Pickard, commenting 
on the suit, said that while apparently 
only three companies would now 
qualify, at least 100 others could get 
their rates approved. He stated that 
the regulation was not meant to penal- 
ize loan companies in any way, since 
most of them have abided by the state’s 
consumer credit law. 


American Names Sokoly 

American has named Joseph So- 
koly casualty manager at Detroit. He 
replaces Edwin A. Davis, resigned. 
Mr. Sokoly joined American at St. 
Louis in 1952, and after graduating 
from the advanced multiple line train- 
ing program was transferred to De- 
troit as an underwriter. Later he was 
advanced to underwriting supervisor, 
his most recent position. 


Royal-Globe Veterans Dine 


The annual dinner in New York of 
Royal-Globe Guards, organization of 
employes who have served the com- 
panies 25 years or more, was attended 
by more than 500 of the 1,065 active 
and retired members. The midwest 
division held a luncheon in Chicago 
and the west coast unit held a dinner 
in San Francisco. 


Selected Risks Declares Extra 

Selected Risks Indemnity of Branch- 
ville, N.J., has declared an extra divi- 
dend of 10 cents along with the regu- 
lar quarterly of 30 cents. This is the 
second such extra to be paid this year, 
so the total distribution for 1961 is 
$1.40. Underwriting profit for the nine 
months is $276,449 against $35,971 last 
year. The combined loss and expense 
ratio was 93.8. Investment income was 
up 15.8% and there has been an in- 
crease in surplus since Jan. 1 of $1,- 
184,003. Surplus to policyholders at 
Sept. 30 was $6,320,401. 
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Nationwide 
Aviation Financing 


as well as Insurance 
NOW AVAILABLE THROUGH 


AMERICO 


To fill a long-existing need in the General Aviation industry, 
AMERICO—the American Mercury Insurance Company, spe- 
cialists in General Aviation insurance—has collaborated with 
the aviation trade associations and a number of dependable 
financial institutions to make available a nationwide program 
of financing and insurance. Now AMERICO can help you set 
up a flexible financing and insurance package covering aircraft, 
equipment, parts, repairs and services for any of the following: 


e INDIVIDUALS e AIRPORT MANAGERS 
e FIXED-BASE OPERATORS e BUSINESS FLEETS 


Consideration given to either a Guaranteed Cost Basis or Retro- 
spective Rating Plan. 


Applications for representation in certain states are now being 
accepted. 


For further information on this new coast-to-coast financing plan 
(and a copy of AMERICO’s new AIRCRAFT FINANCING MAN- 
UAL), or for prompt action by a team of General Aviation 
insurance experts, 


call AMERICO Collect 
FEderal 7-3131 in Washington, D. C. 


SE 


American Mercury Insurance Company 


John F. Idler, President 


2251 Wisconsin Avenue Northwest. Washington 7, D.C. 
AMERICO is Rated A+ (Excellent) by Best’s Insurance Reports 
AMERICO carries Complete Domestic Reinsurance 
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BE 3-4191 
MU 8-4270 


99 JOHN STREET, NEW YORK 38, N. Y. 
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We don’t have a market to 
insure a Swiss mountain 
climber—but we DO provide 
an inexhaustible market for 
your unusual . . . hazardous 
. . . hard-to-place risks . .. 
including: 

@ EXCESS LINES 

@ SURPLUS LINES 
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Banker Sees All Employes In Marketing 


The necessity for “pluses” in mar- 
keting was underscored by Eugene B. 
Mapel, vice-president Chase Manhat- 
tan Bank, in an address at the annual 
meeting in New York of National Assn. 
of Mutual Insurance Companies. He 
spoke at a session of American Mutual 
Insurance Alliance. 

Mr. Mapel said it was not a startling 
revelation that the services of com- 
peting banks have much in common. 
They are relatively equal until some- 
one succeeds in adding a plus to the 
service itself or to the way the serv- 
ice is offered in order to make it 
distinctive or superior. He suspects 
that an insurance company’s services 
are basically the same as those of its 
competitors. It is doubtful that a given 
insurer’s services include anything ba- 
sic that makes it either unique or 
superior. 


Need For Discipline 


Baseball is a game of inches, Mr. 
Mapel remarked, but it is not the only 
one. The difference between success 
or failure is usually an inch, particu- 
larly in marketing. 

The quantitative difference between 
a poor marketing program and a good 
one is minute. It is usually the dif- 
ference between the standard product 
or service and others which include 
a “plus’—no matter how small— 
that make them better. The differ- 
ence may be small but the variance 
in results is substantial. 

Marketing is a discipline, Mr. Mapel 
declared, where problems are sys- 
tematicaly analyzed and studied, and 
carefully planned approaches for so- 
lution are developed and tested. Ad- 
herence to this discipline is indispen- 
sable in arriving at a plus in service 
that will meet the needs of customers 
better than that of the competition. 
A number of small pluses add up to 
a total of superiority. 


Each Employe Is Marketer 


One “root idea” in his organization’s 
marketing program is that each and 
every employe must market the bank 
and each of its services. If only the 
specialized ‘sales employes” _ sell, 
many opportunities are lost. Promising 
contacts with prospects and customers 
are neglected. 

A new concept in marketing sees 
every one in a company—from the 
elevator operator to the chairman— 
arranged in one long marketing spec- 
trum. Within it, personnel are arranged 
according to their potential impact in 


Barnard Promoted 

Robert E. Barnard has been named 
superintendent of the fidelity and 
surety department at the Boston office 
of Hartford Fire group. He has been 
with the home office fidelity and surety 
division since he joined the company 
last year. He previously was a general 
partner for 15 years in the Barnes- 
Barnard-Geare agency in Cumberland, 
Md. 





Field Men Hear III Man 

Mississippi Capital Stock Insur- 
ance Assn. and Casualty & Surety 
Assn. of Mississippi held a joint meet- 
ing in Jackson to see a slide prseenta- 
tion on the 1960-1961 activities of In- 
surance Information Institute. 

Insurance Fieldmen’s Assn. of Geor- 
gia, Atlanta Mariners Club and South- 
ern Casualty & Surety Assn. held a 
similar meeting in Atlanta. R.M. Mc 
Farland Jr., director of the southeast- 
ern regional office of III at Atlanta, 
narrated the presentation at both meet- 
ings. 


influencing, 
customers. 

This is not a compartmentalized con- 
cept, Mr. Mapel emphasized. It is qual- 
itative. Each employe has the quality 
of influencing—to a greater or lesser 
degree—those with whom he comes in 
contact. 

This concept is a potent marketing 
tool. It will not solve all problems, 
but it is a powerful aid. Problems 
which defied solution under a com- 
partmentalized concept become man- 
ageable when illuminated by the mar- 
keting spectrum idea. 


persuading and _ selling 


Education Plan 


If a company views marketing in 
this light, it cannot place employes in 
two categories: Sales and all other. 
It begins by accepting the idea that 
a job is established because it has a 
potential for persuading or selling cus- 
tomers. Then the company decides to 
what degree this element exists in 
each job in comparison with all others. 
Jobs are then arranged without any 
arbitrary lines of division, with those 
with the most remote impact on cus- 
tomes at one end of the spectrum, and 
those with maximum impact at the 
other. 

Then the company begins an all- 
out education job on every segment 
of this spectrum, Mr. Mapel said. Em- 
ployes are taught to see the market- 
ing elements in each of their activi- 
ties. The company allocates its mar- 
keting education effort on the basis 
of the job’s place in the marketing 
spectrum. The company “forgets” 
what department the employe is as- 
signed to, and remembers the poten- 
tial impact of his work on the custo- 
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mer. This does not solve the com- 
pany’s problem. But it focuses the ef- 
fort. It directs marketing education 
to the employes who can make the 
most productive effort. 


Greatest Potential 


Most of today’s marketing opportun- 
ities do not result from new customers 
in Mr. Mapel’s view. Most marketing 
success depends on getting additional 
business from old customers. To per- 
suade the latter to increase their use 
of the product or service, a company 
must build in or add a plus 

Another basic idea is to keep pros- 
pects and customers aware of the or- 
ganization’s leadership. People like to 
do business with a leader. 

Mr. Mapel believes that the idea 
of insisting that each employe accept 
and fulfill marketing responsibilities 
is applicable to insurance companies. 
He sees marketing as a discipline with- 
in which a superior way of meeting 
the needs of customers must be dis- 
covered and promoted. Success de- 
pends on arriving at a systematic and 
thorough program which ultimately 
adds and profitably sells a plus that 
fits customer needs in a superior way 
and fits the needs of the business it- 
self for profitable and durable leader- 
ship. 


F.&D. Advances Shafer 


Fidelity & Deposit has appointed 
Lester D. Shafer to the dual post of 
manager and attorney of the salvage 
division of the claim department. He 
succeeds Oliver W. Littleton, who has 
retired after 47 years with the com- 
pany. 

Formerly assistant manager of the 
unit, Mr. Shafer has been with the 
company at the home office since 1929. 
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HieNATIONAL UNDERWRITER 


Gerber Gives Views On Changing Picture In Insurance 


(CONTINUED FROM PAGE 21) 


and auto may very well be thrown 
into homeowners. Anything is. pos- 
sible when it can be seen developing. 
For instance, who ever thought §fic- 
titious group was possible? he asked. 

There are some things not to lose 
sight of, however, he added. Even if 
rates are lowered to meet competition, 
the merchandise must not be an infer- 
ior product. Agents cannot afford to 
make the “grevious error of giving the 
public something inferior. The public 
will not stand for restrictive cover, can- 
cellations, selection of underwriting, 
etc. at the expense of the buyer.” 

Where do lower rates come from 
then? queried Mr. Gerber. The answer 
lies possibly in the experience of other 
merchandising fields. “We'll see a 
number of mergers in not only com- 
panies but agencies.” he declared. 
“There will also be some unfortunate 
situations if some smaller insurers 
who can’t meet competitive forces fall 
by the wayside. I would regret deeply 
to see this, because the insolvency of 
an insurer is worse than that of just 
any other type of firm. I don’t believe 
in the philosophy that if they can’t 
make it, it’s just too bad. Legislators 
of 50 states made insurance a highly 
regulated business just for such rea- 
sons as this. The insolvency of any 
insurer will leave its mark on the big 
insurers as well.” 

Impact Stirs Imagination 

Mr. Gerber went on to say that the 
impact of the Connecticut General case 
in New York, where an appellate court 
decision now makes its possible for 
the company under New York law to 
go into the fire and casualty business, 
“stirs one’s imagination;” it opens the 
door to packaging the like of which 
can hardly be imagined. 

In answer to a question whether or 
not politics enters into rate making, 
Mr. Gerber came right back with the 
time he was practically pilloried by 
the newspapers when he agreéd to a 
needed raise in auto rates. The trouble 
was, and is, he said, that the insurance 
industry fails to prepare the public 
for a rate increase. “The rate regula- 
tory system in the insurance business 
has been as free of politics as any 
other rate regulated business in this 
country,” he stated. “Abuses have been 
negligible.” Better public relations be- 
tween the insurance business and the 





John Barry Airs Views 
On Rate Regulation 


(CONTINUED FROM PAGE 23) 
apartment house package policy ap- 
proved in Illinois is anything but what 
it is cracked up to be. He is on record 
with the Illinois department as opposed 
to this filing “on the grounds that it 
is illegal, does not meet with the re- 
quirements of law, is unfairly dis- 
criminatory against risks in other 
classes, and forces us to write business 
at an inadequate rate, as the price for 
trying to stay in business in Illinois.” 

Feeling it only fair that one who 
criticises should also offer a solution, 
Mr. Barry outlined the provisions of 
a law, which if passed, “would offer an 
equitable answer to the whole prob- 
lem, which would leave an absolute 
minimum to the discretion of any 
individual and which would fix the 
standards and prescribe the formula 
for rate making, protecting everyone 
and still leaving all necessary room 
for reasonable competition.’”’ He advised 
the agents to keep in mind the im- 
portant part they play in the economy 
and that concerted action by the agents 
can have powerful legislative effect. 


public are needed. No rate increase 
will sit well with the public if it hasn’t 
been prepared for it. “It is not politics, 
but you will have a ‘sensitive regu- 
lator’ if you haven’t prepared the pub- 
lic. Any politician wants acceptance,” 
he said. 

Asked his views on higher qualifi- 
cation standards for an agent’s or bro- 
ker’s license, Mr. Gerber said that if 
there was ever a time for better stand- 
ards, it is now. Coverages are getting 
more complicated. However, without 
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having educational facilities available, 
“can we put a law for better standards 
on the books?” he asked. This is like 
trying to have doctors without medical 
schools. He wondered why the com- 
panies don’t take a firmer stand on 
this. 

“It is in the interest of the entire 
business that the whole matter should 
be reviewed. It is to the interest of the 
agency companies and system that 
better qualified men are entering the 
business,” he said. “There is no ques- 
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tion in my mind that as the insurance 
business becomes more and more in- 
volved, qualifications must be con- 
sidered—very definitely. It is unfair 
to the public to send someone into the 
field who isn’t fully equipped.” 

H. W. Mullins, state national direc- 
tor, in reply to Mr. Gerber on the 
question of schools, said that the 
agents are asking for 90 hours of 
classroom work or its equivalent as a 
qualification for licensing, and if this 
point can be incorporated into law, 
there will be no problem in getting the 
schools. 
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FeNATIONAL UNDERWRITER 


Editorial Comment 


A Class Is A Group Is A Grouping 


The news that two companies that 
specialize in the writing of automo- 
bile insurance for the employes of tel- 
ephone companies (“and other select 
risks”) have merged, serves as a re- 
minder, if any were needed, that a 
good deal of the insurance in the U.S. 
is written for groups that have some 
similarity as a class. Grouping is such 
an inherent characteristic of insur- 
ance that it is trite to say so. 

Yet groupings that have not been 
used previously for the purposes of 
insuring attract opposition. Grouping 
for collection convenience, via credit 
cards, is an example. Another is the 
“wrap-up” of compensation and lia- 
bility on big construction projects. 
Grouping by type of employment, 
government employes, for example, or 
business activity is quite common and 
always has been. Thus we have insur- 
ers that write steel manufacturing, re- 
tail drug stores, farms, ship builders, 
printers, Pennsylvania Dutch, non- 
drinkers, electric manufacturing— 
the list is endless. 

Many groupings are in the news to- 
day—fictitious fleets, association cases 
in the life business, franchise holders. 
Even local agents, who generally op- 
pose fictitious fleets, buy group A&S 
and life through their associations, 
which creates new association cases, 
to which life agents are opposed. 

The writing of automobile on em- 
ployes of a firm on a group basis, 
with the employer handling the book- 


keeping and collection, has been suc- 
cessfully opposed. Yet an insurer can 
be (many have been) formed to write 
the automobiles of employes in the 
same industry, and at a discount. In 
most states there are statutory prohi- 
bitions against a producer writing most 
of his business on his own property 
or operations. But insurance companies 
have been formed by non-insurance 
businesses and industries to write cov- 
erages principally on their own prop- 
erties and activities. 

While the writing of automobile, 
and presumably homeowners and 
other property coverages, for employes 
at a discount is frowned upon, the 
writing of group life and A&S on 
these same employes at a discount 
long has been an accepted practice. 
They constitute a fictitious group 
for one coverage but a realistic group 
for another.. 

We can understand the opposition to 
new groupings, or the use of existing 
groups for coverages formerly not pro- 
vided on a group basis. Such develop- 
ments disrupt existing patterns of bus- 
iness and income: They often mean 
loss of clients and volume to competi- 
tors. They may even introduce im- 
proper or unwise underwriting. 

But more groupings we are bound 
to have. The best that can be hoped 
for is that they will be intelligent 
and orderly groupings to which funda- 
mentally sound principles of under- 
writing are applied—K.O.F. 


Wrap Up Your Troubles 


Many virtues and faults have been 
attributed to package policies but few 
contentions have been proved one way 
or the other. One fact would seem to 
emerge quite clearly: Whatever effect 
packaging may have on the physical 
aspects of a risk, it has none on the 
moral aspects. 

This point has been well taken by 
Harford Mutual of Bel Air, Md., in a 
statement directed to underwriters 


and to those in production. The com- 
pany said: 

“If a risk is not a good fire risk, it 
is not any better as a homeowners 
risk. If insured is a poor moral risk 
for theft or burglary, he is a poor one 
for homeowners. If he is suit-prone 
or accident prone as a liability risk, 
he is just as undesirable for home- 
owners. Homeowners was designed 
for the better type of middle class 


insured and should be selected and 
underwriten accordingly. You cannot 
drape a homeowners magic mantle 
around the shoulders of ‘Careless 
Charley’ or ‘Finagling Fanny’ and 
thereby make them clean pure risks.” 

Commenting on changes in home- 
owners, Harford Mutual notes that it 
is quite in the spirit of modern mar- 
keting to give coverage as broadly and 
uniformly as possible at the lowest 
practical rates. Many companies have 
grumbled at the downward pressure 
on rates or at the concurrent broad- 
ening of coverage without increased 
premium. Ultimately, the normal op- 
eration of the market will cause the 
“rate to seek its own level,’ as so 
many have said, usually with a wistful 
look to the future, Harford Mutual 
observes. 

But the problem is not primarily 
with rates as such or with coverages, 
in this company’s view. The problem 
is one which was adequately met in 
former days by the principle of se- 
lection. Properly selected, homeown- 
ers, or any other coverage, package or 
otherwise, can be comfortably under- 
written, if common sense methods are 
used in appraising or evaluating the 
risk. 

Harford Mutual’s comments are 
timely, and their essence can be ex- 
tended beyond homeowners, now that 
more and more companies are going 
into commercial and industrial pack- 
ages. In these areas, moral risk is a 
far greater factor than in the personal 
lines market, and selection is there- 
fore even more important. 

Some multi-peril men bridle at 
comments on package policies, con- 
struing any and all observations as 
critical of packaging itself. Much re- 
mains to be proved about the virtues 
and faults of packages. They should 
neither be acclaimed nor condemned 
in advance of performance over a con- 
siderable span of time. 

But one comment seems funda- 
mental. You can’t get rid of moral 
risk by enclosing it in a wrapper. It 
may be more difficult to detect but 
it will still be there. Those preparing 
to throw an all inclusive mantle 
around commercial and_ industrial 
risks, apartments, motels and other 
classes, and those who have already 
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done so, may be well advised to revall 
that a new “dress” will not change 
the fundamental character of the risk. 
There is nothing intrinsically wrong 
with the principle of packaging. There 
may be something wrong with the 
uses and the users (underwriters and 
customers) of the packages.—J.N.C. 





Carl E. McDowell, executive vice- 
president of American Institute of 
Marine Underwriters, has been named 
man of the year by the Seamen’s 
House branch of Greater New York 
YMCA. Mr. McDowell has been chair- 
man of the board of managers of the 
branch since 1952. 


Miss Virginia R. Carson, daughter 
of Ellis H. Carson, president of New 
England Reinsurance Co., and Mrs. 
Carson, will be married Nov. 25 at 
Trinity Church, New York, to Charles 
E. Tuttle. Miss Carson until recently 
worked at New England Mutual Life’s 
home office in Boston. 


C. Harvey Kelley, director of re- 
search and development of National 
Assn. of Insurance Agents, will be 
married Nov. 25 to Miss Dorothy 
Tripp at Christ Episcopal Church, 
Bronxville, N. Y. Miss Tripp is in the 
personnel department of Commercial 
Union. 


H. W. Culbreth, vice-president Na- 
tionwide Mutual, was a member of the 
five-man group that is making a 
30-day tour of cooperatives, credit 
unions, and savings banks in six Latin 
American countries for the State De- 
partment’s agency for international 
development. Mr. Culbreth is repre- 
senting Murray Lincoln, president Na- 
tionwide Mutual, who is president of 
Cooperative League of the U. S. The 
tour started Nov. 12. 


H. Clay Johnson, executive vice- 
president of Royal-Globe, has been 
elected mayor of Rye, N. Y. He will 
serve a three-year unsalaried term for 
the city, which is run under a council- 
manager form of government. This is 
Mr. Johnson’s first venture into pol- 
itics, although he served with the fed- 
eral government for 10 years. As vice- 
president of War Damage Corp., he was 
chief author of the plan which enabled 
Americans to buy over $130 billion of 
war damage insurance for factories 
and homes. He also negotiated the con- 
tracts which helped create the war- 
time synthetic rubber program. 





Deaths 


ROBINSON G. HOLLISTER of Glen 
Ridge, president of Insurance Brokers 
Assn. of New Jersey and a director of 
National Assn. of Insurance Brokers, 
died while undergoing an operation. 


L. D. STITT, 77, president of Stark- 
weather & Shepley (Ill.) agency, Chi- 
cago, died of a heart attack in the 
Union League Club, where he resided. 
He began in insurance in 1902 with 
Great American as superintendent of 
the automobile department. In 1922, 
he went with Marsh & McLennan in 
the Chicago brokerage department. He 
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was appointed head of Illinois opera- 
tions of Starkweather & Shepley in 
1928 and served as president since 
1943. He was a director and trustee of 
the firm’s Illinois, Rhode Island and 
New York companies. Active in in- 
surance circles, he was at one time 
treasurer and a director of Chicago 
Board of Underwriters. 


Mrs. MARIE LYNCH O’CONNOR, 
91, mother of James C., editorial di- 
rector of the National Underwriter 
Co., died at Cincinnati. Two other sons 
survive, Robert of South Bend, Ind., 
and Very Rev. Paul L., S. J., president 
Xavier University, Cincinnati. There 
are 14 grandchildren. 


EDGAR A. LOCKNISH JR., 55, su- 
pervising underwriter of America Fore 
Loyalty in the metropolitan New York 
office, died at Presbyterian Hospital, 
Newark, N.J., after a short illness. He 
joined Firemen’s of Newark in 1925 at 
its home office and was later in charge 
of Loyalty companies’ fire business in 
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WILLIAM H. KUHNHOLD, 69, re- 
tired associate manager of Hartford 
Fire’s marine department in New York, 
died of a heart attack at the Pickwick 
Arms Hotel, where he lived. He had 
been in the business 50 years, 18 with 
Hartford Fire. He retired in 1959. 


WILLIAM C. DILLON, primary 
claims manager and assistant secretary 
Security Mutual Casualty, died sud- 
denly at his home in Chicago. He had 
been with the company for 38 years. 
In 1953 he was appointed claims man- 
ager and in 1959 was elected assistant 
secretary. 


THOMAS F. CHARLTON, 75, who 
retired as executive assistant of West- 
ern Adjustment at Chicago in 1952 and 
moved to Clearwater, Fla., died there. 
He began with Western at Chicago in 
1908. He was named manager at St. 
Paul in 1915, returning to Chicago as 
manager of the Cook County branch 
in 1945. He was named executive as- 


dividend of 60 cents, an increase of 843%. They wanted an egg in their beer, 
it looks like. 

Arbitragers who bought Standard Accident stock around 50 earlier this year 
just after a twinning with Fireman’s Fund was called off and before the Re- 
liance acquisition was set, have done well. They got Reliance stock share for 
share and this is now hovering at 70 and they are setting a cash return of 5%. 

Buyers are searching for recherche life insurance situations—inactive 
issues that might be available at prices that look cheap in relation to the 
regularly-traded stocks, for instance United Fidelity Life of Dallas which 
appears rarely and has been selling, when it did turn up, in the low 70s (at 


sistant in 1950. Born in Toronto of Eng- 
lish parents, he was a naturalized cit- 
izen of the U. S. 


New York for many years before as- 
suming his latest post in the metro- 
politan department in October. 





Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Much of the insurance stock list was bouyant to frenetic last week. Several 
issues ran dry momentarily, that is there were only buyers, no sellers. Wash- 
ington National, for instance, which had been dormant since the payment of a 
25% stock dividend in the early fall, advanced eight points to 71 bid when 
buyers appeared, oniy to find that offerings were scant. Important earnings 
improvement is scented here. 

Franklin Life went up easily after surmounting its previous high of 125 and 
on Friday there were sales at 136. Life of Virginia was wanted and got into 
the 130 range. 

The 300,000 share offering of Combined at 57 was “out the window” and 
stock was traded at 61% bid. 

In several fire-casualty stocks, buyers ignored the effect of the Los An- 
geles fires, but Continental Insurance on the N.Y. Stock Exchange dropped as 
much as 2% points. That represented a decrease in total share valuation of 
$30 million, yet Continental estimates its L. A. loss at only $1 million or 
8 cents a share. An announcement Friday by the management of prospects for 
greatly increased earnings this year caused the stock to recover what it lost 





On the Conn. General-Aetna Insurance announcement Monday CG stock 
dropped 30 points from its opening price and Aetna went up 20. What hap- 
pens now on Phoenix Insurance? Cross directorships are noted here with 
Conn. Mutual Life. Also, is it a candidate for an Aetna Life combination? 
Phoenix stock advanced about 5 points in sympathy with the CG move. 

Ohio State Life went to 66 bid Monday, Washington National was 
at 75, National Old Line 36, Aetna Life 154, Travelers 64, Lincoln National 
171. B.M.A. broke into the century group, with the bid reaching 101. Old 
Republic Life touched 30 and North American Life was at a new all-time 
high in the 29 range. 





in the L. A. selloff and add a point beyond that, to 66. Continental tends to be 
more overly sympathetic to momentary influence than those that are traded 
over-the-counter. There are more tape-watchers in this and they respond emo- 
tionally to bulletins and flashes. Incidentally, Continental added another 
$48 million or $4 per share to surplus in October due to appreciation in market 
value of equities and surplus to policyholders is nudging the $1 billion mark. 
Investment income is up about 5%. 

Ohio State Life became a bid only situation as investors assessed the magni- 
tude of this company should its new move to wed Columbus Mutual Life be 
consummated. The first publicity was confusing, as it dealt with the matter 
of backing into an old legal conflict. Actually, of course, the program results 
from a resolution of differences, not from antagonism. Should this come about 
(and it will require six months or so at best), Ohio would be a company with 
$1 billion $200 million insurance in force, 1,500 agents, operating in 22 states. 
National Life & Accident soared on word of a 2 for 1 split with an increase in 
the cash dividend. It was up 10 points or so. 

Security Life & Accident continued to advance after announcement of a 
proposed 20% stock dividend. 

Nw National Life went over the $200 mark. 

Wis. National Life was going at $60 with stock hard to find. This is new high 
ground. ‘ 
announcement of bang-up results for nine months. 

Victory Life was sold out and went to 140 bid, up 10. Another Kansas 
situation was strong—National Reserve Life—leaping 30 to 275. 

Kansas City Life, which has been resting after having moved at a 100 point 
clip weekly for awhile was sought anew and at 2600 was higher by 100. 

National Old Line moved into new high ground above 34 on a 20% stock 
dividend proposal. 

Reliance declined more than 2 points Friday on declaration of a quarterly 


virtually no increase for the year) last week went at 90 or better. 





New Federal Law On Employe Auto Use 


(CONTINUED FROM PAGE 1) 

does not cover operation of any non- 
owned automobile (such as one owned 
by the government) furnished the in- 
sured for regular use in his business 
or any business use of a commercial 
automobile or any automobile or other 
than the private passenger type. 

Thus, a federal employe who drove 
a government-owned automobile regu- 
larly needed broad drive other cars 
coverage and this was widely carried. 
There was also some carrying of non- 
owner coverage by government em- 
ployes who did not own automobiles 
personally, but who drove government 
automobiles in the course of their 
duties. 

Insurance men may have a problem 
advising clients who are in this posi- 
tion. Since the law does not go into 
effect until March 21, 1962, govern- 
ment employes whose insurance expir- 
es before then and who have heard of 
this law may have to be cautioned 
against premature action. Because the 
law is so new, there are almost cer- 
tain to be technicalities which will 
have to be worked out in court, so it 
may be a iong time before anyone can 
be sure that a person who drives a 
government-owned vehicle has no lia- 





Conn. General Position On 
Regulation Was Misstated 


The article in last week’s issue quot- 
ing testimony of Buist M. Anderson, 
vice-president and counsel of Con- 
necticut General, before the New York 
legislature’s committee on insurance 
rates and regulation, made it appear, 
by the inadvertent omission of several 
lines of copy, that Connecticut Gen- 
eral wouldn’t mind having federal 
regulation. 

Actually, Mr. Anderson was criti- 
cizing national regulation, saying, “We 
do not want to see life insurance com- 
panies placed in a regulatory strait- 
jacket—hamstrung as are the railroads. 
For this reason we do not want na- 
tional regulation of insurance, whether 
it be administered from Washington 
or from Albany.” 


bility exposures which are not remov- 
ed by this law and not covered by 
standard automobile provisions. Some 
insurance producers believe that the 
only safe procedure is to tell a client 
about this new law, but not to advise 
him to drop broad drive other cars 
coverage, making him take the respon- 
sibility for this step. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago Nov. 14, 1961 
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American Newark 2... 32 3342 
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Godoy Pres., Stebler V-P 


In the story in the Nov. 10 issue 
dealing with changes in the executive 
staff of U. S. & Foreign Management, 
New York, the top positions in Usa- 
form Panamerican, reinsurance bro- 
kers for Latin America, were inad- 
vertently reversed. Fernando R. Godoy 
becomes president of Usaform Pan- 
american, and H. Alexander Stebler 
becomes executive vice-president. 
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(CONTINUED FROM PAGE 21) 
ing in Illinois to consider a form of 
no prior approval if it will help our 
companies and if it can be regulated 
so as not to be ruinous to the agents. 

“We are against federal regulation 
and for state regulation. Since the sub- 
ject of prior approval vs no prior ap- 
proval is a part of the entire regu- 
lation problem, we thought that our 
views on this matter could not be de- 
fined without taking the whole picture 
into consideration. Therefore, it was 
necessary to take into account the en- 
tire philosophy of the subcommittee 
hearing as it pertains to the insurance 
industry in general. It became obvious 
that we could not clarify the air or 
make our position clear by simply say- 
ing we were for or against prior appro- 
val or no prior approval. As a result, 
we have tried to make a statement 
based on a realistic view of the future 
and an intent to improve the situation 
in our state. 

“We are against federal regulation, 
but we believe that the hearings ex- 
posed some weak spots in the industry. 
By working with our insurance di- 
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Parrish And Mullins Speak Out On Rates 


rector and our companies, we suggest 
that all of us together could strength- 
en these weak spots and thereby fore- 
stall any plans which the federal gov- 
ernment might conceive so far as IIl- 
inois is concerned.” 

The speaker added that he has long 
been concerned by the discord, lack 
of understanding and poor communi- 
cation within the industry. As a re- 
sult, last spring the association re- 
activated a special committee which 
had met in 1959 with members of the 
advisory committee of Inter-Regional 
Conference. The association requested 
a meeting with company officers and 
met in September in Chicago with the 
exeuctive committee of Association of 
Casualty & Surety Companies. 


An Excellent Meeting 


“Tt was an excellent meeting. Both 
agents and company men felt that 
much geod will was engendered and 
their only concern was how it could 
be passed down the line. It was an 
honest meeting in which we told them 
not only our complaints but also our 
willingness to cooperate. They, in turn, 











Will his present insurance cover 
today’s higher property values? 


@ Keeping insurance in line with ris- 
ing values has been a matter of con- 
cern to business property owners for 
well over fifteen years. In this period 
the effect of the substantial inflation 
in general price levels has been a cor- 
responding rise in the replacement 
costs of commercial property. 

These replacement costs now stand at 
the highest level since 1940! 

To the client faced with the risk of 
underinsurance—to the agent as an 
insurance adviser—there is no alter- 
native but an upward adjustment in 
‘amounts of insurance. And it’s here 


Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 
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that mutual savings can be of help in 
stepping protection up to safer levels; 
or, in providing needed, supplemen- 
tary coverage. 

As we see it, nothing less than full 
protection will do for your clients in 
the present situation. Why not be in 
a position to provide it on an eco- 
nomical basis, as well as claims and 
loss prevention service of demon- 
strated efficiency. Write the nearest 
office for full information on our 
AGENCY PLAN—it measures up in 
every respect. 








told us that they would do what they 
could to alleviate our problems and 
told us some of theirs. I might add 
that company officers are not by any 
means unaware of our problems, but 
in many cases they can do nothing 
about them. I am afraid that stock- 
holders have much to do with the 
muddied situation—stockholders who 
are interested in profits for profits 
sake, and who know nothing about the 
insurance business.” 

In making his report as state na- 
tional director, H. W. Mullins, Rock- 
ford, read the statement to which Mr. 
Parrish alluded. Since there was no 
action on it at Dallas, the Illinois 
association made the following state- 
ment: 

“Tllinois Assn. of Insurance Agents 
has been questioned as to our posi- 
tion on the subject of rate regulation 
following adoption of the resolution on 
Sept. 25 by the National Board of 
State Directors. Inasmuch as the res- 
olution did not directly conflict with 
the statement of our position, we voted 
for passage of the resolution in the 
interest of a strong, united front by 
National Assn. of Insurance Agents. 

“In the interests of time, our pre- 
pared statement was not read in its 
entirety. Tthe Illinois association has 
not changed its position and will make 
available copies of our statement to 
anyone upon request.” 

At the St. Louis meeting, the as- 
sociation also made a resolution on 
rate regulatory changes. This reads 
that the Illinois association recognizes 
the “desirability and inevitability of 
some changes in insurance rate regu- 
lation and that both proponents and 
opponents of the changes now being 
discussed have some measure of merit 
and justice in their respective views. 
The Illinois association finds areas of 
disagreement, but not total disagree- 
ment with the findings of the Senate 
sub-committee on insurance regula- 
tion and believes that there are un- 
explored areas of compromise in this 
most controversial matter, and now 
therefore be it resolved that the IIl- 
inois Assn. of Insurance Agents... 
urges upon all regulatory officials, 
company officials, and agents, the ut- 
most effort to cooperate to the end 
that state regulation of insurance is 
permanently preserved and objectional 
features are reduced to a minimum 
or eliminated.” 


Mullins Makes Statement 


Mr. Mullins in his statement at the 
Dallas meeting said there are few, if 
any, informed persons in the insur- 
ance business who would contend 
that the present rating laws are per- 
fect. There seems to be some merit in 
the objective of most company and 
bureau officials in seeking some 
change in prior approval provisions. 
Both agents and companies have been 
hurt because of undue delay and dif- 
ficulty in getting approval of neces- 
sary rate increases, frequently because 
of political considerations. 

However, agents are justified in be- 
ing apprehensive of what could hap- 
pen to the insurance business if file 
and use rates, with or without sub- 
sequent disapproval, should become 
widely accepted. Not much has been 
said beyond complete adherence to one 
principle or the other, he pointed out. 
“It is our opinion that the privilege 
of opposing carries with it the obli- 
gation to propose acceptable alterna- 
tives. 

“...It is easy to merely oppose 
any suggested changes which might 
conceivably threaten our interests, 
but that course leads to no stature in 
our association. Surely there exists 
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among our membership _ sufficient 
ability an knowledge to offer construc- 
tive suggestions which will be accep- 
table to us and at the same time al- 
leviate the problems which exist un- 
der our present laws. 

“A professional association such as 
ours should protect the interests of 
its members, but always keeping in 
proper perspective the interests of all 
others, in our case the interests of 
our policyholders and our companies. 

“It seems that our association should 
take a strong position of support for 
the maintainance of rating bureaus 
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Read on. There may be money in this 
for you. This money comes from a sure 
means of reducing your loss ratio. 


Pick up your pencil. Let’s say you had 
en fire losses among your policy-holders 
last year. Perhaps two were total losses. 
Let’s forget those, and work on the 
other eight. (Now’s the time to sharpen 
your pencil.) 


Suppose you could have saved an aver- 
age of 5% on those eight losses? Maybe 
as much as 10% —or 15% —or even 
20%. How? That’s the kind of saving 
that Airkem Smoke Odor Service regu- 
‘arly makes on fire losses. If the loss is 
not total, Airkem SOS can almost 
always produce a reduction in the claim. 


Now take your sharp pencil and figure 
out what Airkem SOS could have saved 
on your eight losses. Figure out how 
much your loss ratio could have been 
improved. Figure out, in dollars and 
cents, what your contingent commission 
night have been. 


See for yourself—in Airkem’s new 15- 
minute color film, THE NosE— FRIEND 
OR FoE?—how Airkem SOS can help 
reduce your loss ratio while it provides 
added service for your policy-holders! 
We'll be glad to arrange a showing. 


Peter Hopkins, Airkem, Inc. Dept. NU-11 
sickens 


241 East 44th Street, New York 17, N. Y. 


Please show me your film, 
“THE NOSE—FRIEND OR FOE?” 
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necessary in our business. Any com- 
and organizations as being vitally 
necessary in our business. Any com- 
pany or organization that files inde- 
pendently and makes deviation filings 
using bureau or organization rates as 
a basis for its own filings or in any 
other way uses bureau rates or statis- 
tics should be required to contribute 
its fair share to financial support of 
those rating organizations, and we be- 
lieve our association should support 
this principle. 

“We would also like to support the 
proposition that any changes in the 
rating laws should be such as would 
reduce the responsibility of the regu- 
latory official without restricting his 
authority. We do not think that sub- 
sequent disapproval restricts his auth- 
ority in any way but does reduce 
the possibility of denying necessary 
rate increases because of political ex- 
pendiency or any other reasons. Sub- 
sequent disapproval would also give 
the regulatory official the benefit of 
observing public acceptance of rate 
changes before being require to take 
disapproval action. 


Should Have Authority 


“The insurance regulatory official, 
however, should, of course, have the 
authority any time to call for proof 
from any company or rating organi- 
zation that the rates in current use are 
neither excessive nor inadequate. Pro- 
ducers should be given the rights of 
aggrieved parties in connection with 
any filing which incorporates modi- 
fication of agents’ commission, either 
directly or indirectly. 

“Rating laws should be sufficiently 
flexible to permit recognition of truly 
and obviously unique risks requiring 
special treatment without forcing such 
risks into non-admitted or surplus 
line markets. 

“It is our belief that NAIA should 
take some constructive position rather 
than approve or disapprove either our 
present law or any of the presently 
or future proposed plans offéred by 
company organizations or regulatory 
officials. Neither should we take a 
position of no action. Approval of 
fundamental principles, not necessar- 
ily applicable in all states, does not 
prejudice the rights or opinions of any 
individual state association. This can 
and should be emphasized if and 
when the national association takes a 
position.” 

Mr. Mullins also gave detailed sug- 
gestions for a possible way for compa- 
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nies, agents and regulatory officials to 
reach a common ground. 

Mr. Mullins, after three years as 
state national director and 12 years 
on the board, is stepping down from 
these two posts. He has seen the as- 
sociation grow from very humble be- 
ginnings to one of the largest and 
strongest in the nation and expressed 
the hope that he had contributed some- 
thing to the business, “which, in spite 
of all our complaints, has been good to 
all of us.” 

Mr. Mullins opined that neither 
agents nor companies have demon- 
strated a willingness to meet each 
other half way in trying to solve some 
of their most pressing problems. “For 
instance, it is difficult to understand 
why, in setting up our program for 
this meeting, that we were unable to 
get any responsible company, bureau 
or board member to participate in a 
panel discussion on the very impor- 
tant current subject of rate regula- 
tion. 

“Also, it seems to me, that much 
of the opposition of agents to com- 
pany proposed changes in rating laws 
could have been avoided had the 
agents been consulted and their sup- 
port sought before publicly announc- 
ing a strong company position for no 
prior approval regulation. 

“By the same token, I believe NAIA 
failed to recognize the problems posed 
by present laws. I believe agents 
should take a more tolerant and un- 
derstanding position than expressed 
by the action at Dallas. After all, in 
the final analysis, we sink or swim 
with our companies.” 

He cautioned the agents against 
action in any area which in any man- 
ner “smacks of labor union philoso- 
phies or tactics. If, however, we ap- 
proach every problem and every pro- 
posed change in our business, con- 
cerned only with our own interests 
and without regard to others, we will 
not be recognized as an association of 
professional business people. Only 
by keeping our own interests in prop- 
er perspective with those of others 
can our association achieve the recog- 
nition and prestige we all desire. Out- 
spoken criticism of each other by re- 
sponsible representatives of our asso- 
ciation or company and bureau offi- 
cials can only damage us all. I am 
convinced that what is best for the 
industry in the long run is best for 
you and me. It is my ardent hope that 
that will be the philosophy of our 
Illinois association in the years ahead.” 





Ill. Agents Name Woodworth President 


(CONTINUED FROM PAGE 22) 
ment award for local boards was 
won by Taylorville and was presented 
by Hobart A. Martin, resident vice- 
president, St. Louis, to James C. 
Humphrey for the board. The Wil- 
liam H. Jennings Jr. membership cup, 
which goes to the winning region, 
was presented to Sanford H. Lederer, 
Chicago, vice-president region 1, who 
received the trophy from executive 
vice-president Woodworth and accept- 
ed on behalf of the Chicago board. A 
new award for local board saftey ac- 
complishment was also won by Tay- 
lorville and accepted by Mr. Humph- 
rey. Making the presentation was Ro- 
bert Newell of Ashland, chairman of 
the Illinois association safety commit- 
tee. The award includes a permanent 
and travelling trophy. 

Frank Miley of Chicago, a di- 
rector and former president of the 
association, presented a plaque to Mr. 
Parrish for his activities during the 
year as president. Mr. Miley was ap- 


pearing in place of Fred O. Waller 
of Galva, chairman and immediate 
past-president, who was unable to 
attend the meeting because of illness. 

Speaker at the luncheon that day 
was Kenneth McFarland, educational 
consultant and lecturer, General Mo- 
tors. Always an inspiring speaker, 
his words on Americanism and some 
facts and figures on the defense setup 
in the U. S. as compared to that of 
Russia’s produced a standing ovation. 
The audience held him over by re- 
peated applause considerably longer 
than the time alloted his portion of 
the program. In the main, he stressed 
the fact that America should quit 
apologizing to the world for anything 
it does or anything it does not do. 

Monday afternoon at the first gen- 
eral session, a panel was originally 
scheduled on rate regulation, but Mr. 
Mullins, as moderator, pointed out that 
in setting up the meeting program the 
association was unable to get “any 
responsible company or bureau ex- 
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40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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TOP METHODS 
AND 
PROCEDURES MAN 


Well established, multiple 
line, agency company with 
AAAA~4 rating seeks expe- 
rienced man with diversified 
procedures experience in 
claims, underwriting and op- 
erations. Understanding of 
electronic applications and 
procedures essential. Excel- 
lent starting salary and em- 
ployee benefit program. Age 
28 to 40. Apply by submitting 
personal qualifications to: 


Personnel Department 


American States 
Insurance Co. 


542 N. Meridian 


Indianapolis 6, Indiana 


ATTORNEY 


This position is in the Office of the General 
Counsel of a leading insurance company located 
in Washington, D. C. The man chosen will be- 
come o member of a staff of attorneys perform- 
ing legal research and rendering legal opinions 
on the whole gamut of corporate legal prob- 
lems, with particular emphasis on those problems 
peculiar to the operations of an insurance com- 


' pany. Applicants with experience in such work 


will receive special attention but we will consid- 
er others with outstanding basic qualifications. 


NO INSURANCE CLAIMS 
WORK IS INVOLVED! 


The man picked to fill this opening will be well 
compensated both in salary and through partici- 
pation in an outstanding fringe benefits program 
which includes, among other things, profit- 
sharing, a generous company-paid pension plan 
and paid major medical insurance. 

Because the company involved is growing rap- 
idly, the long range advancement potential is 
truly exceptional for the right man. Only career- 
minded applicants should apply as this is a 
permanent position demanding hard work and 
initiative. 


Please send complete resume giving details of 
background including education and experience. 


Write 
Manager of Employment 
Box 1206 
Washington 13, D.C. 


ecutive to participate in a panel dis- 
cussion on the very current subject 
of rate regulation.” As a result, the 
panel was changed to include three 
speakers: Emory Ross, Duncan Insur- 
ance Office, LaSalle; George Faunce 
III, president AFCO, and Joseph S. 
Gerber, Illinois director. 

Mr. Ross described the changes in 
his agency brought about by the in- 
stallation of automation, and Mr. 
Faunce discussed premium financing 
as a door opener or a production de- 
vice. Mr. Gerber spoke on conditions 
in the insurance business in general, 
with stress on regulation. 

Mr. Faunce pointed out that prem- 
ium financing has grown very quick- 
ly. Three years ago his company fi- 
nanced $45 million and this year more 
than $90 million in premiums. He 
noted that the public is geared to in- 
stallment payments and that by of- 





WANTED 
SUB-STANDARD AUTO 
BI & PD CARRIER 
FOR MISSOURI 
Have large volume of business currently 
running at 25% loss ratio to earned. Write 
C-10, National Underwriter, 175 W. Jack- 

son Blvd., Chicago 4, Ill. 














ALL-RISKS CORPORATION, EXPERIENCED 
MANAGING GENERAL AGENTS FOR MICH- 
IGAN, CAN PROVIDE BRANCH OFFICE FA- 
CILITIES FOR AN ADDITIONAL SPECIALTY 
CARRIER. ABOUT 500 ESTABLISHED LOCAL 
AGENTS ARE READY TO PRODUCE PROFITABLE 
VOLUME. CARRIER CAN BE ADMITTED WITH 
FILED RATES OR OPERATE NON-ADMITTED 
USING OVER MANUAL PREMIUMS FOR "'DE- 
CLINED BUSINESS." 

315 E. JEFFERSON AVE., DETROIT 26, MICH. 


FIELD REPRESENTATIVE—MINNESOTA 


We have an opening for a fieldman to represent 
a well-established General Agency in the State 
of Minnesota. We prefer an individual between 
the ages of 30 and 45 with previous field expe- 
rience. If you are interested in such a position 
and feel you qualify, send a short resume which 
should include your previous business and per- 
sonal background and salary requirements to, 
J. E. Reimann, Jr., President, Fred L. Gray 
Company, 816 Second Avenue South, Minne- 
apolis 2, Minnesota. 




















INSURANCE ASSISTANT 


Position open in Insurance Department of large, 
established St. Louis manufacturing firm. Two 
or three years experience with insurance com- 
pany or large insurance agency is required. 
Prefer man who has completed a multiple line 
underwriting training course or has handled 
property and casualty claims. Age 25-30; Attrac- 
tive starting salary and employee benefits; 
Write us in confidence giving pertinent informa- 
tion about your qualifications. Write C-6, 
Natonal Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 


CASUALTY UNDERWRITING 


Highly successful, large, national multiple line 
company has opening for experienced casualty 
(including workman's compensation) underwriter. 
Assignment will be at the home office located 
on the West Coast assisting the national casu- 
alty Underwriting Manaaer. Excellent opportun- 
ity with potential providing either staff or line 
responsibilities. Send complete details in confi- 
dence to C-5, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 


FIRE AND MARINE MANAGER 


Nationwide insurance brokerage firm has open- 
ing in Buffalo, New York area for fire and marine 
production manager. Applicant must be quali- 
fied to handle commercial risks, and have a 
minimum of five years experience. Salary open. 
Send complete resume to C-9, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, III. 








EXECUTIVE SECRETARY 


Excellent Opportunity for able and ambi- 
tious male as executive secretary of 
M.A.I.A. Phone or write office for appli- 
cation—Massachusetts Association of In- 
surance Agents, 79 Milk Street, Boston, 
Massachusetts. Li 2-2688. 

















SERVICE OFFICE MANAGER 


Large stock agency group has opening for 
a man at Peoria with multiple line experi- 
ence. Excellent opportunity. Salary open. 
Write C-3, National Underwriter Co., 175 
W. Jackson Blyd., Chicago 4, Illinois. 








KNOXVILLE, TENNESSEE AREA 


INSURANCE AGENCY WANTED—Cash for en- 
tire Agency or controlling interest. Present owner 
could retain part ownership and management. 
Inquiries solicited—strictly confidential—Farrin- 
ger and Co., 3707 Hillsboro Rd., Nashville 12, 
Tennessee. 





SPECIAL AGENT 


Aggressive, multiple line carrier has open- 
ing for outstanding, experienced special 
agent with proven production. Reply in 
detail to C-12, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 














FIRE AND CASUALTY INSPECTOR 


Travel States of Illinois (except Cook County) 
and Eastern Missouri out of Home Office. Fire 
Prevention and Casualty safety program involves 
smaller and medium sized risks. Send complete 
resume showing education, experience, age, sal- 
ary history and other details to Millers Mutual 
Insurance Association, P.O. Box 317, Alton, Ill. 


FIELDMAN WANTED 
An old established multiple line agency 
company needs experienced fieldman for 
northern Illinois. Give age, qualifications 
and salary expected. Replies confidential. 
Address C-13, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 











NEBRASKA SPECIAL AGENT 


Multiple Line Mutual Agency Company wants 
experienced insurance man to travel the State of 
Nebraska. Applicant must be Nebraska resident 
or have experience in Nebraska territory. Age 25 
to 40. Territory well developed. Good starting 
salary with excellent employee benefits. Write 
B-87, National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Iil. 











Multiple Line Underwriter. Fast growing Mid- 
West Multiple Line comp as ep gq fer 
qualified Multiple Line underwriter heavy in 
casualty experience. Minimum of 6 te 8 years 
experience necessary. Liberal employee benefit 
plan. Salary open. Give resume of jeb experi- 
ence. Reply to B-56, National Underwriter Co., 
175 W. Jackson Blyd., Chicago 4, Ill. 





WANTED 


Capable man or woman to take charge of 
Underwriting & Policy Preparation in Medium 
Sized St. Louis Agency. Salary Open plus Fringe 
Benefits. Our employees know of this ad. Write 
C-14, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











MANAGER 


Our multiple line stock company is in need of a 
service office manager of Kansas City. We are 
interested in a man with broad multiple line ex- 
perience in this area who is able to demonstrate 
a good record. There is a challenging opportu- 
nity and salary is open. Please reply to C-2, Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois, for interview. 











SPECIAL AGENT 


Sound opportunity for an aggressive multiple- 
line man with successful production background, 
preferably in North & Northwestern Ohio. This 
old line stock Group's employees know of this 
ad. Send confidential resume to C-8, National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, Ill. 





UNDERWRITERS 
FIRE AND MARINE 


Large, nationwide multiple line company de- 
sires young men, age 22 to 30, for midwest 
branch office operations. Send resume. Replies 
confidential. Write C-15, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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fering them premium financing, the 
agent is filling a vital public need, 
“and he doesn’t end up being a fi- 
nancial doormat for his clients.’’ The 
main idea is to get the financing 
outside of the agency. When the agent 
makes it easier for the customer to 
pay, more insurance can be sold, he 
said. Also, with most financing, the 
agent gets his commission at the out- 
set. 

Two simultaneous breakfasts got 
Tuesday off to a good start—the rural 
and small lines agents, presided over 
by Benj. A. Jones, Decatur, vice- 
president farm affairs, and the met- 
ropolitan and large lines, with San- 
ford H. Lederer, Chicago, vice-presi- 
dent region 1, presiding. 

At the farm breakfast H. B. Jacobs, 
production supervisor of American 
group at Decatur, discussed account 
selling tailored for the farmer and 
detailed the new farmowners policy. 
He noted that in account selling that 
life insurance should by all means 
be included. Any young men going into 
the agency business today should ac- 
quire working knowledge of life in- 
surance, as well as hospitalization, he 
said. 


46% Tenant Owned 


The speaker also brought out that 
more than 46% of the farmers in IIli- 
nois are tenant owned and a ten- 
ants’ farmowners policy is needed 
equally as much as the present farm- 
owners. He said the reason there is 
no such policy is lack of communica- 
tion among the agents. He suggested 
that they write to the manager of 
their farm department or to the Farm 
Underwriters Assn. “Indicate you want 
this type of coverage as soon as possi- 
ble, and they’ll come up with it. We 
need it as fast as we can get it,” he 
concluded. 

At the large lines breakfast, Eldred 
Koenig, assistant vice-president Geo. 
F. Brown & Sons, Chicago, discussed 
general liability insurance and various 
exposures and coverages. He said the 
general trend in liability insurance is 
that judgements and out of court set- 
tlements are arising faster than the 
spiraling economy and this trend has 
been brought about by several factors. 
The public has become claim conscious 
because of television, newspaper re- 
ports of large claim payments and 
magazine articles, such as a recent 
article on malpractice in the Saturday 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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Evening Post. 

Another factor is the apparent race 
among plaintiff attorneys for the pres- 
tige of obtaining the highest judge- 
ment from the jury. “There is an or- 
ganization known as National Assn. 
of Compensation Claimants Attorneys 
which has been receiving much pu- 
blicity for the large awards they have 
obtained for their clients,” he said. 

As losses rise he said, so must the 
premiums paid for insurance increase 
proportionately and where this will end 
is difficult to predict. Experience fig- 
ures for the first six months of 1961 
do not paint a very good picture. The 
competition in automobile business 
particularly, with credits for safe driv- 
ing, etc., has reduced the premium 
income and if losses continue to in- 
crease, “we could very well be going 
into another adverse loss cycle.” 

At the second general session Tues- 
day morning there was a panel on 
operation of the assigned risk plan, 
with Donald W. Perin Jr., Chicago, 
chairman of the association’s automo- 
bile committee, as a moderator. Par- 
ticipants were Edward J. Thau, man- 
ager Illinois Auto Assigned Risk Plan; 
James H. Rupp Jr. of Decatur, chair- 
man of the association’s casualty in- 
surance committee, and R. B. Tho- 
mas, resident vice-president American 
group, Chicago. 

Mr. Thomas, who has been on as- 
signed risk plan governing committees 
in Alabama, Louisiana and _ Illinois, 
said that when considering the plan 
from the company point of view, there 
can be no serious contention that it 
does not serve a necessary and worth- 
while purpose. The plan contains the 
basic philosophy of insurance itself in 
covering people to spread risks, and 
usually the people in the plan are 
those who are in good faith entitled 
to insurance protection but for some 
reason can’t get it. “We must help 
them. With the financial responsibil- 
ity laws, the need is apparent,” he 
said. ; 

In describing the birth of the plan 
in 1940, Mr. Thomas said that it ap- 
plied in the early days to those re- 
quired to comply with the financial 
responsibility law and also the driver 
who had a record of rank carelessness. 
There is a different cross section to- 
day, what with selective underwriting 
and other factors. 


Plan Highly Unprofitable 


Mr. Thomas gave a number of fig- 
ures showing that the assigned risk 
plan is highly unprofitable, but there 
is little probability of relief in un- 
derwriting results. This means that the 
administrative cost of the plan must 
be kept to an irreducable minimum, 
he declared. He stressed, as did the 
other speakers, that applications must 
be filled out properly and completely. 
Otherwise the eligibility and prem- 
ium are affected and any company is 
entitled to decline an application un- 
less complete information is furnished. 

Speaking for the agents Mr. Rupp 
said, “We feel that the less we have 
to do with a plan the better we like 
it.’ He compared the handling of the 
assigned risk with standard plans and 
said in all fairness that there are 
not too many differences and that the 
commission is not too bad. He would 
like to see a folder that explains the 
assigned risk plan to the customer and 
is a guide to the agent. “In the light 
of Mr. Thomas’ figures, we are not 
being fair to the companies,” he said. 

Mr. Thau went into the assigned 
risk plan in considerable detail. He 
also stressed the need for filling out 
the application completely and prop- 
erly. He said there has been some 
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dropping off of the numbers in the 
plan and attributed this to the com- 
panies now writing substandard. 

Valmore Forcier NAIA advertis- 
ing coordinator, wound up the session 
by a discussion of the 1962 advertis- 
ing program of the national associa- 
tion. He said the ad program is very 
important to the independent agent 
and enumerated some of the various 
brand names that fell by the wayside 
over the years because they “thought 
they had it made and did not adver- 
tise.’ He said the agents felt that 
way, too, for many years and forgot 
that an entire new crop of war babies 
had grown up. 

“We were content in our little cell 
because we were making money. But 
a system came along which recognized 
this new population group and made 
the law of averages work for it. Its 
representatives were making calls 
and getting results. We had to let 
people know we were something apart 
from this new breed of cats taking 
over our markets. So we came up out 
of necessity with a symbol—the Big I. 
The NAIA ad campaign, supplemented 
by local efforts, is the greatest thing 
that has ever come down the pike,” 
he declared. “Actually, it is the only 
thing we as an association have in 
common.” 


Final Session 


As to those agents or agencies who 
feel they do not need the advertising 
campaign, Mr. Forcier said that in 
every national association there must 
be projects of varying degree and kind. 
No large agency can win a legislative 
battle all by itself. Numbers are need- 
ed. The small and medium sized ag- 
ency is the deciding factor. “You must 
support the little agencies if they 
would support you.” 

The third and final general session 
Tuesday afternoon had as its first 
speaker Bill Gove of the sales re- 
search and development organization 
bearing his name. His presentation is 
dramatic and in the main he puts over 
his points with various stories to fit 
the occasion. It is highly effective. He 
said that anyone going back from the 
convention should be changed just a 
little bit; otherwise the meeting did 
him no good. He stressed that the real 
doers can’t tell how they find time to 
do all of the things they do. The big 
idea is related to calculating time in 
more than one dimension. 

Closing speaker at the session was 
John R. Barry, president Corroon & 
Reynolds group, whose talk is reported 
elsewhere in this issue. 

At the banquet that evening, there 
were no formal speeches except for 
a few words from Mr. Parrish as re- 
tiring president and the presentation 
of a gift to Mr. Parrish and his wife. 
The banquet was followed by a floor 
show and dance. 

Leland R. Crank of East St. Louis 
was general convention chairman, and 
Mrs. Crank very ably handled, as chair- 
man, the special program running 
throughout the meeting for the ladies. 

Sunday night, Continental-National 
group held its traditional informal re- 
ception, which certainly left nothing 
to be desired in refreshments of all 
kinds. There were even. snails 
yet, something not seen very often in 
the hors d’oeuvre department at such 
affairs. Also, there were about 70 com- 
pany and agency hospitality suites 
providing facilities for relaxing and 
informal conversation. 

Installation of officers was _ per- 
formed by C. Lawrence Leggett, Mis- 
souri superintendent, who pointed out 
that this was his last official act, since 
he was leaving office Nov. 15. 
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‘Here are just a few of the NEW CONCEPTS 
we have introduced this year — each a sound 


reason why. you too will get NEW PROFITS 
by making a SOLID CONNECTION with 
LUMBERMENS of MANSFIELD SOON. | 


FIRST with the most complete 


COMMERCIAL PACKAGE PROGRAM in the 
industry, Laundries and Dry Cleaners... 
Retail Stores... Motels... Apartments... 
Office Buildings. ..and more to follow soon. 
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engineering services. 


Excellent mercantile Fire Facilities including capacity and 


FIRE — AUTO — CASUALTY —INLAND MARINE cov- 


erages handled by Teamwork in Action Across the Nation 
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financing plan available today 


NEW L, M. I. BUDGET —acclaimed the finest premium 
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Teamwork in Action Across the Nation” - 
WRITE L. G. TOMS, Agency Director 


for Details TODAY! 


The—~ 


LUMBERMENS MUTUAL 
INSURANCE COMPANY 


4A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 
Branch Offices — St. Louis, Dallas, Son Franc 
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isco and Los Angeles 


Established 1895 
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RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 


GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance + All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD. LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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